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Quality 


Are you handling y/ 


wheel goods on the 
basis of low price or 
high quality? 

Order ‘‘Pioneer”’ sam- 
ples and convince 
yourself of Gendron 
quality. There is a 
jobber near you who 
handles the ‘‘Pioneer 
Line.”’ 


The Gendron Wheel Co. 
Toledo, Ohio 































The “Pioneer” 
Line includes: 


Automobiles 


Coaster 
W agons 


Velocipedes 
Hand Cars 
Scooters 

T ot Bikes 
Doll Cabs 
etc. 
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““Dioneer Line” 


Vehicles for Childrer 
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For want of a spoon 


For want of a spoon or—to be exact—for 
want of a dozen of them and the rest of a well- 
rounded silverware equipment, the Fosters 
“didn’t give parties.’’ Because they didn’t 
give dinners or teas or bridge parties, they 
weren't invited to many parties at other 
people’s homes. They seemed out of it, some- 
how. Life was unnecessarily dull. Perhaps, 
Mr. Foster didn’t mind so much—he had his 
golf and his books. And Mrs. Foster was by 
nature retiring. But the Foster girls, Mildred 
and Joan, minded a good deal! 
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Have you enough silverware 
to entertain successfully? 


OES your present silverware equip- 

ment make it easier to give the parties 

that would mean so much to your happi- 

ness and that of your family? Or have you 

lost the habit of entertaining because your 

silverware is no longer sufficient for the 
guests you would invite? 

Truly it is unnecessary to let lack of sil- 
verware stand in the way of entertaining. 
In 1847 Rogers Bros. Silverplate you can 
complete your service without trouble and 
at reasonable cost. You will find all the 
kinds of pieces you desire—coffee spoons, 
salad forks, orange spoons, serving pieces. 
Their beauty will add distinction to every 


table setting. Their durability has been 
an accepted fact with four generations of 
American hostesses. 

A sensible thing is to purchase to-day 
the pieces you need most, and to add to 
them as the occasion demands. This is 
the more feasible because leading dealers 
everywhere carry 1847 Rogers Bros. 
Silverplate. 

May we send you a copy of our booklet , 
“Etiquette, Entertaining and Good Sense,”’ with 
authoritative table settings made in the Good 
Housekeeping Studio of Furnishings and Deco- 
rations? You will find it full of suggestions for 
successful entertaining. Write for it to-day. 


INTERNATIONAL SILVER Co., Meriden, Conn. 


1847 ROGERS BROS. 


SILVERPLATE 














The Fosters will not be the only family to whom you can sell 1847 Rogers Bros. Silverplate after they have seen this ad- 


vertisement in colors on the inside back cover of the August 23rd issue of the Saturday Evening Post. 


helps with which to tie up with this and following advertisements. 





Write for trade 
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Get This Display 
of Unbreakable 
Steel Planes—Now! 
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Here it is! The new counter display marked in etched gold—and finished 
for V & B Drop Forged Planes. Fur- with vanadium blade and walnut handles 


nished gratis with your order, fora quar- _ywe pp F d Pl 
ter of a dozen of these new “unbreakable kK as Se anes are sales 
planes.” makers ; 


Drop forged from a solid bar of V & B Ready for shipment—place your order 
supersteel—finished in light gray—trade now! 


The sales possibilities on these unbreak- 
able planes are obvious. Place your orders 
to assure immediate delivery now! 


VAUGHAN & BUSHNELL 
MANUFACTURING COMPANY 


(nAakers Of Fine Toots 
2114 Carroll Ave.~ ~ Chicago, lil U.S.A. 
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This is the kind of window display that is moving 


STANLEY #22 FOUR-SQUARE 


gg HOUSEHOLD TOOLS 


The more often you display Four-Square Tools in your window and on your 
counter—the more sales you will make. It ties up your store directly to the 
national advertising. Complete STANLEY Four-Square window and 
counter trims are available. If you have not received yours, write for it 


~ STANLEY 


NEW BRITAIN, CONN.,U.S.A. 


THE STANLEY WORKS — THE STANLEY RULE & LEVEL PLANT 
NEW YORK * CHICAGO « SAN FRANCISCO: LOS ANGELES* SEATTLE 
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Atkin SilverSteel Saws 


} To My Fellow Hardware Dealers” 








SELL QUALITY - 
MERCHANDISE 


It pays in dollars and cents to handle Atkins quality 
merchandise as it gives your store a —— for 
handling nothing but high ade goods. nyene who 
purchases an Atkins Silver Steel Saw from your store 
will always be a booster of quality merchandise as they 
are quality throughout. Mr. Horland certainly has the 
correct idea about merchandising. 


Send us a letter for this contest. Our only require- 
ments are that the letter be written on the stationery of 
the dealer with whom you are connected, and that this 
dealer handles Atkins Saws. If we accept your letter 
for publication, you win $10.00. 








LEE HORLAND, of Newark, N. J., WINNER 
HIS LETTER 


E. C. Atkins & Co. 
Indianapolis, Ind. 
Gentlemen: 


A stock of Atkins Silver Steel Saws upon the shelves of a tool merchant is an indieation to 
the buying public of the high ideals of merchandising for which that particular dealer stands. 


It means that he handles an item of the finest in quality, the most skilled in workmanship, 
and the most beautiful in appearance. It means that he can point his finger with pride to his 
Atkins Silver Steel Saws, with the thrilled admiration of really and honestly knowing that he 
is retailing the saw supreme. 


Yes! To enjoy the sensation and distinction of selling the highest quality tools known is in- 
deed the greatest satisfaction that any person can be possessed of. 


Yours very truly, 


LEE HORLAND 





A FEW POINTERS ON ATKINS 
No. 23 PLUMBER’S SAW 


A very useful saw for cutting flooring. Top edge toothed 54 points, rip teeth; bottom edge 8 points, cut-off 
teeth. Beech handle with varnished edge. Fastened to saw with three brass screws. Blade of Silver Steel. 12 inches 
long and 2% inches wide at butt and 2 inches wide at point. You should have a good stock of this particular saw on hand. 


E. C. ATKINS & COMPANY 





Established 1857 “The Silver Steel Saw People” 
Machine Knife Factory Home Office and Factory: Canadian Factory: 
Lancaster, N. Y. Indianapolis, Ind. Hamilton, Ont. 
BRANCHES: 
Atlanta Minneapolis New Orleans San Francisco Seattle Paris, France 
Chicago Memphis New York Portland Vancouver, B. C. Sydney, N. S 


ATRINS ALWAYS AMZADY’ A 
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No. 1—‘“Best Seller” As- 
sortment of Klein Side- 
cutting Pliers. 
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No. 4—“Best Seller” As- 
sortment of 1% dozen Klein 
Pliers of most popular pat- 
terns and sizes. 














sortment of Klein Sidecut- 
ting, Oblique and Long- 





ager ng > er we 
sortment of Klein Slipjoint 
Pliers. 


By Mathias 


Established 1857 





It has been a long time now since the first Klein 
pliers were manufactured—but the original quality 
is still there. 


Sixty-seven years of fine tool making are behind 
the comfortable way the handles are shaped, the easy 
spring of the handles and the careful tempering of 
the keen knives. 


Years of good will are back of the Klein trade mark. 
People ask for Klein’s. It makes selling easy. It makes 
turn-over quicker. It makes it profitable to handle Klein 


pliers. 


Which one of the best seller assortments will make 
the most profits for you? 


& Sons 
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HARDWARE AGE 


The Story of the First 
KID DIE-KAR 


OW YO 


N all the histor of the United States Patent Office, 

there is no invention, designed to promote the 
health and happiness of youngsters, which is so inter- 
esting and widely known as KIDDIE KAR. The 
story has been told by newspapers, magazines and 
trade papers throughout the United States ever since 
KIDDIE KAR was first invented. 


Instant acceptance by young and old was unmistak- 
able evidence that KIDDIE KAR fulfilled a want of 
youngsters and parents which had never before been 
met by any other kind of child’s vehicle. 


KAR lies in the fact that of the twoehundred or more 
imitations which were introduced as a result of its 
unprecedented and instantaneous success, the original 
KIDDIE KAR has, from the first, far out-sold the 


combined sales of all its imitators. 


A gratifying thought to the manufacturers of KIDDIE 


The quality of construction and design of KIDDIE 
KAR has been accepted as superior to all imitations 
in every town, in every state throughout the country. 
Each year hundreds of thousands of youngsters be- 
come the happy owners of their first KIDDIE KAR, 
joining the millions who are already owners. We 
have established the demand-—all good dealers are 


prepared to meet it. 


“KIDDIE KAR” and “KIDDIE” Vehicles | 


Trade Mark Trade Mark 


: 
| 
H.C.WhiteCompany, North Bennington, Vt. 


New York Sales Office—Fifth Avenue Building : | 
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Every Home Work 
Bench Needs A Stillson 


There are so many things 
around the house that should be 
done with a Stillson! And so 
many more that can be done with 
one! A Stillson is a mighty neces- 
sary tool. 


Of the Henry & Allen Still- 
sons, the 10” size is best suited to 
the average householder’s needs. 
It’s a wrench of such pronounced 
strength ‘and quality that there’s 
no question but it will thoroughly 
satisfy its user. 


It is packed in an individual con- 
tainer plainly labeled “Household 
Size” to attract the household 
buyer. Six containers in a litho- 
graphed display carton that helps 
you sell. ' 


Henry & Allen Wrenches are 
made in all standard sizes, 6” to 
14” inclusive, one in a package. 
Easy to stock, always ready. You 
waste no time or effort in wrap- 


ping. 
Order from your jobber or ask 
us for the details. 


Henry & Allen, Auburn, N. Y. 


Henr 
STILLSON WRENCH 
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You have Extra Features to talk 
about on this Gas Heater and 










it costs a 
lot less! 








It Sends a Current of 
Warm Air Around 
the Room 





O many gas heaters just send 
out heat, instead of circulating 
warm air around the room. 


The GLORADIANT avoids this 
because it is both a radiant heater 
and a warm air circulator. That's 
the reason it heats the room thor- 
oughly as well as rapidly. 


Notice the construction, above. Air 
chambers at the sides and back 
create draughts for the cold air, 
which passes through the heater and 
is heated. 


This warm air is then distributed 
throughout the room. You can see 
by the illustration just how it Haves 
the heater. sf 
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ORGET for a few moments that this new gas heater 
sells for much less than you have to ask for other de- 
pendable, efficient gas heaters. 


Consider first, that in heating qualities it equals any 
other gas heater made. Becausé it is a warm-air circu- 
lator as well as a radiant heater, it sends its heat to every 
corner of the room. In laboratory tests a burner heat of 
1600° F. was reached. It is guaranteed against the 
escape of noxious gases. Because its construction makes 
sure the complete combustion of all fuel, it is econom- 
ical to operate. Its satin-finish japan will not scratch, 
peel or wear off. 


Besides these sales points, you can show your customers 
the regulator to admit either natural or artificial gas 
and the new perfected burner. Either write direct or 
ask your jobber about this gas heater that sets a new 
standard for heating efficiency at a reasonable price. 


Jackes-Evans Mfg. Co. 


Main and Tyler Sts. Saint Louis — 




















10 HARDWARE AGE August 14, 1924 









Made Favorably 
for Known 
Every Since 
Purpose 1843 


The whole world needs hammers 
—not a building of any kind can be 
built without them. 











How important that the hammers 
you sell be of absolute dependable 
quality. 


This quality assurance goes with 
the sale of every Maydole Hammer. 


The best steel goes into them— 
the longest service is gotten out of 
them. 


Patterns for every requirement— 
prices reasonable—profits mutually 
satisfactory to both Jobbers and 
Dealers. Keep supplied. 


Manufactured by 


THE DAVID MAYDOLE HAMMER CO. 
NORWICH, N. Y., U. S. A. 
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HERE IS SOMETHING NEW 


This special was originated by Simonds and we have had it on the market now for several months 
but we have waited until production was adequate to make this public announcement through the 


trade papers. 


A Customer in 
Every Home 


and on 


Every Farm 







wn 


SIMONDS 


Home and Farm Saw 


No. 44 


—-WARRANTED— 


The Simonds No. 44 Hand Saw is a manufacturers own 
brand—warranted—made in skew back pattern—24 inch 
length only, with either 7 or 8 points to the inch. 


This saw is designed particularly for home use. It has a 
fine spring tempered steel blade, nicely polished. ‘The han- 
dle is of seasoned beech, carved on grip and has four screws. 
It is a good selling number. It meets the demand for a gen- 
eral purpose saw to sell over the counter for: about two 
dollars. 


Packed one-half dozen in a box. Price per dozen $16.00. 


It satisfies the customer. It satisfies the dealer for there 
is a good margin of profit for him. 


We recommend this saw to you—why not order a box 
today—to go with first shipment to you. Order through 
your Jobber only. , 


A Good Margin of Profit for You 


Simonds Saw and Steel Co. 


Fitchburg, Mass. Chicago, Ill. Detroit, Mich. 
Memphis, Tenn. New Orleans, La. San Francisco, Calif. 
Portland, Ore. Seattle, Wash. 
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General Hard 
Please 
us dat 
the new 
SAVOIL liae 
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A revolution 
in oil burner 
construction 


For years engineers have struggled to 
design a One-Piece Burner Fount, 
one that would absolutely eliminate 




















































oil leakage. é 7 r 
; gf 
We have accomplished the impossible. } } pe 3 
A One-Piece Cast Fount Burner for- H : Sy ae 
ever guaranteed against leakage. Prac- : | Beh, 
tically no carbon formation, Wick z oo 
life under tests practically double or- : is 
dinary usage. Clearance on outside = ey 
of wick carrier—wick cannot stick 4 
unless mishandled. Read our triple 4 fa het 3 
guarantee, : : . 
{ Shelf and bot- — 
: [oom tle inter- 3 
> ~*~ changeable for i 
> = right or ileft 
> = hands stove. 
; Top and Shelves are _. Change in five 
lipped and baked in Cx minutes. 
automobile enamel, i 
s ee 
_—. -_ A simplified and % 
ity * more rigid body, ~~ s 
3 ‘ construction is; ~ «# 
te found in SAVOIL | Git hae 
ar oil stoves and * 
: ranges. So 
<3 fod A. 
a : vik 
eo » a 
> ' , - One-Piece Cast _ Knocks-down into - 
: Cabinet and legs .* Fount Burner that ee chipper ee 
hee of gray, affording -*-—* cannot leak. P ie _ 
ym - ; ae | ; ghee hag tos scammrecine oii 
ey ~~ mead Note _ Removable inner "2 
* . leg shape. Steady «a wick tube. 
. “Gass Sam | Burner supported by 
i. heavy shelf. 


Feed pipe hidden be- 
low shelf. 












SAVOIL ‘“Jun- 
ior’’ line built in 
2,3 or 4 burner 
sizes, witn or 
without cabinets, 
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Dealer and jobber have always wanted a line of efficient, low- 
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cost oil stoves with distinctive selling features. For the first 
time in the history of oil stove construction, we offer the 
SAVOIL Junior line, with one-piece cast fount burner uncondi- 
tionally guaranteed against leakage, a double-life wick that can- 
not stick unless completely mishandled, interchangeable right 
or left hand stoves, a definite selling policy, lower price and 


greater profits. 


Time and again buyers have said 
to our representatives, “Why don’t 
you make a one-piece burner that 
cannot leak.” The burner was the 
beginning and the end of the dis- 
cussion. The rest was detail, prob- 
lems of course, which they assumed 
any competent manufacturer could 
meet. 


So we worked hard and long with 
that idea as a base. Our Take-A- 
Part patents gave us a distinctive 
opportunity. Our final design in a 
One-Piece Cast Fount showed 
amazing results. The hourly wick 
life was doubled, the wick hardly 
affected by the heat. 


Carbon formation was so slight 
that even experts were puzzled. 
Flame was blue and firm, combus- 
tion seemed perfect. Long, con- 
tinuous tests developed no partic- 
ular problems. We were ready to 
admit to ourselves, at least, that 
we had evolved somiething radically 
new and unbelievably simple. 


Coupled with this back-bone of a 
stove, we went forward to an ex- 
treme simplification in every possi- 
ble way, definitely headed toward 


efficient standardization of every 
part, building for a line of low- 
priced, efficient, thoroughly right 
stoves that could be shipped at half 
the usual freight cost to retail at 


lower than ordinary prices. 


Founts, for examiple, are machined 
to .0005 for standardized produc- 
tion. Shelves and oil stand are in- 
terchangeable in five minutes for 
right or left hand stove. A SAV- 
OIL Junior can be taken apart, 
knocked down, set up and in full, 
clean, complete operation in a very 
few minutes. 


Here is simplicity and efficiency. 
Samples are ready and we are ready 
to sit down and discuss a line that 
you can build on, that the jobber 
can wholeheartedly support and 
meet competition on with some- 
thing different and with certainly 
exclusive selling features. We want 
jobber inquiries, earnest inquiries, 
and we will put our story squarely 
across your desk and stand on your 
judgment. 


Our policy—a solid hardware job- 
ber policy. Note the headline says 
“Write Now.” We can handle only 
50 accounts this year. 


Michigan Crown Fender Company 


Ypsilanti 





OIL 





Michigan 


SMO 


Read the three 
SAVOIL 


Guarantees 


1—The One-Piece Cast 
Fount Burner is un- 
conditionally guaran- 
teed against leakage 
or defective workman- 
ship and will be re- 
placed free upon 
receipt of Fount, 
charges paid. 















2—The Inner Combustion 
Tube of any Savoil 
Range is guaranteed 
against burning out 
or defective material, 
and will be replaced 
free upon receipt of % : 
tube, charges paid. re See aa 


3—Every SAVOIL Range Sai AES cB 
is guaranteed against Ng og 
defective workmanship 
or material and to op- 3 
erate satisfactorily if % 5 
directions are followed 

and burner kept clean. 








Crown Oil Heaters, 
as illustrated 
above. Send for 
advertising matter 
and prices. State 
your requirements. 
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We also make 
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There’s a complete line of Cre- 


hatchets, hammers— all combin- 
ing quality with medium price. and catalog H. 





MARION TOOL WORKS, Inc. 


Subsidiary of Chicago Railway Equipment Company—30 Years of Steel Making 


{= 
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—that you can readily sell 





No. 97 Tourist Axe 





This axe has been specially developed to fll the big 
demand for a general utility axe between these two ex- 
tremes: Slightly larger and capable of being used for 
a wider variety of purposes than the regular camp or 
scout type of axe. Not so large, hard to handle, nor as 
expensive as the full sized men’s or woodmen’s axes. 


In the Crecoite Axe No. 97 is found the ideal for 
tourists, campers, motorists and tHe older ages of boy 
scouts. Also splendid for general utility—mighty use- 
ful around every house and yard. 


This axe has the looks and the price to go BIG! It 
is a light-weight axe, but with a handle long enough 
to be swung and used as a two-handed axe; 2% Ib.; 28 
in. hickory handle; rubber black rust-proof finish; 
polished edge and face. 


Pronounced 
CRE-CO-ITE 


















































All priced for quick sale and good 
coite steel tools—all made of the profits. YOU should stock this 
wonderful new tool metal—axes, line NOW! Ask your jobber or 
write for complete information 
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KNOCK-OUT! 


Marion, Indiana 
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GOODELL-PRATT LEVELS 








Sectional and solid rosewood and mahogany adjustable Levels with full 
mitred brass binding, brass side views, and brass end plates. All lengths 
24 to 30 inches with both single and double plumb. Sensitive internally 
ground vials. 
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STRATTON LEVEL COMPANY 


Narrow solid mahowany adjustable Levels with full mitred brass binding 
and brass end plates. All lengths from 8 to 24 inches, with both single 
and double plumb. 


in, STRAT TONLEVELY 
4) RA VLEVE! = 





Narrow solid rosewood adjustable Levels with full mitred brass binding, 
brass side views, and brass end plates. Lengths 6 to 30 inches, with 
single plumb, and double plumbs in the 18 to 30-inch lengths. Sensitive 
internally ground vials. 











Solid mahogany and hardwood with mahogany finish adjustable Levels, with 
plain or channel brass end plates, single or double plumb, and all the desirable 
lengths. Selected vials drawn to true arc. 





Selected hardwood adjustable Levels with a fine mahogany finish. Several sizes 
with single or double plumb, and in lengths from 12 to 30 inches. Selected vials 
drawn to true arc. 





Solid hardwood and Michigan Pine masons’ adjustable Levels. Single and double 
plumb in lengths from 36 to 48 inches. Selected vials drawn to true arc. 


Altogether a very comprehensive line of trustworthy Levels of the better kind | 


Goodell-Pratt Company, Toolsmiths, Greenfield, Mass. 


A eens: 


GOODELL-PRATT 


- 
, 1500 GOOD TOOLS 
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Says the keen 
Hardware clerk: 
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KESTER SOLDER 
They Sell Themselves” 








e 


1 lb. cartons—1, 5 and 10 Ib. spools 


- mn 


KESTER METAL MENDER 


10 cans, about \ Ib. each to carton 
cans to case 





KESTER Rosin-Core SOLDER 


1 Ib. cartons—1. 5 and 101b. spools 
18 inch sticks in 5 lb. boxes 


~ 





Manufactured by the 


CHICAGOSOLDERCOMPANY 
4205 Wrightwood Ave., CHICAGO 


> Direct Factory Representatives 
DAVIES-ELY CO, LOUISJ.ZIESELCO. 


New York City San Francisco 
California 





Boston,’ Mass. 


THE FAUCETTE-HUSTON CO, 
esse Tenn. 
==, . a 





KESTER Acid-CoreSOLDER \ 















“YES, Ma’am, you certainly can use 


Kester Metal Mender. It’s so simple, ‘it 
requires only heat.’ Oh no, I wouldn’t start to 
explain how you might solder with the old 
kind; it’s too complicated and uncertain. But 
with Kester Metal Mender you can solder many 
metal things in your home, from roof to cellar. 
And the jobs will be permanent and neat. 


“It’s great how women take to this small 
package of Kester Solder. They'll pick it up and 
say, ‘Why, here’s something I can use — isn’t 
it?? They buy it with the same confidence as a 
bar of soap—they’re sure of being able to use it. 


“They take pride in their success and as 
they become still more familiar with Kester 


Metal Mender, they see more opportunities for 
its use. Many of these uses have grown so that 
the repeat sales show a real turnover. 


“And on the repeats no sales effort is 
necessary—‘they sell themselves’.” 
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The Patterson-Sargent Company 


Cleveland 
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FOR NEARLY SIXTY YEARS the name COLDWELL on a 
lawn mower has meant these two most important things— 
DEPENDABILITY AND DURABILITY. 


You will find COLDWELLS everywhere—on golf courses, large 
estates, city parks, suburban and city lawns. Whether they are 
operated under their own power, drawn by horse or tractor or 
pushed by hand, COLDWELLS are doing exactly what we claim 
they will do—giving satisfactory service for years and years. 


wy | v7 v7 7 





: The COLDWELL guarantee fully protects both you and your 
customer. 


DEPENDABLE LAWN MOWERS 
Hand Horse, Motor® Gang 


COLDWELL LAWN MOWER CO., NEWBURGH, N. Y., U.S. A. 


Factory Branches—DES MOINES, Iowa: 319 South West Fifth Stecet. CHICAGO, Ill.: 4139 West Kinzie Street. 
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Here is a splice wiich an electrician has just 
made with BULL DOG FRICTION TAPE 





It was easy to make with this live rubber friction tape—lIt Sticks 


Leave this joint for a day or two and then pull at it. The 
tightly wound layers resist separation -—It Holds 


Try it again after it has been in the weather for a year or 
more or in some hot corner where conditions are pretty 
bad for electric tape. It has become a solid unyielding mass 
good for an indefinite length of time —It Lasts 


BULL DOG 
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is conveniently packed in 
1, 2,4 and 8-oz. rolls in 
individual cartons and as- 
sembled in counter display 
containers. Carton and 
containers are especially at- 
tractive in color and very 
helpful in* making quick 
sales of BULL DOG Tape 
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BOSTON WOVEN HOSE AND RUBBER CO., Cambridge, Mass. 
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Machine Screws 
Stove Bolts 
Tire Bolts 
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American Screw Co. 


PROVIDENCE , RI, 


WESTERN DEPOT 
225 WEST RANDOLPH ST., CHICAGO, ILL. 
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UNION 


ROLLER SKATES 


THE STANDARD 
EVER SINCE THE 
“PARLOR” OR “FLOOR 
SKATE” OF NEARLY 
50: YEARS AGO 





THE DAYS 


OF THE SPANISH WAR 
SAW THE BIRTH 
OF THE 


UNION 


BALL BEARING 
ROLLER SKATE 





MANUFACTURED BY 


HARDWARE COMPANY 


TORRINGTON, CONN., U. S. A. 
New York Office 151 Chambers Street 


1864 SIXTIETH ANNIVERSARY 1924 
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OR 71 years Smith and Wesson arms have 

given dependable protection to home and 
fireside. Steadfast loyalty to the highest ideals 
of craftsmanship and generations of experience 
have won for Smith and Wesson revolvers the 


name SUPERIOR. 


SMITH &? WESSON 


Manufacturers of Superior ‘Revolvers 


SPRINGFIELD 
MASSACHUSETTS 


Catalogue sent on request. 


Address Department N. 








No arms are genuine Smith & Wesson Arms unless 
they bear, plainly marked on the barrel, the name 


SMITH & WESSON, SPRINGFIELD, MASS. 


Western Representative : 
Andrew Carrigan Company, Riaito Bldg., San Francisco, Cal., Los Angeles, Cal., Seattle, Wash. 
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Kampkooks fold like a small 
Suitcase when not in use. No. 
detached parts to lose, no pro- 
jections to break—it’s all in- 
side. 

Kampkook tanks are quickly 
detachable for conventence in 
filling, a patented feature. No 
funnel required. 








Kampkook No. 4 in circle. 
America’s finest camp stove. 
Large cooking surface, back 
Shelf, folding adjustable wind 
shield. Selis at $11. Other 
models at $7.50 to $15.00. 


























Sell the camp stove 
| that time has tested longest 


Kampkook has an established reputation for dependable perform- 
ance. It’s the stay sold stove that nets the dealer a real profit, 
for Kampkook requires no adjustments, no service after the sale 
is made. That is why 20,000 dealers recommend and sell Kamp- 
kook; that is why it is the choice of more than a half million 


motor campers. 


Back of the Kampkook are years of intensive national advertising. 
And the advertising for 1924 surpasses that of any previous year 





ceil and any publicity program ever undertaken on a similar product. 
Such publications as Saturday Evening Post, Literary Digest, 

Sottine Eenpheel seed, Sees American, National Geographic, Field and Stream, Outers’ Recrea- 
side Kampkook when not in use. tion, Outdoor Life and others will bring the Kampkook story to 
sieve ts 6 sand fer cath mete millions of pecple. You can’t afford to pass up this opportunity. 


Tie up with Kampkook now; profit by Kampkook advertising and 
Kampkook demand. Any leading jobber can supply you. 


American Gas Machine Co., Inc. 


ALBERT LEA, MINNESOTA NEW YORK, N. Y. 
fuer, dealer should write at once 
for display matter and other sales 
helps. A post card stating that 
you sell Kampbook, will bring you 
the inquiries coming from your 
trade territory. 
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The Boys’ tavorite 
is favored by Retailers 








mark of quality in the mind of the Boy. He has seen 

inferior jobs come and go; his blind trust in the supe- 
rior materials and workmanship of Janesville has never 
been betrayed, nor will it ever be. 


[mark of gut ball-bearing Coaster is still the hall- 


UP Ue EAPO 


PUPTTTITEPOT LENO ANT 


A confidence in a product and in a dealer who sells that 
product firmly established in the plastic mind of growing 
youngsters bears fruit for the hardware man long years 
after the play days are passed. 


It’s a good line to tie to! 
Ask your jobber—he knows. 





JANESVILLE PRODUCTS CO., Janesville, Wis. 
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Finished in Enamel or 
in Black with Nickel 


You will find the all-mahogany 
enamel Garland Radiant 
Heater with nickel trimmings 
the most attractive piece of 
heating equipment you have 
ever seen. It is beautifully 
proportioned, compact and 
finished to delight the eye. 
The all-black model, also with 
nickel trimmings throughout, is 
offered at a price sure to bring 
a large volume of business. 


HARDWARE AGE 
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Burning Soft 
Coal, Hard Coal, 
Coke or Wood 


A Beautiful Piece of Furniture 
at a Surprisingly Low Price 


This heater has already proved 
itself by orders from hundreds of 
dealers. It is a Garland, whose 
reputation for quality you have 
known for years. 


The entire Garland line of appli- 
ances is backed by the largest 
National Advertising Campaign 
in the industry. The turn-over on 
Garland appliances is therefore 
fast and sure. 


This House Heater wins its own 
way. Its many advantages sell it 
quickly. It has all the quality for 


which Garland products have 
been noted for more than 50 
years. It is a worthy successor to 
the universally famous line of 
Garland base-burners. 


Built on 


Furnace Principles 


The Radiant House Heater is 
made up of an inner heater and 
an outer casing, between which 
there is an air space. 


‘The cold air, being near the floor, 


is drawn to the heater, passes 


through the lower openings in the 
casing up and past the heated sur- 
faces, where it is thoroughly 
warmed. Then it radiates out 
into the room through openings 
in the upper part of the casing. 


This action puts all the air in the 
room and in the adjacent rooms 
into motion, and very quickly 
warms the whole home. 


Write now for prices and discounts 
—and let us assure you in advance 
that you will get a rock-bottom 
price. Let’s hear from you at once. 


The Michigan Stove Company, Detroit, Michigan 
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The Latest Al. Foss Creation 


The Jazz Wiggler has been designed with two purposes in mind: 

First, to make a Pork Rind lure that will be the last word in effectiveness as a fish- 
getter. : 

Second, to produce a lure without sacrificing quality or effectiveness which, 
through simplicity in manufacture can be sold at a popular price. 

We are the first to use pressure die casting for a fish lure. Most lures placed on 
the market are of questionable effectiveness, and the most the manufacturer can hope 
for is two or three years of active sale. This makes the cost of specially constructed 
dies prohibitive to the average lure maker. 

All Foss Lures must stand over one year's grueling test in the hands of Mr. Foss 
and his angling friends before being placed on the market. One catch by Mr. Foss 
of seventy-one bass in one day in Northern waters on the Jazz Wiggler is typical of 
this lure’s effectiveness. 

The tremendous expense of the special jigs and dies for the Jazz Wiggler will be 
quickly worked out in the large volume production. Materials are in hand and pro- 
duction started on the first two hundred thousand. 

Among the reasons why the Jazz Wiggler will sel] big is it will take as many, or 
more, fish than any other Competing Pork Rind Lure, regardless of price. 

It has the lowest center of gravity of any lure of this type—positively cannot turn 
over. Minimum amount of air resistance—casts easily. 

Nothing movable but the self-clearing spinner. More “‘weedless’ than any of 
the so-called weedless baits—yet has no wire guard to ward off the strike. 

The Jazz Wiggler is made in two sizes: 1 oz. with 3/0 hook, and % oz. with 
5/0 hook. 

Packed attached to individual cards twelve to a carton. 

We pledge our word that they are better in every way than any of the imitations 
costing double as much. 


Designed and made by 


AL. FOSS 


19 Winter Street Cleveland, O. 


Note:—Like the other Al. Foss Pork Rind Minnows, the idea for the Jazz Wiggler is 
original with us—not stolen from some competitor. 
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The cash register smiles in anticipation of the rapidly approaching skating season 


Are you ready for fall sales 
~ Of Alumo Skates? 


LUMO Skates represent an ideal 

article to everyone who sells them. 
They are a new development in skates, 
of great practical merit, fully protected 
by patents. Everywhere skaters wel- 
come them with open arms and open 
pocketbooks. 


Each year since 1921, when Alumos 
were first put on the market, sales have 
increased at a surprising rate. 


Alumo Skates are made and sold by a 
thoroughly reliable company—the same 
people who control the patents of Kryp- 


tok Glasses, with which they have made 
one of the outstanding merchandising 
successes of the past ten years. 


Send for catalog 


Hundreds of dealers already know the 
possibilities for profit in Alumo Skates. 
They have made money with them. So 
can you. Get complete information for 
yourself. Ask your jobber about Alumos 
or write direct to us today for a catalog. 
This puts you under no obligation to 
buy. The catalog will be sent to you 
by return mail, postage paid. 


INTERNATIONAL DEVELOPMENT CO. 


Sole Owners of Alumo Skate Patents 


Malden, Mass. 


Alumo Skates 
and Skating Shoes 


27 
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the Lucky Dog Kind, 











The Line includes 


COMPLETE FOOTBALL EQUIPMENT 


that is right up to the D&M Standard in every detail 


We are making a special appeal to YOUNG AMERICA through an extensive advertising 
campaign in the leading BOYS’ MAGAZINES. In this way we are guiding the boys to your store for 


D&M GOODS. Now, we want you, Mr. Dealer, to be ready to supply their wants. 
The youngster, as well as the grown-up, demands and deserves THE BEST. Cultivate his 


friendship by giving him a square deal and you'll have a steady customer for many years: to come. 


ORDER NOW! STOCK THE ENTIRE LINE 


A ** Walk-out’’ customer seldom returns. ‘‘I can get it for you’’ means nothing 
to him when the store across the street can supply him immediately. 


Ask your jobber or write to us for our new - 
FALL and WINTER CATALOG, » 
DEALERS’ PRICE LIST Ke aN 


and Advertising matter such as Window Displays, Show 7 DIM! . 
Cards, Counter Folders, free Football Rule Books and es vr 
Wig S 


other sales helps. 





The Lucky Dog Says: 
The Draper-Maynard Co. | Baaepenaineae 


— PLYMOUTH, N.H.U.S.A. i ne Bien He 


CURLEY-BATES COMPANY | CANADIAN BRANCH KEEPS THEM. 
45 SECOND STREET, SAN FRANCISCO 363 ONTARIO STREET . , 
PACIFIC COAST REPRESENTATIVES MONTREAL 
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TRADE MARK REG. U.S. PAT. OFF 


HE success which has come to this Company’s prod- 
ucts in the past twelve months has been due to the 
success of an idea, namely, that METALCRAFT 
PLAYONS represent the future in merchandise of this 
type. They are all steel, built to stand the gaff of the 
hardest kind of every day banging around; they stand 
out on the sales floor as masterpieces of design, finish and 
workmanship; they afford dealer and jobber the advantage 
of quantity production on three items which mean “'the 
price is right for popular sale to you and to the consumer.” 
We have arrived at the point where carload business is 
no longer a novelty; where our business relationships are 
pleasing and dependable; where buyers are saying, ““Why 
don't you build so and so?’’ Our goods, our service, our 
prices are worth while inquiring about. Why not write? 


Metallic Industries, Inc. 
4127 Forest Park Blvd. St. Louis, Mo. 
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Raise the Kiddies o a siete. 4 JUVENILE— 
de kk Wheelsda | o Automobiles * 


‘ Velocipedes 
tro Powder Solvent ||P A toy for a chi:d 


oO ; e easier i sell ag 3 
ie N Ga + ya to ing Pedal Bikes 
Adult Srlspeken” 
S ES ee % s 
Uncle Sam’s Choice - gf. _\ don" Cabs 


For more than ten years HOPPE’S NITRO With the 
American 


POWDER SOLVENT NO. 9g has been on the , 

U. S. Army honor roll—officially recommended Line You : 

for cleaning firearms. Get rn | on, Distine- 
See instructions in the U. S. Small Arms mentaid 3 ff ht Features 

Firing Manual for the Regular Army and the 

Organized Militia; also used by the National 

Rifle Association, and the U. S. Revolver Asso- 


ciation. 


Standard Everywhere 


HOPPE’S NITRO POWDER SOLVENT 
No. 9 is known everywhere as the one stand- | | 
ard and reliable “gun solvent.” Removes all ee “KNOWN AROUN 
powder residue, leading and metal fouling; THE WORLD” 
axtunehewma : The dealer who pushes 

Sell it to your trap shooters, target shooters, : ahead of his competitors 
.22 calibre enthusiasts, now. Easy, quick and will usually be fvund push- 
safe to use. Keeps shotguns, rifles, revolvers i ing A gg 20 al mag Bie 
and pistols in best shooting and resale condition. J] NO g ; oat prase‘aend display in the 

Sold only through the trade in 2-ounce bot- windows and on the floors of 
tles. Your jobber will supply you. Write us , many progressive dealers. — 
for free Dealer Helps. Ask our jobber or write direct 

for new cdtaleg and price list. 


Frank A. Hoppe, Inc. | . iia 


For more than 20 years the Authority on Gun Cleaning 
2314-H N. Eighth St. Philadelphia, Pa. 





























Steady Profits in a Promising Field 
DRYBAK OUTING GARMENTS repel the elements. Wet 


boat seats, damp brush and snow have no discomfort for the 
man who wears Drybaks. Made of heavy army duck, thor- 
oughly waterproofed by special process. Each garment is full 
lined and carries a guarantee on label and coat button. - Cater 
to the Sportsman. Get after this promising field of sales and 
liberal profit. 








Ask your Jobber for Drybak. _ 
Feature it to the Fisherman and Tourist. 


Write us for detatls of our proposition. 
Dept. HA. 


Lewis M. WrEeEp Co., Inc., BincHamTon, N. Y. 


r 








Side Lines For Salesmen 


Many good salesmen are looking for profitable “Side Lines” 
to handle. * 


What have you to offer? Give details—insert your ad in the “Classified 
Opportunities Section” of this paper and you'll be reasonably sure to find a 
reliable salesman to represent you. 
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The New 1924 


NHRAZ 


Pronounced BURR-KEY aS 


S IT easy to carry?’’ asks your golf bag 
prospect. The new model Burr-Key 
Golf Bag— 
Equipped with the 


IMPROVED BURR-KEY 


Adjustable Handle and Metal Top E 3 Put “Sell’’ Into Your 


answers the question at once—with its 


labor-saving features | Window Displays 

















Other exclusive Burr-Key features are the 
WV; Coa-V ib = folades ec tae Cole) <tc WD mele <elams Woh, liber 
Nats) ololetle (aateiau-len i-\iaselaar-telem a-baelelele 
Arrangement. Write for catalog and full 
particulars. 
For Sale by Dealers Only 
Backed by National Advertising Campaign 


R. H. BUHRKE CO. 


G ie telitist se me eer ae, 
1238-1250 Fullerton Avenue - Chicago 


HE more interesting your window 
displays the more profit you get 
out of them. 

It isn’t enough that you simply dis- 
play fire arms. It isn’t enough that you 
show the COLT Automatic or Revolver. 
| x: To tie up with and profit by the COLT’S 
ee ee Oe x, eee national advertising campaign, your 


ed ateh aaelelia’ 


255 Brosdwey lA | %. ee window must sell PROTECTION. 


Manufactured in Canada xy ° 

by Woods Manufacturing se =r > i Aggressive COLT dealers are drama- 

Toronto aad Wiese: ft /| fos ~ Vw ie tizing their window displays. They 
q | : : have a clerk letter a few snappy cards 


and display them. 


“Is your home safe tonight? Protect it 
with a COLT” makes the householder 








< Se Z 
= ete = * ° 
. oS aang Ra ae eee 
ce ny nal > os 2. 4 
$2 he; oe" $ PNR SS a SF ETT eS ses ad 
° wens eC ES ae Pee ee % teh 4 
Se, . <3 3 ni : 4 eg Oy 
y : 2 rs $ ; % ae 
Ness A cin alii “S nnn oe BIE em — 


ae - © : 4 “Mr. Autoist, guard against the holdup 
name and the red | 0 im F B man—carry a COLT” will grip every 


Car owner. 


“Will you reach the office with your 
next payroll?” will engage the attention 
of any paymaster. - 

These are but a few examples. You can think 
of others or we will gladly send additional 
suggestions on request. 

We have prepared a most dramatic and inter- 
esting series of folders. They make excellent 
attention-getters in your window— may be 
used for counter or mail distribution. Let us 
send you a batch—without cost. Simply write 
for them. 


COLT’S PATENT FIRE ARMS MFG. CO. 


HARTFORD, CONN. 
9 
OLTS 


THE ARM OF LAW AND ORDER 


1924 Model 


PacificeCoast Representative 
Phil. B. Bekeart Co., 717 Market Se. 
San Francisco, Calif. 
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No. 104—Sand Crane 
aA by popular automatic 


san 

action. 
decorated “rr and each 
toy packed in display box. 


No. ion —-iste in. high 





59—12 in. high 


No. 104 


. Very interesting 
Made entirely of 







Decorated metal: each toy sold in hardware stores. All ° 

in display box. metal, beautifully decorated. Factory at Pittsburgh, Pa. 
New York Office: 

200 Fifth Avenue tal. Packed in spisplay 


Each toy packed in display 


0X. 
No. 60—10% in. high 
No. 76—13% in. high 


No, 101—17 in. high Room 406 





No. 28—‘OVER and UNDER’ 
A mechanical toy operating with spring motor. Made entirely 
of metal, attractively agg in colors. Packed in display box. 


No. 32—“OVER and UNDER” LIFT 


Larger size; heavier metal; double-action car-lifting 
apparatus; more interesting action and larser toy. 
Decorated in colors; packed in display box. 

No. 32—30% in long. 


rofitable, Sure-Selling toys 


for Hardware Stores 


ERE are some of the well known “Sandy Andy” Toys; 

the items every Hardware store can make money on. 
Plan your Holiday Toy stock to include these items. Toy 
Jobbers can give you’prompt service and attractive prices. 
Or write us for Catalogue No. 3 and see the entire line. 





Ne. 54—Panama 
Pile Driver 
An automatic marble toy 
with ‘‘regular’’ a Egg me 





long 





oes sex OL ERINE ; 
No. 59—‘‘Dumping Sandy” “Sandy Andy” v \ 
Still another paematte sand The original automatic sand No. 56 
corned amreating ction. toy. | Thousands have been Supply @ Mfg. Co. No. 56 “Bizzy Andy” Trib automatic marble toy com 


bining elevator and wind 

1 rap one toy = mill action. 8&8 marbles 
ast," snappy action. included. Decorated 
marbles included. Davecened metal; packed in display 


box. 
Gramercy 3453 Son. No. 56, 10% in. high. No. 57—21% in. high 






























- | 
eadier 
¥ Toyl 
O OVER BIG!” as one dealer 
said. And this wide popular- 


ity means quick sales and ready 
turnover. 


The Toddler is a profitable line. The 
volume means more and more toys 
and this means better and better toys 
—all without extra cost. 





Dealers like our Special Assortment 
9 Plan whereby they order ONLY 
the items favored by their particu- 
lar trade. No left-overs, no loss. 


Write for our fine four-color catalog. 







Why Profits Are 
Rapid on 


Northland Skis 


Because _ consistent, well- 
planned advertising has popu- 
larized them. The Deer-head = 
trademark signifies scientific 
construction. They are dur- 
able, speedy and smooth. [Illus- 
trated booklet on request. 


Northland Ski Mfg. Co. 


World’s Largest Ski Manufacturers 


22 Merriam Park, St. Paul, Minn. 


























| Goutp MANUFACTURING Co. | 
302 Indiana Street, Oshkosh, Wisconsin 








For 
HARDWARE, SADDLERY 
and TOY TRADE 


Also for the manufacturers of 
Electrical Bells, Telephones, 
Clocks, Recorders, Registers, 
Typewriters, etc., etc. Special 
sizes made to order. 


The N. N. HILL BRASS CO. 


East Hampton, Conn. 
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Steg in America Vi, » 
“The Treun with the Guarantee peaiewred US. Patent Office 
MINIATURE ~~ RAILROADS 


This is the Biggest Year 


in the history of “American Flyer” 
4,000,000 boys own and 


operate “‘American Flyer’’ trains 














Realizing that every boy knows just what features he would like 
to have in his train, we are continually making improvements 
and additions to “American Flyer’ trams and equipment. We 
acquaint the boys with these features through our extensive 
advertising campaigns in magazines, comic sections and 


newspapers. 


‘New Things that all the 
Boys are Talking about: 


Heavy Duty Simplified Motor—over powered. 


Non-Rustable Track—for all year round use. The boys 
demanded it for the Backyard Railroad. :; 
‘“‘American Flyer’? Automatic Reverse— (Pat. )—The only 
reverse that absolutely operates automatically. It is not a 
hand operated Reverse. 
Heavy Steel is used in the cars that are beautifully litho- 
graphed in color. This gives realistic detail not obtainable 
any other way. 


It’s easy to Sell ‘‘American Flyer’’ Trains 
because they’re just what American Boys want! 


American Flyer Mfg. Company 


2219-39 South Halsted St. Chicago, Illinois 
New York Office—Fifth Avenue Building 
General Distributors—STRUCTO Hoisting Toys and Autos 
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Rust Proof Flexible Galvanized 
ya Wire Clothes Line 





Long wear, extra flexibility and rust proof quali- 














\ 
ties have given these clothes lines wide spread \ 
Y 
popularity. Many dealers find them fast moving \ 
and highly profitable the year ’round. \ 


Solid, six strand twisted, hollow cable and re- 





| inforced hollow cable. Every line securely tied 
\ in coil and labeled showing size and length. 
\ Solid and twisted in coils 40’, 50’, 60’, 75,90 . 
\ and 100’. Hollow Cable 40’, 50’, 60’, 75’, 90’ } 
\ and 100’. Reinforced hollow cable 50’, 75’ | 
\ and 100’. All grades also furnished in reels f 
\ containing 500’ or more. if 
/, 
\ AMERICAN WIRE FABRICS CORPORATION pf 
\ Subsidiary of WICKWIRE SPENCER STEEL CORPORATION p 
\ General Offices: 41 East Forty-second Street, New York y J 
Na Western Sales Office: 208 South LaSalle Street, Chicago fp 
NN mt on Buffalo Philadelphia yy, 3 
—N etro San Francisco Los Angeles Seattle Z yy 
~~ 7 “a 
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Note under the microscope 
how the fibres of Richard- 
son felt interlock to catch 
and bind the asphalt into 
a solid weather - proof ar- 
mor. Billions of these tiny 
sinews give this roll roofing 


1S bashes anbediinstnecinaaentoiee ent! 








super-endurance 








Inner strength makes it 
wear and wear—and sell 


Here’s a roll roofing that will 
meet the demands of your 
customers for long wear and 
economy. That is why Rich- 
ardson Rubbertex Roofing is 
exceptionally easy and prof- 
itable to sell. Its unusually 
strong, durable inner mate- 
rials and a better way of 
laying mean longer service 
—more sales. 


Why it wears longer 


The inner foundation of 
Richardson Rubbertex 
Roofing is Richardson felt, 
which has excelled for more 
than a century. And the 
waterproofing is Viskalt, un- 
usually durable because it is 
99.8% pure bitumen, espe- 
cially vacuum-processed. 
Rubbertex is equipped, 
moreover, with Pyramid 
Kaps for laying. They do 
away with buckling on laps 
and flashings, which experi- 








Note how the Pyramid Kaps center 
pressure evenly on Japs. They do 
away with buckling and leaking 


enced roofers claim is re- 
sponsible for 90% of all leaks 
in a prepared roofing. In- 
stead of centering the pres- 
sure on each nail, Pyramid 
Kaps distribute it evenly 
and continuously along 
the entire length of the lap. 


More selling help 


In addition to having the 
quality that makes for re- 
peat business, Richardson 
Rubbertex Roofing is partly 
sold to your customers be- 


RICHARDSON 


fore they enter your store. 
Persistentadvertisingmakes 
them prefer Richardson 
Roofing products. 

During 1923 a new and 
powerful advertising cam- 
paign, largely in color, 
brought an almost unbeliev- 
able increase in sales to deal- 
ers handling Richardson 
Roofing. And they will have 
the benefits of a 1924 cam- 
paign greater than ever. 

Why not share this busi- 
ness ini a big way? Write us 
now for details and samples 
of Rubbertex Roofing. We 
will send you information 
on Lok-Top Shingles and 
Viskalt Paints and Cements, 
other Richardson products 
which are making profits for 
hardware dealers. 


ke RICHARDSON COMPANY 
Dept. 61-I Lockland (Cincinnati) O. 


Chicago New York City (1008 Fisk Bidg.) 
New Orleans Atlanta Dallas 
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RUBBERIEX ROOFING 


© 1924, The Richardson Company — 7. 
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How We Help 
You Get New 
Customers 
and Hold 

the Old Ones 





We've just completed an interesting little circular 
on Ruff-Stuff Sandpaper that fits into an ordinary 
envelope. 


You can have a liberal supply, free, for mailing 
out with your monthly statements—or with special 
letters. 


Contractors, painters, carpenters, woodworkers, 
floor-finishers, and other craftsmen will read this 
circular with interest —and will call and buy 
‘“Ruff-Stuff Flint paper from you. Think of all 
the other things you can sell them when they come 
in for “Ruff-Stuff’’! 











Send for one of these circulars. We also have a 
handy pocket size book of sandpaper samples, 
which is yours for the asking. 









lausau Abrasives, 
1017 Harrison Boulevard 





Branch Houses Pacific and Mountain States \ 
WAUSAU ABRASIVES CO. SPRAKE SALES CO., INC. 
Chicago St. Louis Los Angeles San Francisco 


New York Los Angeles 






Detroit Cleveland Portlan Denver ‘ | 
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then a decision: 





These commonplace everyday decisions affect 
the movement of the Hardware Dealer’s stock. 
These prospects are eventually your customers. 
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QUALITY THAT DETERMINES 
The Value of Refinement 


A successful house party—a sudden summer shower and a group of marooned guests. A 
pretty predicament for a host with his automobile parked in a public garage! . . . 
‘Now we will build our own private garage!” 








And 


They have depended upon the value of your sug- 
gestions and the quality of your merchandise in 
choosing items that added to the refinement ot 
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You have assisted them in selecting hardware for their surroundings. 


building their homes. 






NATIONAL Garage Door Sets appeal to 
contractors who incorporate garages in their 
them. Others learn from experience and the 





plans. 





No. 804 Garage Door Set. An easy-working four-door combina- 
tion, requiring a minimum of space in opening. Adjustment on hanger 
makes it possible to adjust doors in case of swelling or raising of 
cement floor. Furnished complete with 12 ft. of rail Neatly packed. 
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Sectional view of Na- 
tional No. 851 Single 
Wheel Swivel Hanger 
showing adjustment fea- 


ture. Only two Hangers 
required for tour-door 
operation. 














The above illustration is but one of the many attractive NATIONAL Garage Door Sets. 
catalog shows a complete line of selective designs for one or two car garages. 
tell you about our Working Model Display for your counter. 

Write us for complete details. 


It is our policy to sell our product only direct to retail dealers. This 
method not only insures complete satisfaction but allows the Dealer a 
saving and larger profit. 





every automobile owner as well as the home builders and 
Many of them do not wait for showers to remind 
“NATIONAL” Dealer profits from experience! 


Natienal 





National No. 851 
Roller-bearing Hanger. 
3eing hung on inside, 
snow and ice cannot 
interfere with opening 
and closing of doors. 


Our complete 


We would also like to 


NATIONAL MANUFACTURING COMPANY 


STERLING 
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Simplification Results to Date . 


OME extent of the co-operation of the Department of Commerce with American 
S industry may be obtained by studying the following tabulations prepared July 1, 

by the Division of Simplified Practice of the Department of Commerce which 
show the simplified practice recommendations proposed, approved and accepted by in- 
dustrial groups as well’as the simplified practice recommendations which have been 
proposed and approved-and which are now in process of acceptance. 


It is interesting to observe the number of items in the tabulations that come under 
the general classification of hardware. In this connection it is, perhaps, not amiss to 
say that a great deal of this work has been accomplished because of the co-operation 
of the hardware industry, and the interest that retailers have taken in furthering the 
progress of genuine industrial simplification. 

























































































Simplified Practice Recommendations Proposed, Ap- Simplified Practice Recommendations for the Following 
proved and Accepted by Industrial Groups, Under the Items Have Been Proposed and Adopted at General Con- 
Auspices of the Division of Simplified Practice of the ferences of Manufacturers, Distributers and Users, and 
: Are Now in Process of Acceptance by the Various 
Department of Commerce, Washington, D. C. Groups Interested 
Reductions in Reduction in 
Item Varieties Item Varieties 
fe : Blackboard Slate: 
Vittiied Paving ee iitecveviainninwionits From 66 to ii Fixed Wall Blackboards (Slab 
First Revision Conference............ 11 7 Heights) = ade 90 to 3 
Second Revision Conference........ 7 6 Portable, or Small, Blackboards 
Third Revision Conference.......... 6 5 (Sizes) 141 14 
Beds, Springs and Mattresses............ 78 4 School, Score, Memorandum 
Metal Lath 125 24 states (Sines) Pies 20 8 
woseees ; reeeeaeeeeeeasees ERTS SERN Oe i ON Ce P Standard nomencla- 
Asphalt (Penetrations).............00000 88 9 tart: senda and elec 
Hotel Chinaware.............. pupedeeen 700 160 , for softwood lumber 
Piles and Bewk.................,. oe 1,351 496 iid recommended 
“ale es 1 uilders’ Hardware: 
Rough Face Bric 39 ; 7000 Catalog Items....................000. Reduced 26% 
Smooth Face Brick... 36 Recognized Finishes........................ Reduced 71% 
Common Brick on 44 l Asbestos Paper: 
Range Boilers ; Par 130 13 Size ——— 3 to 
Woven Wire Fencing...... 552 -69 hte. -ea 3 1 
wrenee Wire Fence Packages 2,072 138 Poet. <<“. | 6 S 
Milk Bottles.......... wali 49 9 Sizes 3 | 
BED. I GR icvcsicccesecccnceceaseeneoneonene 29 1 Thicknesses . i. 7 4 
Bed Blankets (sizes) laced 78 12 Steel Barrels and Drums Reduced 63% 
Hollow Building Tile........... 36 19 Brass Lavatory and Sink Trap......... From 1,114 to 72 
Rimes Paper Indeterminable 
Structural Slate: Bolts and Nuts for Farm Ma- 
For Plumbing Purposes.....Average reduction of 87% - a Pos From 1,500 to 840 
‘ " ospital Beds: 
For Sanitary Purposes........ Average reduction of 81% —_ — ‘i 
Roofing Slate: , SRT Oe AR a nC RO 34 1* 
Descriptive Terms......................0000+ From 17 to 8 hati 2t 
RI a ee ee ae 21 10 Sie 44 l 
iiaie 60 30 Hot Water Storage Tanks................ 120 14 
ee Pye Meee 665 351 “Standard. +Specials. 
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- 
Information booth, Kimball-Upson Co., Sacramento, built of redwood slabs with glass top counters 


for maps of all highways im California. 


Here’s a Firm That Brought the Rockies 


and 25.000 Persons to Sacramento 


URING the four spring days 
1) that Kimball-Upson Co., 607- 

11 K Street, Sacramento, Cal., 
held its outdoor exhibition, 25,000 
persons visited the newly remodeled 
store and saw: 1. Factory represen- 
tatives demonstrate how 100 differ- 
ent lines of merchandise are made; 
2. A sport clothes fashion show every 
night; 3. Specimens of wild game 
stuffed and mounted in all parts of 
the building; 4. A store decorated 
with pine and hemlock boughs and 
various outdoor displays of moun- 
tain camps and valley scenes, and, 5. 
they heard a special illustrated lec- 
ture on Rocky Mountain game every 
night by a professor from the Uni- 
versity of California. 

This combined outdoor exhibition 
and store opening of the Kimball- 
Upson Co. was probably one of the 
most far reaching and spectacular 
advertising stunts ever undertaken 
by a retail establishment in this 
country. It was eminently successful 
because it was carefully planned and 
carried out with exacting attention 
to detail, and also because in its na- 
{ure it appealed to the curiosity and 
to the desire for outdoor life of the 


average person, particularly Califor- 
nians. 

P. A. Mitchell, advertising mana- 
ger of the company, was the man 
who drew up the plans and saw that 
they were executed to the final detail. 
The exhibition was held on :Wednes- 
day, Thursday, Friday and Satur- 
day. The Sunday before the exhibi- 
tion opened a ten-page insert was 
published by the Sacramento Daily 
Union. This insert was made up ex- 
actly like a newspaper, and contained 
photographs of outdoor life borrowed 
from the Southern Pacific Railroad, 
and advertisements paid for by man- 
ufacturers whose lines were carried 
by Kimball-Upson Co. The reading 
matter consisted of stories of out- 
door life, of record bags and catches 
of individual sportsmen, and of de- 
scriptions and suggestions about the 
country in the neighborhood of Sac- 
ramento. The reading matter was all 
interesting and valuable to hunters, 
fishermen, tourists and campers. The 
ads in the paper practically paid for 
the cost of labor, paper and printing. 

But Mr. Mitchell was not content 
to have the insert published and 
merely go to the regular subscribers 





of the newspaper. He induced the 
paper’s circulation department to 
mail copies of the insert to every 
resident of California within a ra- 
dius of fifty miles of Sacramento. It 
helped the store and it helped the 
paper. 

Besides this advance publicity 
work, Mr. Mitchell had cards printed 
and many of the stores in Sacra- 
mento displayed them in their win- 
dows. Other cards were taken out 
into the country and to other towns 
and tacked up on fences and tele- 
graph poles. Most of the cards an- 
nounced the free evening lecture on 
Rocky Mountain game. Incidentally, 
when the time came for this lecture 
to be delivered on the third floor of 
the store there was such a crowd that 
Mr. Mitchell and his associates had 
to hire an auditorium to accommo- 
date all who wanted to attend. 

Now, here is the interesting fact: 
Based on the number of persons 
reached, the cost of the exhibition 
and the advertising was 3 cents per 
person. 

The decorations in the store were 
interesting and novel. Pine and hem- 
lock boughs made the interior of the 
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store seem like a forest clearing. 
Rustic sheds were built over the 
counters and pine boughs strewn 
over them to give the desired effect. 
Heads of buck and mountain goats, 
stuffed deer and mountain lions, 
skins of wild animals and Indian 
blankets were in all corners of the 
store, and lent an atmosphere of ro- 
mance and adventure to a very mod- 
ern store. Most of the skins and 
robes and heads were borrowed for 
the period of the exhibition from in- 
dividuals and institutions. Live 
specimens of trout and other fish 
were displayed in large glass tanks. 
Photographs of nearly every type of 
mountain game were also used with 
good effect throughout the store. 
During the time of the exhibition 
the store was open to visitors from 
8 in the morning until 6 in the eve- 
ning, and from 7.30 until 9.30, al- 
though it was found impossible to 
close at that time because of the 
crowds in the store. A special fea- 
ture of the exhibition was that no 
goods were sold during the evening. 


Fashion Show 


During the evening the fashion 
show was held. Professional models 
were employed, and they appeared in 
different costumes on a specially con- 
structed rustic stage which ran 
straight down the center of the store. 
All. types of sport clothes were 
shown, such as bathing suits, golf 
suits, hunting suits and_ tennis 
clothes. In fact, outdoor clothes for 
all four seasons of the year were ex- 
hibited by the models, and natur- 
ally this feature attracted more than 
usual attention. 

In order to emphasize the educa- 
tional features of the exhibition, Mr. 
Mitchell personally telephoned al! of 
the principals of the Sacramento 
schools and invited them to have as 
many of the faculty and as many of 
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Hunting goods window, Kimball-Upson Co., Sacramento. 
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Professional models were employed for the fashion show. 


the pupils attend the manufacturers’ 
demonstrations as possible. This 
was accepted by many of the princi- 
pals, who made arrangements to 
have all of their upper grade pupils 
visit the Kimball-Upson store dur- 
ing school hours, when the crowd 
was not so large as during the eve- 
nings. 

Some idea of the size of the Kim- 
ball-Upson store may be obtained 
from the figures of the amount of 
space devoted to the exhibit. More 
than 40,000 square feet of floor space 
were devoted to it, and 100 factory 
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Note 


representatives demonstrated their 
individual lines. 

Everything in connection with the 
exhibition was concentrated on one 
thing, namely, the development of a 
greater interest in outdoor life. No 
serious attempt was made at selling 
during the four days of the exhibit. 
The primary purpose was to get per- 
sons into the store and acquaint 
them with the variety of stock car- 
ried by the Kimball-Upson Co. and 
the facilities the firm has for sup- 
plying the needs of the community it 
serves. 
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the use of show cards. 
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What Is the Greatest Merchandising Problem Today? 


Excessive Retail Stocks 
and Small Stock Turn! 


6 HAT is the greatest prob- 
Wem in merchandising to- 
day?” I will attempt to an- 
swer, assuming that it refers to the 
hardware business, with which I 
have been connected all my business 
life. Of this trade only am I com- 
petent to speak if competent to 
speak at all. This subject is perhaps 
so qualified by conditions of location, 
service, production and distribution 
as to render a general opinion in- 
applicable to individual cases. 

However, there are, of course, 
four distinct fundamental divisions 
to be considered in what is called 
the “hardware trade.” 

1. The manufacturer who pro- 
duces the goods. He is located at 
such place or places best suited for 
his requirements of materials, labor 
and other facilities. As a rule he 
confines his production to a limited 
line. Consequently, since the stock 
required by a retailer comprises a 
large list of articles most of which 
are made by different manufac- 
turers, the manufacturer’s function 
is to produce; not to distribute. 

2. The wholesaler, who is as a 
rule, located at important commer- 
cial, railroad and shipping centers. 
He gathers goods from different 
manufacturers with whom he is in 
constant communication and close 
association. He purchases in large 
quantities the tonnage and staple 
goods of frequent sale in carload 
lots. He assembles all at his ware- 
houses under the cheapest and most 
desirable transportation rates and 
routes. He carries stock on hand 
specially selected to meet the re- 
quirements of the retailers in the 
district he can reasonably serve. 
And he is always ready to ship 
promptly upon the demands of the 
retailer. 

3. The retailer, located in the 
villages, towns and cities scattered 
all over the whole country. He 
carries stock most suitable to the 
requirements of his community. His 
obvious and natural source of supply 
is the wholesaler, distant but a few 


By BRACE HAYDEN 


hours or days with an ample stock 
at his command and at the lowest 
possible prices. 

4. Distribution: This is a matter 
of transportation. It is assumed by 
the purchaser and added to the cost 
of the goods. As a rule the manu- 
facturers’ terms are f.o.b. mill or 
factory. 

Having stated the four divisions 
of the trade let us look at the gen- 
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eral methods employed by each. 

Manufacturers are located at 
many different places. Their lines 
of production are limited. It is 
uneconomic for them to deliver to 
retailers whose purchases are usually 
small. This eliminates them as a 
practicable and economical source of 
direct supply to the retailers, con- 
sequently manufacturers must rely 
upon the wholesalers as their main 
distributors, and as such, they should 
make adequate differential in prices 
between them and the retailers 
should they sel] them. 

The wholesalers invest their capi- 
tal in the products of the manufac- 
turers. They carry large stocks in 
warehouses for the retailers’ de- 
mands, and employ a large force of 
commercial travelers, who seek sales 


wherever a retailer is to be found. 
Owing to the numerous lines carried 
wholesalers can get a greater and 
far more comprehensive distribu- 
tion, and at far less expense, than 
could be done by any other means. 
Their payments as a rule are prompt, 
causing but little financial risk, the 
failure of hardware wholesalers be-. 
ing a very rare event. It will thus 
be seen that in no other way could 
a general stock of hardware reach 
the retailer so quickly with so little 
waste of capital and at so low a cost, 
and with the manufacturer’s inter- 
ests so thoroughly protected and 
served. 

It is therefore evident that the 
position occupied by the wholesaler, 
instead of adding to the cost of 
goods to the consumer, in reality 
cheapens them. Without his aid the 
business of the retailer would be 
doubtful if not impossible. The 
wholesaler’s prices to the retailer 
are based solely upon manufacturers’ 
prices, adding, of course, the cost 
of doing business (overhead) and a 
small profit. Prices vary in accord- 
ance with manufacturers’ changes. 
Competition is keen not only among 
those of the same district but in- 
cluding other districts far and near 
as they overlap in sales. Competition 
prevents excessive prices, monopoly 
or combinations opposed to the re- 
tailer’s interest. So far as prices 
are concerned the retailer is thor- 
oughly protected against any injus- 
tice or wrong, and certainly has it 
in his power to correct any real or 
fancied injury at any time. 

It is manifestly to the wholesaler’s 
interest to aid the retailer instead 
of placing any difficulty in his path. 
They are in fact allies, neither can 
succeed without the other, what in- 
jures one injures both, and harmony 
between them will insure the best 
results and the highest returns. 
Wholesalers cannot make a fre- 
quent turn of their stock, because 
manufacturers are widely separated 
and each produces but a limited line. 
Products must necessarily all be 
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assembled together and as a rule 
manufacturers carry no stock but 
make up the goods after receipt of 
orders. Shipments are delayed 
usually from weeks to months. 
Transportation takes an uncertain 
length of time. All of these things 
unite in preventing wholesalers from 
making a frequent stock turn. This 
is not so, however, with the retailer, 
who having the stocks of wholesalers 
at his command has it in his control 
to make many stock turns yearly, 
the main element in the turnover 
being promptness in getting goods. 

The retailer in the main depends 
upon the wholesaler but instead of 
reducing expenses by carrying a 
moderate stock bought at current 
prices he usually has an excessive 
one and further overloads with pur- 
chases when tempted by an extra 
discount for large quantities. He 
expects that lower cost goods will 
afford a profit but ignores the fact 
that an excess stock beyond what can 
be turned promptly is a hindrance 
instead of a help and a loss in tying 
up capital and likely to prove a 
liability rather than an asset. 

Now we come to your question— 
“What is the greatest problem in 
merchandising today?” 

The answer is: To work honestly 
and uprightly to gain a reasonable 
profit in buying and selling goods. 

Can this be accomplished? I be- 
lieve it can. I am confident of it 
if the just, fair and reasonable laws 
of trade be observed with common 
sense. 

The weakness of the retailer and 
the reason he does not make money 
so as to permit of his increasing 
his capital and laying up a reason- 
able surplus is because of the ex- 
cessive stock carried. The majority 
of them have from five to nine 
months’ stock on hand, most of it 
tucked away out of sight, depreciat- 
ing, gathering dust. Idle capital is 
eating up interest, rent, and adding 
to taxes and insurance. It is a posi- 
tive waste and loss to the owner. 
By turning his stock 2% times a 
year it is impossible under active 
competition to sell at prices that will 
afford a reasonably profitable return. 

But any retailer who is within a 
few days distance from one or more 
wholesalers, has their stocks at his 
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command and by carrying one 
month’s stock on hand and sending 
in replenishing orders every two, 








72 Years 
of 


Hardware 


RACE HAYDEN, president, 

Dunham, Carrigan & Hayden 
Co., San Francisco, Cal., and vice- 
president of the National Hard- 
ware Association of the United 
States, has been active in the 
hardware business for a span of 
seventy-two years. He was born 
in Buffalo, N. Y., in August, 1836. 
His father died in 1840 somewhere 
near Fort Laramie while endeav- 
oring to reach San Francisco by 
the covered wagon route. 

At the age of sixteen Brace 
went to work at a salary of $12.50 
a month with Pratt & Co., Buf- 
falo, N. Y., the largest hardware 
wholesalers west of Albany. In 
1857 he spent two years in the 
shipping business in New York 
City and then in November, 1859, 
he was engaged by a San Fran- 
cisco firm which had a New York 
office. 

In 1862 Mr. Hayden was sent to 
San Francisco by his firm for a 
few months to get acquainted 
with conditions and the personnel 
of the business. A few years 
later he was placed in charge of 
the New York office and had con- 
trol of all buying and shipping of 
goods to San Francisco. In 1872 
he bought an interest in the firm, 
and in 1897 he became president 
of the firm and went to San Fran- 
cisco. 

At the last convention of the 
National Retail Hardware As- 
sociation at San Francisco Brace 
Hayden was given an ovation by 
the retailers at the conclusion of 
his address, and a rising vote 
of appreciation was tendered him 
by the retail delegates. 




















three or more days will always have 
a clean stock charged at the lowest 
current prices which he can turn over 
six to ten times a year and with a 
moderate profit on each turn which 
will in the aggregate give him a 
profit that will insure a yearly sur- 
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plus. His capital will then be work- 
ing, none of it will be idle, and his 
stock while ample for his sales will 
be greatly reduced in size, enabling 
not only a reduction of expenses to 
the lowest possible point, but per- 
mitting a reduction of prices to 
consumers. He will take very little 
if any risk from market declines, 
and can take advantage of cash dis- 
count, which is an important saving. 

There is no reason why a retailer 
cannot make money. If such a 
course as this is followed not only 
will the three divisions of the trade 
be benefited but the consumer as 
well and the “greatest problem in 
merchandising” will be answered. 

To confirm the preceding state- 
ment that the retailer cannot make 
a reasonable profit by turning stock 
only 21% times attention is called to 
the publications of the National Re- 
tail Hardware Association detailing 
the average business in 1922 of 1068 
members in 38 states and 1248 mem- 
bers in 43 states for 1923. That of 
1068 members in 38 states shows 
that 386 or 36 per cent of them made 
a loss, the remaining 682 got out 
even a few making a fair profit—the 
turn over being 2.28 times. 

The details for the 1923 business 
of 1248 members in 43 states shows 
that in towns of not over 1000 popu- 
lation 193 retailers made a loss and 
the remaining 148 made a profit. 

In towns of 1000 to 2500 popula- 
tion about 60 per cent only made a 
profit. In cities of 2500 to 10,000 
only 62 per cent made a profit. In 
cities of 10,000 to 50,000 31 per cent 
of the retailers lost money. In cities 
of over 50,000 population 2.73 per 
cent profit was made. 

Attention was called to the in- 
crease ‘in inventories and warning 
given that 5 per cent reduction in 
prices would wipe out all their 
profits. The average turn over was 
2.32 times. 

These compilations were evidently 
carefully made and very complete, 
showing sales, detailed expenses, 
profit or loss, inventories and turn 
over and doubtless represent ac- 
curately and thoroughly the average 
situation of the retail trade, and 
certainly exhibit a condition of 
profits altogether inadequate, and 
too small for financial safety. 
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q More letters will be published on this subject next week. 


Have you sent in your opuuions yet? 
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Why a Budget? 
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In this article FRANK MAPPES not only asks WHY but tells 


you HOW to make a budget for your business. 
necessitate definite financial programs. 
to help you solve your individual problems. 
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Modern conditions 
Mr. Mappes will be glad 
Address him care of 
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O many of us, the word “budget” conjures up 
the picture of restrictions and limitations 
put upon our actions or operations by some- 
one in authority and, in the jealousy of our 
independence, we are prone to frown upon any sug- 
gestion which involves stoppage at a definite point 
or line. 

The word budget according to Webster means “the 
annual statement of the finances of a government.” 
This is neither very clear nor to the point because a 
statement is a recital of what has happened while a 
budget, in the commercial sense, is a plan prepared 
in advance to finance certain transactions of busi- 
ness according to schedule and seasonal require- 
ments. 

It has been the custom of many large retail stores, 
particularly the department stores, to prepare 
budgets for the purpose of controlling expenditures 
for the operation and purchase of merchandise for 
nearly a year in advance. This plan enables buyers 
to go into the markets and purchase goods many 
months in advance and also enables the financial de- 
partment to prepare to take care of obligations as 
they accrue. 

At first, a proposal to operate a hardware store by 
a budget system will not meet with very much en- 
thusiasm. Yet a careful study would reveal the fact 
that unconsciously every hardware dealer uses such 
a system more or less, only he uses it inversely. 
First, he obligates himself through his commitments 
and then he tries to find ways and means to meet his 
obligations when due. At such times, he restricts 
his purchases because he feels the pressure brought 
to bear on him by his creditors. This is the primal 
contributing cause of embarrassments which could 
have been prevented had the precautions been taken 
which a properly prepared budget would have made 
possible. 

A budget system is within the reach of every mer- 
chant—large or small. It is prepared like any other 
plan, visualizing the business activities of the im- 
mediate future by drawing on the experiences of the 
immediate past. The life insurance actuary calcu- 
lates the number of casualties in a given group for 
the future by summing up the number of deaths per 
thousand per annum in the past. The accuracy of 
their forecast is evidenced by the remarkable suc- 
cess achieved by the many companies engaged in the 
business. 

To a certain degree, the experiences of business 
during last year are repeated again this year and, 
therefore, if the sales records of the previous year 
are used as a criterion to estimate the probable vol- 
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ume for this year, an increase or decrease will read- 
ily be sensed so that an estimate of the tendency can 
be made fairly accurate. Haphazard methods pro- 
duce dire results when inadequate provisions are 
made to take care of obligations. It is safe to esti- 
mate a normal increase in ordinary times for a well 
regulated business so that in planning a budget, the 
history of the volume of business of the previous 
year can readily be used as a basis for a yearly 
budget. 

If a store did $52,000 of business last year, the 
weekly average would be $1,000, but there probably 
were weeks in the year that only produced $500 and 
others that would show $2,000. Therefore, a budget 
that did not take into consideration these peaks and 
valleys would be inoperative. It would therefore be 
wise to consider these natural tendencies and, when 
planning a budget, take them into consideration. 

Taking the year’s business and breaking the vol- 
ume into twelve monthly periods, allotting to each 
month in the year its percentage of the whole, will 
serve as a foundation on which to build the year’s 
budget. The budget should be operated in such 
manner that the obligations for merchandise to be 
met should be in proportion or ratio of the volume 
in that particular period. Making the periods 
monthly is a practice that is gaining advocates right 
along. 

We will, of course, have to consider all phases of 
the business such as fixed charges (rent, heat, light, 
interest, etc.), operating expense (salaries, wages, 
delivery, etc.), and merchandise purchases. 

If we have an inventory of $25,000, which for the 
volume of $52,000 would be entirely too high, it 
would be obvious that a reduction of at least 20 per 
cent would be desirable so that the budget on a 
basis of no increase over the previous year’s business 
would, when spread over the entire year, be some- 
thing like this: 

Volume of business.............. $52,000 
Cost of merchandise sold. .$39,000 
Less 20 per cent of inven- 





PE edasoedneeedéesenews 5,000 
Balance for stock replace- 

DD a<6 cseedbeue venue $34,000 
Operating expense........ $10,500 
Approximately 5 per cent 

RE ES hc ovccvcscssee 2,500 
Inventory at end of year’s 

business should be............ $20,000 
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Toys Featured All 12 Months 
By Arkansas Retailers 





December Sales Alone $50,000—Permanent Doll 
Display—Special Tables for Games 


trade will show that dealers 
have two very definite opinions 
about the toy business. The large 
majority of hardware dealers who 
carry toys like to consider them as 
all year merchandise and so they 
keep up the stock of mechanical toys, 
rubber goods, dolls, etc., which sell 
along with the wheel goods, sport- 
ing goods, roller skates, bicycles, air 
rifles, coaster wagons and skooters. 
The remaining dealers who sell toys 
pack up everything except wheel 
goods, bikes, roller skates and other 
hardware items and shelve them 
until the next Christmas season. 
Boiling it all down, the difference 
in opinion comes about through the 
conception of what are and what are 
not toys. The hardware dealer who 
says that toys are anything sold to 
the youngster keeps up his stock 
twelve months of the year. The 
other dealers who pack up a lot of 
merchandise, thereby preventing 
their display stock from being ade- 
quate, realize only a portion of the 
profit they might. 
The Bracy Brothers Hardware Co., 
Little Rock, Ark., considers toys as 
anything sold to the youngster. They 


CANVASS of the hardware 





and Mechanical Toys 


know that youngsters have a twelve 
month demand just the same as 
grown people. The chances are that 
they want things more often than 
their elders. The wise merchant pre- 
pares to take care of these multitu- 
dinous demands. 

The second floor of the Bracy store 
has been fitted up into a toy depart- 
ment de luxe. It represents the 
result of many years of close study 
of merchandising. Selling to chil- 
dren presents a distinct problem and 
it looks as if Bracy Brothers have 
gone a long way in solving it. 


Toys on Second Floor 


The toy department occupies about 
one-quarter of the second floor. The 
elevator opens right into it. There 
are many clever things about the 
department. The side wall cases and 
counters are noteworthy. The illus- 
trations show both of these features. 

The side wall cases are built up in 
step fashion from the ledge. The 
varied spacing of the shelves offers 
the opportunity of placing the differ- 
ent sized merchandise. The step ar- 
rangement of shelves works as well 
with dolls as with mechanical toys. 

The illustration of the doll section 


shows how efficiently this line can 
be displayed. The firm has been 
complimented by doll manufacturers 
on this splendid method of showing 
the lines. It must be remembered 
also that this picture was taken in 
summer and is not a Christmas pic- 
ture. This is the way the doll de- 
partment looks any time you might 
happen to drop in. Of course, at 
Christmas time, it is expanded. In 
fact, one half of the entire floor is 
devoted to toys and special counters, 
decorations, trees, etc., are put up 
to give it all the holiday atmosphere. 
But during the other seasons of the 
year the toy department becomes a 
merchandising department the same 
as tools or paint. 

The other illustration shows more 
of the side wall section. The doll 
section, illustrated in the other pic- 
ture, is at the extreme right. Here 
it can be seen that the step arrange- 
ment of shelves works out splendidly 
for all kinds of toys. The illustra- 
tion also shows the counters which 
are one of the distinctive features 
of the,department. 

The counters are only 24 inches 
wide and 28 inches high. They are 
much lower than the ordinary coun- 
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A glimpse at Bracy Bros.’ all year toy department. 
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ters. The tops are inclosed with 
molding to prevent the toys from 
rolling off or being dragged off. The 
ordinary child can stand at these 
counters and conveniently inspect 
any item and examine it to its 
heart’s content. 

The other side of the department 
is arranged in somewhat similar 
fashion except that counters are not 
used in front of the side wall cases. 
These cases run clear to the floor 
and some of them have the graduated 
step shelves which are used for the 
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hesitancy in going to the store where 
they are already acquainted. 


Every New Baby Gets Toy 


One saleslady is in charge of the 
department all of the time and she 
has her work arranged so that there 
is ample time to keep the department 
in shape. The firm also gives every 

w baby born in Little Rock a toy. 
The parents must come in for it and 
it is reported that few of them fail 
to visit Bracy’s for the gift. This 
makes a mailing list and gets folks 
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make the proper display this early 
and by moving the wheel goods, by 
the means of sales tickets, room is 
made for other Christmas merchan- 
dise. Because wheel goods are bulky 
it was decided to move them first and 
this would not only give more room 
for merchandise but would allow 
them to care for more customers. 
The early sales also bring many 
people in to look over the lines and 
they come back later if purchases are 
not made at that time. 

The special sale before Christmas 


Bracy Bros. 
maintain 
permanent 
doll and 
game displays 





doll furniture while others are open. 
The open ones are used for display- 
ing wheel goods and other toys which 
the child must inspect right on the 
floor. 

The center of the department is 
filled with display tables which are 
a trifle higher than the counters. 
Each table, however, has a two-inch 
molding around the edge to hold 
the merchandise in place. Some of 
the tables are partitioned off while 
others are plain. These center tables 
are especially good for games, toy 
tea sets, rubber goods, specialties, 
etc. 

The color of the entire department 
is a very light gray, almost a white. 
The ceilings are white and the elec- 
tric light fixtures are the most 
modern known. With the light color 
scheme and the open arrangement of 
the merchandise each article is seen 
to its best advantage and the entire 
display or department makes a most 
pleasing impression upon each cus- 
tomer. 

This hardware store carries a full 
stock of toys the year round because 
it is a drawing card. In this way 


people know where they can buy toys 
any time of the year and then when 
holiday times come there will be no 





acquainted. There are 150 babies 
born in Little Rock every month and 
the firm pays $15 for the list. In 
other words it costs them 10 cents 
to notify the parents of the new 
arrival that a present, usually a toy, 
is waiting for them at Bracy Broth- 
ers Hardware Store. 

Playground trade is also séught 
by the firm and several large orders 
have been landed for items that run 
into considerable money. Slides, 
see-saws, merry-go-rounds, etc., are 
in demand and the dealer who keeps 
his eyes open can pick up some of 
these orders as well as some addi- 
tional profit with very little effort. 


Special Holiday Effort 


In order to serve a greater num- 
ber of customers and to sell more 
toys during the holiday season this 
firm has adopted a unique policy. 
When the floor is being cleared in 
November for the enlarged stock of 
toys, a lot of advertising goes out 
about buying Christmas gifts early. 
Several items are put up at a very 
special and attractive price which 
are good only for a limited time. The 
firm tries to feature at this time 
wheel goods of all kinds and descrip- 
tions. There is ample floor space to 


has been a very popular success in 
this store. It has shown profitable 
returns every time. If parents pre- 
fer they can buy Christmas toys 
early and have them held until the 
proper time by paying a small de- 
posit. 


Large December Trade 


The sales in this department dur- 
ing December will run around $50,- 
000 to say nothing of all through the 
year. This store has a very fine 
china and gift department on the 
first floor and the toy department is 
directly over it so there is the neces- 
sary arrangement for taking care of 
every housewife who needs many 
things about the home and quite 
often would be delighted to have toys 
suggested to her for the children. 


It is surprising how successful 
sales have been with hardware deal- 
ers where they keep a representative 
stock of toys on hand all during the 
year. Certain toys will sell better 
in July than at Christmas time and 
the old idea of keeping everything 
the youngster wants out of sight 
until the holidays is dying a rapid 
death. Keep the toys out and let 
folks know you have ’em for sale. 
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and sold it at a good figure. On the strength of 

his success, he decided to give his wife a sur- 
prise. He bought himself a new suit of store clothes, 
shirt, a hat, a pair of shoes and a necktie, and care- 
fully placed the bundle under the seat of the wagon. 
On the way home he stopped at the river, took off all 
his old clothes and threw them in. Then he reached 
under the seat for the new togs. The bundle was 
gone. It had bounced out somewhere along the road. 
He scratched his head thoughtfully, then crawled back 
onto the seat and said: “Giddap Maud—we’ll surprise 
her anyhow.” 

The average retail salesman takes a somewhat 
similar attitude toward his customers. He wants to 
make an agreeable impression, but when he reaches 
for the bundle under the seat he finds it gone. 

Evidently the moral is to wear the proper attitude 
all the time and take no chances. 

Sales—and by that I mean continued sales—depend 
upon the attitude the salesman takes toward the in- 
dividuals on the other side of the counter. He can 
win their confidence, their friendship and their busi- 
ness, through proper attitude, or he can wreck all his 
prospects through an improper one. 

Customers are of many types, characters, and dis- 
positions. 

Strange to say, the proper attitude will win any of 
them, while false steps will repel even the best of the 
lot. 

Customers want a salesman to be pleasant, cour- 
teous, attentive and friendly. They want him to be 
natural, not artificial. They want an opportunity to 
express their own views and they want those views 
taken seriously. What they want gives a basis for the 
proper attitude—a basis that should always be ad- 
hered to. 

Naturally it is easier to tell a man what not to do, 
than to outline what he should do. However it is well 
to know what to avoid, so here goes for a few pointers 
on attitudes that hurt sales. 

1. The know-it-all attitude. No one wishes to trade 
with a salesman who intimates by word and manner 
that he knows it all. Concede average intelligence to 
the man who buys. 
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Salee Cttitudes That Help or Aurt 


2. The false pretense attitude. This is exemplified 
by the salesman who thinks it is clever to mislead a 
customer in order to make a sale. Truth is the foun- 
dation of successful and continued selling. 

3. The insinuating attitude used by those who 
think it good policy to gently rap their competitors 
by means of veiled insinuations. Keep your competi- 
tor out of it. Every knock or insinuation advertises 
him and hurts you. 

4. The stiff, formal attitude—usually due to exag- 
gerated self consciousness. Think in your natural way 
and you will find it easy to act natural. 

5. The apologetic attitude—the cringing servility 
sometimes seen behind retail counters. Your business 
is honest if you are. What have you to apologize for? 
Respect yourself and others will respect you. 

6. The frivolous attitude seen in the clerk who takes 
evervthing lightly. It is a reflection on the dignity of 
the customer. You owe a certain friendly dignity to 
your position. ’ 

7. The argumentative attitude, reflected in the fel- 
low who always has his chin out looking for a chance 
to force his opinion on some one. Belligerent argu- 
ments seldom convince. Always meet the customer 
more than half way. : 

8. The indolent attitude—lolling over the counter 
with a listless I-don’t-care expression. Customers re- 
sent this attitude. 

9. The hurry-up attitude—the one used by the sales- 
man who appears to think his time is too valuable for 
the customer to encroach upon. In selling the only 
one whose time is to be considered is the customer. He 
gives his time—you get paid for yours. 

There are other attitudes that help or hurt sales 
but these will bring home the idea and furnish food 
for thought. The main thing is to adopt an attitude 
that will disarm in advance any unfavorable mood the 
customer may be in—an attitude that will register 
self respect and respect for others. Then if you know 
what you want to say and how to say it, the balance 


of the sale is easy. 
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Flat Salaries and Commissions— 
By the Sales Manager 
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{ pow subject of compensation for services rendered is one of deep interest 
to practically all members of the well known human race. This is the 
third article by the Sales Manager on ways of paying salesmen. In this 
article, which is the most constructive of the three, he offers a plan for pay- 
ing salesmen that “combines the advantages of both the flat salary and the 
commission arrangement.” What do you think of it? We would be glad 
of the opportunity to publish your ideas. 
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disadvantages of paying salesmen flat salaries. In 

our last article we discussed paying salesmen on 
straight commission. In this, our third article, we 
recommend a plan of paying salesmen that combines 
the advantages of both the flat salary and the com- 
mission arrangement. 

With modification this plan can be used in paying 
salesmen in a retail store just as well as in paying 
salesmen traveling for a manufacturer or a jobbing 
house. Just to illustrate the principle we will advo- 
cate—suppose a traveling salesman earns in a given 
year, including his traveling expense, the sum of 
$6,000; suppose the traveling expenses are $1,800— 
this leaves the net compensation to the salesman 
$4,200. Now the theory we advance is that this sales- 
man should be allowed to send in a weekly or monthly 
expense account (weekly preferred) and that he should 
be given a drawing account of $250 per month or 
$3,000 per year. This would leave $1,200 extra to be 
paid him and, according to our plan, these payments 
should be made quarterly as earned. 


ik the first article we discussed the advantages and 


Varying Commission 

In arranging the salesman’s commission on the line 
of goods he is selling—if a general line, it should be 
divided into five divisions. Four of these divisions 
would carry different commissions, according to the 
profit en the goods sold; the fifth division would be 
“no profit” goods. Suppose, for instance, the commis- 
sions on the four divisions ran 15 per cent, 10 per 
cent, 5 per cent and 2 per cent and then “no profit,” 
a salesman would be entitled to draw $250 per month 
against his commission. He could also draw his actual 
weekly traveling expenses as allowed by the house. At 
the end of each month he would receive a statement 
of his sales divided into the five divisions, as outlined 
above, indicating just what his commission earnings 
had been. At the end of three months his total com- 
missions would be added up, then the amount of 
money advanced to him for salary for the three months 
would be added, and to this would also be added his 
traveling expenses. The money advanced for salary 
and traveling expenses would then be deducted from 
his credit on commissions and the balance remitted. 
With this system a salesman would be working both 
on a salary basis and on a commission basis. The 
advantage to the salesman would be that if he pushed 





the sale of profitable goods he could largely increase 
his income. If he kept down his traveling expenses 
this would not cost him anything, as a low expense 
account would mean a larger share in the quarterly 
settlement. 

This plan would give a salesman an incentive, not 
only to increase the total volume of his sales but also, 
to sell the more profitable class of goods. The settle- 
ments being quarterly he would not have to take any 
chances in waiting until the end of the year. The 
salesman would be sure of a fixed income, whether 
the business was good or bad; he would also be sure 
of having his expenses paid. 

The advantage to the house would be that the sales- 
man would be on a fixed salary and, therefore, they 
would have a right to command all of his time. As I 
stated in the previous article, a salesman feels more 
loyal to the house when he is on a fixed salary basis; 
at the same time the house would not be paying the 
salesman the maximum salary that he has earned in 
his very best year and, if there should be a slump in 
the business on his territory, such an arrangement 
would be adjustable. If there happens to be a falling 
off in sales the salesman would suffer, not in his salary, 
but in his extra commissions. 


The Expense Account 


The expense account is a part of the arrangement 
and, experience will teach, that salesmen’s travelling 
expenses are always lower when the expense account 
is taken into consideration in the settlements with the 
salesman. As I read somewhere in a very good article 
on salesmen’s expenses—while a salesman may not 
make “false entries” in his expense account, if there 
is an incentive to be economical, he will become a 
better expense account manager. Of course, if ex- 
pense accounts are not a part of the arrangement, it 
is only human nature for a salesman to become care- 
less in his expenditures. The writer knows of one 
case where the expenses of the salesman for a jobbing 
hardware house averaged $150 per month. The 
salesmen’s expense account had no relation whatever 
to their settlements. Jt was supposed that these ex- 
pense accounts could be checked and held down in the 
house. When the arrangement was changed and the 
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Mongrel Roman a Good Show Card 
Alphabet—Kasy for Beginners 


By Joseph Bertram Jowitt 


E are living in an.age of 

“Specialists,” the trained man 

naturally has the advantage 
over the untrained man. The average 
man can be trained to write show 
cards, and when he is qualified to ex- 
ecute a legible show card he will have 
the advantage over his business as- 
sociates who are satisfied to remain 
clerks behind the counter. 

Now, of course, the knack of learn- 
ing show-card writing is not as easy 
as picking up windfalls; if such 
were the case it would soon be over- 
done. It means in some cases the 
burning of the midnight oil and a 
good deal of “try, try again,” but suc- 
cess is assured to those who will not 
recognize defeat. 

While in Chicago last June the 
writer observed several hundred men 
out of work belonging to the vast 
army of the unemployed, walking up 
and down Canal Street, where there 
are several employment agencies that 
were listing from fifty to a hundred 
applications for every job offered. 
The ages of the applicants ranged 
from 35 to 50 years. I couldn’t help 
but think that the majority of these 
men did not take advantage of their 
early opportunities. Not one of 
these men need be idle if he pos- 
sessed the ability to write show 
cards. Many of the show card and 


sign shops in Chicago had advertised 
for men that day. 

Any man with a few samples of 
show cards under his arm can earn a 
good living in any large city by free- 
lance work. 

This is the third chapter on the 
Mongrel Roman alphabet. This type 
of letters are classified as “Mongrel” 
because they are a composition of the 
Egyptian and Roman alphabets. It 
is a particularly easy alphabet for 
the beginners’ first attempts because 
the thick and thin strokes do not 
have to be carried out as accurately 
as in the Full Roman or Egyptian 
alphabets. 

If the reader will closely inspect 
the letters P, Q, R, S, T and U at the 
top of the alphabet plate he will ob- 
serve that all the thin strokes are not 
exactly the same width, although at 
a reading glance they appear to be. 
The lower-case letters shown directly 
below the capital letters are much 
more simple in their construction, 
they requiring in most cases less 
strokes to each corresponding letter. 
The lower-case letter “g’’ being the 
only exception in this line. Stroke 1, 
as the arrow indicates, starts at the 
top guide line from left to right and 
is brought down in just one sweep of 
the brush. Stroke 2 is made in just 
the reverse manner, from right to 


left. These strokes should, of course, 
continue until they join each other 
before the brush is removed from 
the surface. 

The practice strokes shown on the 
bottom of plate should be copied sev- 
eral times by the beginner before at- 
tempting to copy any of the letters 
above. 

The spacing and general layout of 
lettering on a show card is equally as 
important as the formation of the 
letters for no matter how well the 
lettering is done, if the layout is 
poor and the letters appear crowded 
the show card will be a failure. 

Experienced show-card writers all 
strive for EFFECT. The first im- 
pression is what counts. Perfect bal- 
ance and grace are more important 
than stiff lettering mathematically 
perfect. For comparison compare 
any press-printed show card to the 
hand-lettered product. 

The reader’s attention is directed 
to the card featuring “Sands Levels.” 
Here is a diagram of a correct lay- 
out. The lettering is artistically 
spaced by approximates, governed 
entirely by the eye, as there is no 
mathematical rule governing the 
spacing of lettering. This card is a 
one-half sheet, 14 x 22 inches. It 
was lettered “landscape” or length- 
wise. The first operation is to rule 


SO EMER CNS RIG here NTR I tes 26 eR 
ae . IES apo FP EEN 


wag SE aS OER EN ae 











: RR 


* PEST bi 3 mi t FR LOR ny eae hers a Sm meet eee tee tuys al an WO een Eas Se he a 
- eodatensseadasteiiamaetetin at dunt Aeneas antiemaie nde ee : . ° - * oe toprol ht et Meant Vln ge sian. oat ie “ mezlon “tyes foie ene Ad ahacnhe 


SNe I we Om 


th dies hs PR EASON ORLA shee: 





a ts net PRE Esa dod 


PORSTU 


TTL 


raabbcedd eets 
WNiccc HINSS OOO 


lowene G 


off the border or marginal line with 
a hard lead pencil. This should be 
two inches from the outside edge. 
Next, a light line is drawn through 
the dead center of card. This will 
help materially in spacing, lettering 
and dividing words. For example, 
there are five letters in “SANDS,” 
the “N,” being the center letter, 
shows the line directly through it. 
There being just six letters in the 
word LEVELS, it is an easy matter 
to divide. 

Show-card writers do not draw 
each letter or outline it in skeleton 
formation when laving out a card for 
single-stroke lettering. They use a 
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MANUFACTURERS 
ASSOCIATION CONVENTION, Atlantic City, 
N. J., Oct. 14, 15, 16, 17, 1924. Hotel head- 
quarters, Marlborough-Blenheim. 7 ce 
Mitchell, secretary-treasurer, 1819 Broad- 
wavy, New York City. 


ARKANSAS RETAIL 


AMERICAN HARDWARE 


HARDWARE ASSOCTA- 
TION CONVENTION, Little Rock, May, 1925. 
Il. FP. Biges, secretary, 815-816 Southern 
Trust Building, Little Rock. 

CALIFORNIA RETAIL HARDWARE & IMPLE- 
MENT ASSOCIATION CONVENTION AND ExX- 
HIBITION, Civic Auditorium, San Francisco, 
March 11, 12, 13, 1925. LeRoy Smith, sec- 
retary, 112 Market Street, San Francisco. 
RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Des Moines, 
Feb. 10, 11, 12, 13, 1925. A. R. Sale, secre- 
tary, Hardware Building, Mason City. 


IOWA 


KENTUCKY HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Jefferson County 
Armory, Louisville, week of Jan. 20, 21, 22, 
23, 1925. J. M. Stone, secretary-treasurer, 
200 Republic Building, Louisville. 

MICHIGAN RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Grand Rapids, 
Feb. 24, 26, 27, 1925. Karl S. Judson, 
248 Morris Avenue, Grand Rapids, manager 
of exhibits. A. J. Scott, secretary, Marine 
City. 

MINNESOTA RETAIL HARDWARE ASSOCIA- 

TION CONVENTION, St. Paul Auditorium, St. 
Paul, Feb. 17, 18, 19, 20, 1925. C. H. Casey, 
secretary, Nicollet Avenue and Twenty- 
fourth Street, Minneapolis. 
IMPLEMENT AND HARDWARE 
ASSOCIATION CONVENTION, Helena, Feb. 13, 
14, 1925. A. C. Talmage, secretary-treas- 
urer, Bozeman. 
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quick method of single pencil or 
chalk stroke. 

Most everybody, with just a little 
practice, can make an “A” look like 
an A, or a legible-looking “S,” but 
the spacing of letters and between 
words requires more practice, until 
the eye becomes accustomed to judge 
the proper distances. There is really 
no set rule for this on account of the 
varying widths of some of the letters 
of the alphabet. 

The beginner should never attempt 
any lettering of any kind without a 
definite layout in mind, or try to 
make a line of lettering without first 
drawing the horizontal guide lines. 
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SPECIALLY PRICE 


Another very important thing is 
not to attempt to feature in large 
type everything you want to say on 
a show card. The card featuring 
“Bull Dog Tape” tells the whole 
story in a very few words, the size 
of type being graded in size accord- 
ing to importance of reading matter. 

The importance of pictures which 
have a direct bearing on the mer- 
chandise advertised cannot be over- 
estimated. It is a very simple matter 
to cut these out of magazines and 
periodicals and paste them on the 
card with library paste. 

The pictures pasted on these show 
cards were cut from HARDWARE AGE. 
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Coming Hardware Conventions 
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NATIONAL HARDWARE ASSOCIATION CON- 
VENTION, Atlantic City, N. J., Oct. 14, 15, 
16, 17, 1924. Hotel headquarters, Marl- 
borough-Blenheim. TT. James Fernley, sec- 
retary-treasurer, 505 Arch Street, Phila- 
delphia, Pa. 

NATIONAL RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Philadelphia, Pa., June, 
1925. Herbert P. Sheets, secretary-treas- 
urer, 130 E. Washington Street, Ihdian- 
apolis, Ind. 

NEBRASKA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, Omaha, 
Neb., Feb. 3, 4, 5, 6, 1925. Convention 
headquarters, Rome Hotel, Exhibition, 
City Auditorium. George H. Dietz, secre- 
tary, 414-419 Little Building, Lincoln. 

NEW ENGLAND HARDWARE DEALERS’ ASSO- 
CIATION CONVENTION AND EXHIBITION, Me- 
chanics’ Building, Boston, Mass., Feb. 23, 
24, 25, 1925. George A. Fiel, secretary, 10 
High Street, Boston 9, Mass. 

NEW YORK STATE RETAIL HARDWARE 
ASSOCIATION CONVENTION AND EXPOSITION, 
Buffalo, Feb. 10, 11, 12, 13, 1925. Head- 
quarters, Hotel Statler. Exposition at the 
Broadway Auditorium. John B. Foley, 
secretary, City Bank Buildimg, Syracuse. 

NorRTH DAKOTA RETAIL HARDWARE ASSO- 
CIATION CONVENTION (place not yet se- 
lected), Feb. 11, 12, 13, 1925. C. N. Barnes, 
secretary, Grand Forks. 

OHIO HARDWARE ASSOCIATION CONVENTION 
AND EXHIBITION, Columbus, Feb. 10, 11, 12, 
13, 1925. James B. Carson, secretary, 1001 
Schwind Building, Dayton. 

OKLAHOMA HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Masonic Temple, 
Oklahoma City, Feb. 3, 4, 5, 1925. Charles 
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L. Unger, secretary-treasurer, Oklahoma 
City. 

PENNSYLVANIA AND ATLANTA SEABOARD 
HARDWARE ASSOCIATION CONVENTION AND 
EXHIBITION, Philadelphia Commercial Mu- 
seum, Feb. 16, 17, 18, 19, 20, 1925. Sharon 
F. Jones, secretary, 604 Wesley Building, 
Philadelphia, Pa. 

SouTH DAKOTA RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Sioux Falls, Feb. 24, 
25, 26, 27, 1925. Charles H. Casey, man- 
ager, Nicollet Avenue at 24th Street, Min- 
neapolis, Minn. 

SOUTHEASTERN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, Bir- 
mingham, Ala., May 12, 13, 14,1925. Walter 
Harlan, secretary-treasurer, 701 Grand 
Theater Building, Atlanta, Ga. 

SOUTHERN CALIFORNIA RETAIL HARDWARE 
ASSOCIATION CONVENTION, Los Angeles, 
March, 1925. H. L. Boyd, secretary-treas- 
urer, 435 San Fernando Building, Los 
Angeles. 

TEXAS HARDWARE AND IMPLEMENT ASSO- 
CIATION CONVENTION, Dallas, Jan. 20, 21, 
22, 1925. Dan Scoates, secretary-treasurer, 
College Station. 

WISCONSIN RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, Audi- 
torium, Milwaukee, Feb. 4, 5, 6, 1925. P. J. 
Jacobs, secretary-treasurer, Stevens Point. 

WESTERN RETAIL IMPLEMENT AND HARD- 
WARE ASSOCIATION CONVENTION, Kansas 
City, Mo., Jan. 13, 14, 15, 1925. H. J. 
Hodge, secretary, Abilene, Kan. 

WEST VIRGINIA HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Clarksburg, 
Jan. 20, 21, 22, 23, 1925. James B. Carson, 
secty., 1001 Schwind Building, Dayton, Ohio. 








August 14, 1924 


HARDWARE AGE 


51 


Pitching Horseshoes—Good Seller 


HARDWARE AGE recently outlined a 
sales plan on pitching horseshoes. 
Since the publication of that story 
Dec. 27, 1923, we have learned a few 
brief facts on selling this merchan- 
dise as experienced by 7 retailers and 
5 jobbers. 

The Lowell-Meservey Hdwe. Co., 
Colorado Springs, Colo., carry a 
stock of 12 sets and have been able 
to turn it from 3 to 4 times. This 
firm has boosted the sport, instructed 
prospective players and presented lo- 
cal champions with two compliment- 
ary sets as trade stimulators. The 
firm feels that horseshoes are good 
staple hardware. 

Tom Hastings, manager sports de- 
partment, Hennepin Hdwe. Co., Min- 
neapolis, writes: “We carry a stock 
of approximately two dozen pairs of 
official horseshoes and make a two- 
time turnover during the playing 
season. We have not had to do any 
missionary work, as the park board 
organized a horseshoe pitchers’ 
group. We use window displays. I 
would certainly recommend all hard- 
ware dealers to carry this line in 
towns where the sport is played.” 
Mr. Hastings also says it is a good 
plan to get your store and its horse- 
shoe stock before the meetings of 
pitchers’ clubs. 

Window displays sold from 30 to 
40 pairs of shoes for Dufton Hard- 
ware Co., Clearfield, Pa. It was this 
company’s first year with the line, 
and plans have been made to carry a 
regular stock not exceeding 20 pairs. 


Ohio Firms Sell Them 


In downtown Cleveland the Davis- 
Hunt-Collister Co. put in a stock of 





20 pairs and turned the stock twice. 
They also sold 12 pairs of stakes. 
Being a big-city downtown store, 
this company used newspaper adver- 
tising and window displays to create 
attention for the stock. This firm 
believes missionary work in the 
smaller city would be very profitable 
for the dealer, particularly if he had 
a good sports goods department. 





The experiences of these 7 
retailers and 5 jobbers prove 
the ready salability of pitch- 
ing horseshoes, and the fact 
that this line fits in well with 
the sporting goods section of 
a hardware stock. The com- 
ments offered by these hard- 
ware men should guide you, 
when placing your order for 
shoes. The game is played 
by young and old, day and 
night, indoor and outdoor. 











The Central Hardware & Supply 
Co., Akron, Ohio, helped to organize 
a horseshoe-pitching club, displayed 
the goods in the window and were 
able to turn a 12-pair stock four 
times during the warmer months. 

Horseshoes are a definite part of 
the sports department at the Hall 
Hardware Co., St. Petersburg, Fla. 
This company has advertised, dis- 
played and talked horseshoes. Last 
year they turned a 20-pair stock 
three times. The game is very pop- 
ular in this and other Florida towns. 


The Palm Beach Merc. Co., West 


Palm Beach, Fla., is located right in 
the heart of the winter pitching dis- 
trict, where several professionals 
representing factories, playing exhi- 
bition matches and teaching the 
game, have worked the territory in- 
tensively. In spite of that fact, this 
firm soid 24 pairs last year. They 
stocked them primarily for the con- 
venience of their regular trade. 

Hardware jobbers have had inter- 
esting experiences with barnyard 
golf equipment. Belknap Hardware 
& Mfg. Co., Louisville, Ky., handle 
the line. Frank Cassell, assistant 
secretary, tells us a fair quantity 
were sold last year. W. E. Foskett, 
secretary, Albany Hardware & Iron 
Co., Albany, N. Y., found horseshoes 
an active spring line. This com- 
pany*s retail department has had 
good sales. W. A. Davis, in charge 
of sport goods for Wyeth Hardware 
& Mfg. Co., St. Joseph, Mo., reports 
reasonable success with horseshoes. 
H. Klima, holding a similar position 
with Hackett, Gates Hurty Co., St. 
Paul, Minn., feels that this is a good 
line, but cautions dealers and others 
to handle durable shoes on which 
there will be no come-back. He had 
some experience with inferior ma- 
terial and is good enough to offer 
caution to others. Drake Hardware 
Co., Burlington, Iowa, had a some- 
what similar experience with poor 
material shoes, but have since lined 
up with suitable goods. D. R. Zieg- 
ler of this firm says: “We realize 
the fact that there will be a coming 
defnand this year, and are under the 
impression that defects in workman- 
ship have been remedied.” 


Day and night horseshoe courts of the Lake Worth Horseshoe Pitchers’ Club, Lake Worth, Fla. 
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Chapter XXV 


Reminiscences 
of 
Selling 


Continued 


“It was pitiful to see him attempt to cut a ptece of white 


Afterward, we went over our lines and where 
competition had forced the goods to very cheap quality, 
we brought out higher grade goods—for instance— 
step ladders and many other standard items. 

This reminds me of another real selling story. One 
day I gave my own little son 25 cents. He disappeared 
and after a little while returned with a one-bladed 
pocket knife. It was the worst looking pot metal 
knife you ever saw. The handle was made of two 
flat pieces of checkered wood. The blade had no edge 
and would not cut anything. My son had invested 
every cent he had in the world in that pocket knife. 


A Knife for Every Boy 


I did not say anything to him, but it was pitiful to 
see him attempt to cut a piece of white pine with 
that miserable piece of merchandise. I did ask him 
where he bought the knife and one evening after 
dinner I walked down to the neighborhood hardware 
store. After exchanging greetings with the pro- 
prietor, I told him I would like to see his line of 
boys’ pocket knives. His cheap, one-bladed boys’ 
knives were awful trash. 

The next morning I went to our own cutlery de- 
partment and looked over our line. We were carry- 
ing the same kind of trash. There was not a good 
knife in the lot—not a knife that had an edge or that 
would hold an edge. It struck me that if all the hard- 
ware trade in the country were selling knives of this 
description to the small boys of the country, we were 
just about due for a small boy revolution against the 
graft being practiced on them. 





So I told Leonard Matthews, Jr., the head of our 
cutlery department, that the next time Mr.. Alvord 
of The Empire Knife Company called, I would like 
to see him. Mr. Alvord called. I told him the story 
of my son’s purchase of the pocket knife. I asked 
him at what price he could make me a large quantity 
of one-bladed, cocobolo small pocket knives. I wanted 
something’ good. “In fact’—I added—“I want the 
blade of the knife to be honed so it will cut paper 
like a razor.” “But’—said Mr. Alvord—“Mr. Norvell, 
all this costs money. Honing is all done by hand.” 
“All right”—I said—‘“‘send me a sample of a first-class 
boys’ knife and give me a price on a lot of 5000 
dozen. J am going into the business of putting a 
good knife into the hands of the boys of the United 
States.” 

In due time the sample came. I remember the price 
was 90 cents per dozen. I suppose prices have gone 
up since then! I remember the number we placed 
on this knife was 1SO1. I remember we had stamped 
on the blade—“Norvell’s Boss” and I also remember 
we made a price on the knife of $1.00 per dozen. 
When we were supplied with a stock of these knives, 


Good Knife at 10 Cents 


I took up the matter with our salesmen. I wrote 
them a letter telling them how the knife should be 
sold. The blade was carefully honed. You could cut 
a sheet of paper with this knife, just as you could 
with any of the highest quality pocket knives. I ad- 
vised the salesmen to ask the retail merchant to sell 
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this knife to the boys in their towns at 10 cents each. 
In other words, we were willing to do our part by 
selling these knives practically at cost and we ad- 
vised the retail merchant to do the same thing as an 
advertisement. It was my idea that selling the best 
boys’ knife in the world at the lowest possible price 
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“I am going into the business of putting a good knife in the 
hands of the boys of the United States” 


would stimulate business, not only in our own cutlery 
department, but in the cutlery department of every 
one of our customers. We sold these knives in enor- 
a quantities. Customers bought them in gross 
ots. 

However, whenever you have anything good there 
is of course always trouble. One day Mr. Alvord 
dropped in to see me and stated that the workmen 
in his factory objected to working on these boys’ 
knives. It seems that according to the scale of pay, 
the workmen received less for these “stickers” as 
they called them, than they did on other knives. Our 
sales were running so heavily on these boys’ knives 
that they were having great difficulty in keeping their 
workmen contented. I do not know how the matter 
turned out. I have forgotten. 

Still, here in the case of this knife was another 
illustration of how a very large business could be 
built up simply by improving the quality of the goods 
—by giving the best value in the world on a certain 
item for the money. There is still a very large 
opening in all lines of merchandise in this same field. 
I always carried a supply of these knives in my desk. 
Many times in starting out to talk to a customer 
about a new stock order, I first told the story of this 
boys’ knife. When I traveled, I always carried a 
pocket full of these knives to give away. The natural 
conclusion of almost any dealer was that if we would 
devote that much care and attention to the cheapest 
knife in our entire line, we would devote extra atten- 
tion to the higher grade goods. 

Out in Colorado we were represented by the Wise 
Brothers, two splendid salesmen. Jim and Bob Wise 
had a host of friends. They had the peculiar knack 
of making people love them, whether they wanted to 
or not. This is a gift that can not be analyzed. Both 
Bob and Jim have passed on into the Great Beyond 
but wherever they are, I am sure they are loved just 
as they were loved here on earth. 


Gave a Banquet 


One year in Denver, 1906, I asked the privilege 
of The Colorado Retail Hardware Association of giving 
the entire hardware trade of Denver a banquet at 
the Brown Palace Hotel. My invitation was accepted. 
I went out to Colorado and planned this banquet with 
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a great deal of care. We invited every retail hard- 


‘ware dealer in the state, every hardware jobber and 


not only that, but all the salesmen and representatives 
of all of our Eastern competitors who sold goods in 
Colorado. 

Banquet for 600 


Six hundred hardware men attended this ban- 
quet. Ex-Governor Alva Adams of Colorado, who 
was an ex-hardware man and once conducted six hard- 
ware stores in the state, was our toastmaster. Governor 
Adams presided gracefully and with his usual tact. 
We had speeches, not only by retail dealers but by 
some of our competitors, such as Mr. Tritch of The 
Tritch Hardware Company. The invitations were 
printed on the back of sandpaper. At every plate 
was a small hammer and attached to the hammer was 
a card requesting the guest if he did not approve of 
anything not to hesitate to “knock.” The hammers 
were kept busy through the entire banquet! Mr. 
Brown, a hardware merchant of Trinidad, made one 
of the most effective speeches of the evening. He 
advised all of the hardware men to attend strictly to 
their own business and not to wander out into side 
lines. He was very serious and impressive. All of us 
had just about made up our minds to quit outside 
speculations of all kinds when Mr. Brown announced 
that all the money he himself made in playing poker 
he was losing in the hardware business and that he 
would have been a rich man if he had stuck stricily 
to poker and left hardware entirely alone! J. M. 
Killin of Pueblo was also a speaker and his oratory 
moved many of us to tears! Various prizes were also 
given away on this occasion. I remember one of them 
was a 25-pound sack of shot. A lady, I believe, the 
wife of one of the hardware merchants, won this 
prize but after the banquet was over I found that she 
had neglected to carry it home. Possibly that ban- 
quet is still remembered in Colorado. 
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“The hammers were kept busy” 
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Recently in visiting the state I saw a number of 
my old friends and customers—J. B. McCarthy, whose 
hair, when I sold him Wollensacks Transom Lifters 
by the case, was as black as the raven, is now pure 
white. Still his dark eyes are just as keen as ever 
and he enjoys a good story as much as he did in the 
early years when I used to go over on the West Side 
to sell him K441A Butts, 34% x 3%, 100 pair ata 
time! 

Then when our buisness got under full swing, when 
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(Continued on page 86) 
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1200 Ruifer Attend fii 
state Merchants’ Council 


at Chicago 


That a comparatively new trade asso- | 
ciation, the Interstate Merchants’ Coun- | 
cil, is rapidly becoming a factor in the | 


Middle West, as evidenced by its re- | 


cent convention held in Chicago, which 
was attended by 1200 retailers. The as- 


! 


sociation was formed and sponsored by | 


the Domestic and Foreign Commerce 


| 


Committee of the Chicago Association | n¢ 
be built up through advertising, and 


of Commerce about three years ago. 


The recent convention was the sixth | 
semi-annual meeting and was held in | 


the Hotel LaSalle, July 29 and 30. 


The membership of this association is — 


made up of all kinds of retailers, as it 
was believed by the founders that there 
was a sufficiently large field of common 


EE 


interest on which merchants of all lines | 
could meet and discuss their problems. | 


The membership contains a large 


number of hardware dealers from the | 
Mississippi Valley and many of them | 
have been very active in the support | 


they have given the association. 

The recent convention reached the 
high water mark both with respect to 
attendance and interest. W. L. Ware, 
Trade Commissioner, who is in active 
charge of the association affairs, ar- 
ranged a balanced program. Paul 
Davis, Paul Davis Dry Goods Co., 
erloo, Iowa, chairman of the board of 
directors of the association, 


ing system. Grace A. King, Chicago, 


shopper. 
people. R. B. Schreffler, Chicago, ex- 


plained the use of the budget system in 
business. 


W. T. White, Rike-Kumbler Co., Day- | 


ton, Ohio, explained how business could 


the plans necessary to carry on the 
work. Fred W. Andersen, Cozad, Neb., 
held his audience intently with his re- 


up a $300,000 business in a town of | 


1300 people. 

The association has been following 
along the lines of the hardware asso- 
clations in centering interest on dis- 
tribution and its costs. Alvin E. Dodd, 
Chamber of Commerce of the United 
States, told the dealers about the pres- 
ent confusion in distribution. 


Nation’s Greatest Asset 
Tom N. Witten, Witten Hardware 


_Co., Trenton, Mo., president of the Na- 


Wat- | @ 
like him,” 


brought | 


considerable optimism over future busi- | 


ness conditions to the dealers. Barely 
has there been a convention in Chicago 
which the newspapers covered so 
closely. Many used the dealers’ re- 
ports for first page stories. 


Store Lighting Demonstration 


The convention witnessed a special 
lighting demonstration. It was handled 
so that each retailer could sit in his 
seat and compare the different lighting 
effects which are produced in the stores 
of today. Samuel G. Hibben, illuminat- 
ing engineer, Westinghouse Lamp 
Works, made the demonstration. Va- 
rious manufacturers provided the equip- 
ment. 





Mr. Hibben showed the dealers | 


the difference between good and bad 


lighting. A standard display window 
was used and it was fitted with the 


electrical appliances necessary for the | 


demonstration. Dealers who saw this 
demonstration were convinced, they 
said, that the size of their profits de- 
pends to a large measure on effective 
lighting. 

C. W. Hall, Green Bay, Wis., presi- 
dent of the association, spoke on 
“Planning Fall Business.” W. C. Mur- 
den, extension division, Iowa Univer- 
sity, told the dealers how and where 
to use initiative in their business. George 
F. MaclIlwain of the Babson Statistical 
Organization gave a report on the out- 
look for fall business. G. R. Guild, 
Indianapolis, told the dealers how to 
place departments in an automatic buy- 





tional Federation of Implement Dealers, 
and a well-known figure in the hard- 
ware world, who advocates “getting ac- 
quainted with your neighbor—you may 
told the convention that 
small towns were the nation’s greatest 
asset. 

J. H. Fribley, Bourbon, Ind., told the 
merchants what he had done to build 
up his business. A. W. Schaeffler, Hills- 
boro, Kan., told how advertising had 
built up his business. 

The entertainment features of the 
convention were numerous and included 
luncheons, boat rides, style shows and 
a one-act playlet entitled “Is This Your 
Store?” The Wednesday noon luncheon 
program was broadcast and the deal- 
ers were introduced to the announcers 
of the principal broadcasting stations 
in the city. The various stations co- 
operated in the entertainment and 
broadcasting features. 





Winchester Dealers Will 
Meet at Philadelphia 


The Winchester convention will be 
held Aug. 26 and 27 at Philadelphia, 
Pa., at the new warehouse of the Win- 
chester-Simmons Co., in that city. 
Dealers from New Jersey, New York, 
Pennsylvania, Delaware, Maryland, and 
sections of Virginia, West Virginia and 
the Carolinas, the territory served by 
the Philadelphia warehouse, are ex- 
pected to attend. This will be the first 
convention of Winchester dealers since 
the election of Louis K. Liggett, who 
succeeded J. E. Otterson as president 
of the Simmons Hardware Co., the early 
part of July. 


Prizes Offered for 
Plans to Increase 


Use of Fans 


For the purpose of stimulating the 


use of electric fans all year around, 
the Society for Electrical Development 


ae . fessional | has offered $250 in prizes (12 prizes in 
mare: Nee iis diadees. einen naaiines all) for the best plans on how to sell 


her impressions of the various sales | “* 
_ given below or any other off-season use. 


electric fans for any one of the uses 


|The contest is open to all dealers of 


| 


fans and their salesmen, beginning 
Sept. 1 and closing on Oct. 15, 1924. 
The first prize will be $100, second 
prize $50 and third to twelfth prizes 
will be $10 each. In case of ties the 
full amount of the prize tied for will 


be awarded to each tying contestant. 
cital of the methods used in building | 





Contest Rules 


Rules for the contest are as follows: 


1. Select any one of the uses of the 
fan listed below or any other off-season 
use and tell how you would plan a 
campaign to sell fans for that use. Be 
brief but make your plan sufficiently 
inclusive so that other dealers may 
put it to work. 

2. Contestants should suggest three 
additional off-season uses for fans: 

3. Contestants should accompany 
plans with a photograph of a window 
display showing off-season use of fans 
of any make or showing fans displayed 
in connection with other commodities. 

4. All plans will become the property 
of the Society for Electrical Develop- 
ment and will be put to such use as it 
may wish to make of them for the bene- 
fit of the industry. 


5. Contest begins Sept. 1. 
closes Oct. 15, 1924. 

6. Judges: Messrs. E. W. Austin, To- 
ronto, Canada; S. W. Bishop, Denver; 
C. L. Chamblin, San Francisco; 
Collins, Chicago, and J. E. North, Cleve- 
land, have kindly consented to act as 
judges. 

7. Prize winners will be announced in 
the December issue of this publication. 


8. Prizes will be awarded on the basis 
of practicability, completeness, inspira- 
tional value of the plans and originality 
of ideas. 


9. Sales plans and photographs should 
be sent to the Society for Electrical De- 
velopment, 522 Fifth Ave., New York 
City, attention of R. G. Zindle, super- 
visor, electric fan promotion. 


Among the diversified uses of electric 
fans for which they should be sold are: 


To stimulate radiation in cold rooms 
with hot-air furnace. To speed up the 
drying of laundry. To increase draft in 
furnace. To speed up the drying of 
freshly varnished furniture or floors. 
To aerate the refrigerator after it has 
been cleaned. To dehydrate fruits and 
vegetables. To dry white shoes after 
cleaning. To dry hair quickly. To re- 
move frost from windows in winter. 
To eliminate cooking odors from the 
kitchen. 


Contest 
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| ware Co. and went into the manufac- 
turing of shovels. 


F. M. Baldwin Dead 








Saunders Norvell Pays High 
Tribute to Pres. of Baldwin 
Tool Works 


Frank M. Baldwin, president, Bald- 
win Tool Works, Parkersburg, W. Va., 
died Aug 6 of complications at Colo- 
rado Springs, Colo., at the age of sixty- 
two. Mr. Baldwin was born and reared 
at Indianapolis, Ind., and spent many 
years of his life as a salesman in the 
Indiana territory. 

He was a traveling salesman for a 
number of years for the Simmons Hard- 
ware Co. and had his headquarters at 
Indianapolis, later going into the shovel 
business and organizing the Baldwin 
Tool Works. Mr. Baldwin was well 
known in the hardware trade through- 
out the country. 

Asked to comment on the death of 
Mr. Baldwin, Saunders Norvell dictated 
a statement for HARDWARE AGE. Mr. 
Norvell said in part: 

“I first knew Frank M. Baldwin as a 
traveling salesman for the Simmons 
Hardware Co. in Indiana in 1892. I 
was brought home from the road as 
sales manager and Mr. Baldwin trav- 
eled under me. He made his headquar- 
ters at Indianapolis. He visited the 
larger and better class of retail trade 
in Indiana. ; 

“He was a very aggressive, hard 
working salesman. Being an interest- 
ing and witty talker and a good mixer 
he had many friends among the retail 
dealers. Mr. Baldwin had a very keen 
mind and I was always glad to see him 
cn his visit to St. Louis, as it was al- 
ways interesting to go over trade con- 
ditions with him. He was very alert 
and nothing could take place on his ter- 
ritory without his knowing all about it. 

“Quite a friendship grew up between 
us and, when General Wood was made 
Governor-General of Cuba, after the 
Spanish war I decided to go down there 
and see if we could not do some busi- 
ness. In 1900 I took Frank Baldwin 
along with me. We had a very inter- 
esting experience visiting the Cuban 
hardware dealers. From General Wood 
we obtained letters of introduction to 
all the leading hardware merchants in 
Cuba. As a matter of fact, I went to 
Cuba with a letter of introduction from 
President McKinley to General Wood. 
After remaining in Cuba some three 
week, I returned to St. Louis but Frank 
stayed behind and visited all the larger 
cities in Cuba. His trip was very suc- 
cessful. 

“He became tired of his work as a 
traveling salesman. I remember he 
once wrote me asking if I could not 
make a place for him in our sales de- 
partment in the house. In his letter 
he said he was tired of his ‘gypsy life.’ 
I talked to Mr. Simmons about bringing 
Frank into the house but he had the 
idea that Frank was of too nervous a 
temperament to be a good house man. 
Afterwards I learned that he resigned 
his position with the Simmons Hard- 


“As I retired from the hardware 
business about this time I know very 
little about his activities as a shovel 
manufacturer. I heard, however, that 
he had a prison contract for labor that 
was very profitable. From time to time 
I heard that he was very successful. It 
is reported that during the war, on 
account of the large sales and the tre- 
mendous advance in the price of shovels, 
that he made a good deal of money. 

“In recent years I have only met him 
a few times and I have had no serious 


or lengthy talks with him. 





“Recently I heard from C. B. Chan- 
cellor that Mr. Baldwin’s health had 
been failing. Mr. Chancellor asked me 
to write him a letter cheering him up. 
I did this and received a short reply 
from Mr. Baldwin telling me that he 
was not well and did not know if he 
would ever be well again. 

“In his early days he was very fond 
of horses and horse racing and | re- 
member many good stories he told about 
his experience on the turf. 

“Frank Baldwin was a curious mix- 
ture of a good business man and a 
rather erratic personality. There is no 
question but that he had a brilliant 
mind, but I believe his wild and adven- 
turous spirit has led to the breaking 
down of his health and to his untimely 
taking away.” 





' 18 Employees with Brush 
Firm 40 Years 


The John L. Whiting-J. J. Adams Co., 
700 Harrison Ave., Boston, Mass., said 
to be the oldest brush manufacturers 
in the country, recently took out group 
life insurance for their employees and 
found that eighteen employees of the 
firm had been with the company for 
more than forty years. Of these seven- 
teen are men and one is a woman. The 
members of this group have completed 
the following periods of continuous ser- 
vice: Four for forty-six years, one for 
forty-five years, four for forty-four 
years, five for forty-three years; two 
for forty-two years, two for forty-one 
years. Other groups with notable ser- 
vice records are: Twelve for over thir- 
ty-five years, eight for over thirty 
years, fifteen for over twenty-five years, 
making a total of fifty-three men and 
women who have worked for one com- 
pany more than a quarter of a century. 
One hundred and ninety employees have 
been with Whiting-Adams over five 
years. None of the older group could 
get new insurance at their present ages, 
but they now have policies which can- 
not be cancelled by the insurance com- 
pany, and which will be paid for by the 


Whiting-Adams Co. as long as they re- | 


main on its pay roll. 

It is believed by the officers of the 
company that this protection is merited 
by the long period of faithful service, 
and it is “in line’ with the policy of 
the company to continue to act as one 
big family—working for one another’s 
good, employer and employee alike. 
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Pioneer Catalog 


Publisher Dead 


Merton H. Yewdale, president of the 
firm of J. H. Yewdale & Sons Co., hard- 
ware catalog publishers, Milwaukee, 
died at his home on July 14. Mr. Yew- 
dale was one of the oldest, if not the 


‘oldest, hardware catalog publishers in 





M. H. Mayhew 


the United States, and was very well 
known to the jobbing trade. He asso- 
ciated himself with his father, the late 
J. H. Yewdale, in the latter 60’s, and, 
in the 80’s turned his attention to the 
rapidly growing hardware jobbing busi- 
ness in the middle and far West. The 
first catalogs produced by the house 
were small, and were for Eastern job- 
bers. In 1887, however, Mr. Yewdale 
completed the largest catalog issued 
west of New York. This was for the 
William Frankfurth Hardware Co. of 
Milwaukee. Since that time Mr. Yew- 
dale has added to his clientele a major- 
ity of the larger and better known job- 
bers throughout the country Mr. Yew- 
dale is succeeded by his son, Percy S. 
Yewdale, who has been associated with 
him for many years. 





Ludlow Joins Worthington 
Sales Force 


J. W. Ludlow, formerly connected» 
with Miller Bros., Huntington, W. Va., 
has joined the sales force of George 
Worthington Co., Cleveland, Ohio, and 
will represent that firm in the Altoona 
territory, which he has traveled for a 
number of years. 


C. E. Saurer Buys Johnson 
Hardware Co. 


Clayton E. Saurer, president and 
general manager, Johnson Hardware 
Co., Barberton, Ohio, has purchased 
complete stock and equipment, includ- 
ing buildings of that company. Mr. 
Saurer, as sole owner will operate the 
business under the name C. E. Saurer 
Hardware Co., after Feb. 1, 1925. 
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Philly Retailers 
Hold Big Outing 


The day of days, designated as 
“Hardware Day,” was celebrated by the 
Retail Hardware Association of Phil- 
adelphia, July 23, at the Philadelphia 
Rifle Club. 

On Aug. 16, 1922, the “Philly” re- 
tailers introduced their first outing, 
which has rapidly grown to such pro- 
portions that now the entire trade par- 
ticipate as one big gathering in which 
the spirit of good fellowship dominates 
the occasion and the manufacturer, 
jobber, retailer and salesman meet on 
common ground to compete in athletic 
events, top it off with an excellent din- 
ner and get closer together. 

A number of the manufacturers and 
jobbers generously offered _ several 
prizes, which were awarded the suc- 
cessful winners of the various contests. 
These prizes ranged from the finest 
type of refrigerator, fireless cooker, 
garden hose and hand saw, all down the 
line of first-class hardware merchan- 
dise. The prize winners were: Frank 
D. Schempp, Horace Ervien, T. W. 
Yonker, Harry D. Kaiser, H. Barker, 
Mrs. Wurst, Allen Park, W. Glenn 
Pearce, Mrs. George Park, Mrs. Joseph 
Hood, Mrs. Uhler, Mrs. Gould, Mrs. 
L. Maurer, Mrs. George Park, Jr., Mrs. 
Walter Hewes, Mrs. Clara Kucker, Wal- 
ter Crawford and Miss Muehling. 

The mass contests between the re- 
tailers and salesmen created a keen in- 
terest and in the words of President 
Kaiser: “Gave the salesmen a chance 
to hit back.” The baseball game of two 
years’ rivalry resulted in a 13-13 tie, 
which will be played off next year, giv- 
ing a whole year for the “stove league” 
to get in its work. 

The Broom Ball Game, properly 
termed “The Battle to Death!” was 
entered into with all the grim zest of 
sport of the ancient Roman arena type. 
The contesting teams of retailers and 
salesmen faced each other and with 
small brooms held aloft in an attitude of 
“We who are about to die salute thee,” 
rushed at a football placed in the center 
of the field and attempted to sweep it 
into the other team’s territory. The 
result of the two teams crashing to- 


rc 


| 


field Tire & Rubber Co. plant, Mansfield, 
factories that make the lines they sell. 
by the Mansfield Tire & Rubber Co., which 
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| gether was a heap of humanity writh- 


ing and twisting among torn wearing 
apparel and broken broom handles that 
paied the old “guards back” football 
formation. The only fellow who wins 
this game is the one who stays out of 
it and looks on. 

Among the spectators of the contests 
were noted William B. Munroe, Frank 
J. Semple, John Rowan, John B. Right- 
mire, I’. B. Biehler, Sharon E. Jones, 
Josa A. Hood, Walter S. Crawford and 
Elam Hershey. 

A dinner followed the sporting events. 
The committee in charge was composed 
of Walter Hewes, George T. Yerkes, 
Horace Goodwin, N. C. Engle, C. Rich- 
ard Watson, William F. Brown, Charles 
Maurer and J. G. Esmonde. 





Balloon Tires Do Not Throw 
Speedometters Off, 
Declare Experts 


On the theory that balloon and over- 
size tires throw the speedometer off, 
police departments of several cities 
have ordered motorists using balloon 
and oversize tires to have their speed- 
ometers corrected. 

One instance resulted in an ultimatum 
in a certain city that all cars originally 
using 31 x 4 tires and changed to 32 x 
4%, must have their speedometers cor- 
rected because, officials declared, when 
the owner believed himself to be driv- 
ing at 25 miles per hour he would ac- 
tually be going 29 or 30. 

Engineers of the Goodyear Tire & 
Rubber Co., Akron, Ohio, say this is a 
tallacy. They state that with a single 
oversize tire, in the size mentioned, and 
fully inflated, an increase of speed of 
but 3 per cent would result. So the car, 
they say, would be traveling 25% miles 
instead of 29, because the increase in 
the tire’s diameter is only slight. More- 
over, the Goodyear experts say that 
few oversize tires are inflated to their 
full capacity, so that the hub center is 
always closer to the ground, and for this 
reason the full diameter is not utilized, 
with the obvious result that the speed 
approximates a 2 per cent increase 
rather than the maximum 8 per cent. 
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Daniel B. Baird . 
Daniel B. Baird, son of D. E. Baird, 
Baird Hardware Co., Charleston, 


W. Va., was drowned while attempting 
to save the life of one of his Sunday 
school pupils July 23. 

He nad been associated with his 





Daniel B. Baird 


father, D. E. Baird, his entire active 
business life, having grown up with 
the business. He was buyer for the 
Baird Hardware Company of Charles- 
ton, West Virginia, whose increased 
business from year to year testified to 
his efficiency and business ability. 


A J. Lindley 


T. J. Lindley, Jeffersonville, Ind., re- 
tailer, died recently after a lingering 
illness. The business will be continued 
under his name by two sons. Mr. Lind- 
ley has been a member of the Indiana 
association since 1903. 


A. L. Breckenridge 


Aaron L. Breckenridge, Brookston, 
Ind., retailer, died recently from 
paralyis. He has been a member of the 
Indiana association since 1912. 
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Representatives of the sales force of the Townley Metal & Hardware Co., Kansas City, Mo., at the Mans- 
The Townley force covered 2100 miles and visited the 
At Mansfield they were entertained by a special committee appointed 
was composed of the following members: 


J. S. Wainwright, H. F. Webster, G. W. Stephens, P. H. Ober, K. J. Thompson, H. D. Landers, Chas. Hoff- 
man, W. E. Clark, C. K. Smaltz, C. L. Willsey, E. A. Porter, R. D. Brewer, Robert Weaver. 
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Price Protection Champions Regret 
Winslow’s Retirement 


Withdrawal from Congress of Chairman of Committee 
on Interstate and Foreign Commerce Serious 


Blow to Business Interests 


By W. L. CROUNSE 


WASHINGTON, AUG. 11, 1924. 

HE official confirmation just made of the press 
ie published a few days ago to the effect 
that Samuel F. Winslow, of Massachusetts, the 
genial and rotund chairman of the House Committee 
on Interstate and Foreign Commerce, has decided to 
retire from Congress at the expiration of his present 
term on March 4 next and therefore will not be a 
candidate for reelection next November, will be un- 
welcome news to the advocates of price-protection 
legislation. Winslow is the first man in many years 
to head this important committee who has sincerely 
favored this legislation, and his retirement will be 
keenly felt by those who have borne the burden in 
the heat of the day in this important business crusade. 


Little to Be Done at Short Notice 


In my last letter to HARDWARE AGE I pointed out 
the difficulty of securing the enactment of important 
legislation during a short session of Congress such 
as that beginning next December which will adjurn on 
March 4 and will consist of barely fifty legislative 
days. I stated frankly that I do not expect to see a 
price-protection bill become a law next winter. 

This does not mean that the time will be wasted. A 
great campaign of education is going on all over the 
country and business men in every line are bringing 
strong influences to bear upon their Senators and 
Representatives to induce them to favor price-mainte- 
nance legislation when presented in the two houses. 

Already we have definite pledges from the chair- 
man and leading members of the Committee on Inter- 
state and Foreign Commerce that hearings on the 
pending price-protection bills will be held early in the 
coming session. It is freely predicted also that the 
committee will make a favorable report upon a well- 
balanced measure and possibly put it through the 
House before final adjournment. 

While this would not mean the enactment of a law 
next winter, it would amount to very substantial prog- 
ress and, as I pointed out last week, it would render 
merely perfunctory the preliminary steps in enacting 
a price-protection law in the Sixty-ninth Congress. 
The greater part of the new Congress would be avail- 
able for the consideration of the legislation by the 
Senate. 

Genial Sam Will Be Missed 


The retirement of Winslow will be deeply regretted 
by his colleagues in the House and especially by his 
associates on the committee. His energy, his keen 
intelligence and unfailing good nature even under the 
most trying conditions have made him not only one 


of the most valued of committee leaders but one of 
the most popular men in the House. 

“Genial Sam,” as his colleagues delight to call him, 
is a heavyweight, mentally and physically, and tips 
the beam somewhere between 250 and 300 pounds. As 
they used to say in Washington of former President 
Taft, the politest of men, when Winslow rides in a 
street car he frequently gives up his seat not only to 
one woman but to two. 

Winslow is a practical manufacturer and the son of 
a manufacturer. His father put upon the market the 
well-known skate that bears his name, of which every 
other New England boy owns a pair. 

As the producer of an identified and nationally ad- 
vertised piece of merchandise Winslow has needed no 
“education” to bring him into line for price protection. 
His personal experience has been all the lesson he has 
needed. 

Important Jewelry Tax Ruling 


Many dealers handling jewelry, which under rulings 
by the internal revenue bureau includes numerous 
articles sold by hardware merchants, have encoun- 
tered difficulty in construing certain provisions of the 
new law readjusting the taxes on this schedule. Ex- 
plaining these misunderstandings a statement issued 
by the bureau says: 

“The revenue act of 1924 provides that the tax shall 
not apply to ‘articleS sold or leased for an amount not 
in excess of $30 or watches sold or leased for an 
amount not in excess of $60.’ This has been inter- 
preted by certain persons interested in the jewelry 
trade to mean that a deduction of $30 or $60 is per- 
missible in computing the tax where an article is sold 
for more than $30 or a watch for more than $60.” 

The new ruling, which clarifies the law, intending to 
do away with the misunderstanding, is as follows: 

“Where an article is sold or leased for more than 
$30, watch $60, the tax is on the total price for which 
it is sold or leased. No deduction of $30 or $60 is 
allowed in computing the tax. For example, if an 
article is sold for $30 or less, watch $60 or less, no 
tax attaches with respect to such sale; but if taxable 
article is sold for $31 the tax is $1.55: or if a watch 
is sold for $61 the tax is $3.05, tax being computed 
upon the total price for which sold.” 


Germans Underselling American Hardware Producers 


German hardware manufacturers are making a drive 
for the Chinese market and are devoting themselves 
to underselling their American competitors, according 
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General Market News 





Rumors of Higher Prices Fail 
to Stimulate Buying 


—F all Orders Fair 


sale hardware market centers stimulated the sale of sum- 


H‘. weather during the past week in many of the whole- 


mer goods such as hose, hose accessories, sprayers, ice 
cream freezers and similar lines, but the weather also caused 
a slight lull in the interest that is being shown fall goods. 
General business is more active than it was and a stronger 
undertone is more apparent throughout the country, but actual 
orders being placed are, for the most part, small. 


There is a feeling among wholesalers that higher prices are 
not unlikely, but it is not expected that there will be any dras- 


tic price changes this fall. 


Some lines, however, which have 


been comparatively low for some time may be advanced accord- 
ing to some market authorities. 


Collections throughout the country are reported as better and 


deliveries are fairly satisfactory. 


Inquiries for fall merchan- 


dise are limited but in the Far West and Middle West jobbers 


are reported to have booked fairly large orders. 


Farmers are 


said to be buying more actively, which accounts for the bet- 
ter buying on the part of retailers in the West. 





Hot Weather in New York 
Helps Sales 


Buying in the New York market con- 
tinues on an even trend, the only price 
changes of note were a 10 per cent re- 
duction on latches and a 3c. per pound 
advance on solder. Current demands 
hold more or less consistently to staples. 

The recent hot weather caused a 
slight lull in buying, but on the other 
hand the demand for nose, hose acces- 
sories, sprayers, freezers, electric fans 
and similar summer goods grew par- 
ticularly active. This, however, does 
not indicate that business in these lines 
is strong. The demand for these items 
were all of a pick up nature and as 
soon as the hot spell has broken jobbers 
expect that interest will fall off greatly. 

There is some apprehension among 
retailers about prices, it is said. But 
jobbers do not look for any drastic 
changes, although they say that they 
expect a number of small advances on 
some lines. 

Deliveries are reported good, collec- 
tions are said to be fairly satisfactory 
and a stronger feeling of confidence is 
more manifest throughout this section. 





July Sales Better Than June 
in Northwest 


Reports from the Northwest indicate 
that July sales generally are better 
than June volume. They are also re- 
ported ahead of business done in July, 
1923. Collections are slow, but as the 
crop outlook continues to be favorable, 
the trade believes that collections may 





i 
| 
| 


| 


| 
| 


impiuve next month. Retailers are plac- 
ing larger orders and the jobbing trade 
is busy. 


Cincinnati Reports 
Reductions 


There are few price changes being 
made either by manufacturers or job- 
bers. A manufacturer of lawn mowers 


_is reported to have announced reduc- 
tions amounting to about 5 per — 


for 1925. 





trict during the week. 


manufacturer of nigh 


latches has slightly reduced prices, 


_while a local jobber has made a reduc- 


tion in one grade of roofing papers. 





Prices Quiet in Chicago 


There was little or no development in 
the price situation in the Chicago dis- 


The only ad- 


vance of consequence amounted to 2 


cents per pound on sash cord. Other 

















prices seem to be holding fairly steady, 
due to the increased demand for mer- 
chandise. 





Steel and Auto Accessories 
Active in Pittsburgh 


Activity in the steel industry, Pitts- 
burgh district, is said to be greater 
now than it has been at any time in 
the last several months. Local job- 
bers are handling an unusually large 
auto accessory trade. The demand for 


camp cook stoves and vacuum bottles 
is very heavy. The few price changes 
being announced are relatively unim- 
portant. 








July Construction 
Figures 10% Ahead 
of Last Year 


Contracts awarded last month in the 
36 Eastern States (which include about 
seven-eighths of the country’s total 
construction volume) amounted to 
$347,184,300, according to the F. W. 
Dodge Corporation’s statement for July. 
This represented a 10 per cent drop 
from the preceding month, but it was 
still 10 per cent over the figure for 
July of last year. 

Recent months have shown a slight 
change in the character of the building 
program. Residential construction, 
which was 48 per cent of the total 
during the first six months of this 
year, amounted to $128,072,000, or 37 
per cent, in July, a proportion more 
nearly normal than it has been for a 
long time. Public works and utilities, 
representing 15 per cent of the total 
during the first half of the year, 
amounted to $71,716,800 in July, or 21 
per cent of the total. The proportion 
of commercial and industrial work to 
the whole, is as yet unchanged. Com- 
mercial buildings in July amounted to 
$49,345,700, or 14 per cent; industrial 
buildings, $19,664,200, or 6 per cent; 
educational buildings, $39,510,600, or 
11 per cent. 


9 Per Cent Increase 


Total construction started in the 36 
Eastern States during the first seven 
months of this year has amounted to 
$2,668,818,700, a 9 per cent increase 
over the corresponding period of last 
year. This increase has not been uni- 
form throughout the territory. New 
York State and northern New Jersey 
and the Southeastern States have 
shown substantial increases; New Eng- 
land and the Middle Atlantic States, 
moderate increases; the Pittsburgh dis- 
trict and Central and Northwestern 
States have declined considerably. 

Contemplated new work continues to 
be reported in moderate volume, 
amounting to $430,500,700 in July. This 
is only 24 per cent in excess of the 
amount of contracts awarded during 
the month, whereas the normal excess 
is 50 per cent. 


Few Price Changes in Boston 


The past week has been remarkably 
free from price changes, due, no doubt, 
to the fact that so many people in the 
manufacturing and distributing fields 
are on vacation. The most important 
changes reported are a decline from 20, 
10 and 7% per cent to 30 and 20 per 
cent in one kind of Yale & Towne hoist, 
a reduction of $1 each in radio tubes 
and of $2.50 in one make of loud 
sneakers, and an advance of Ic. to 3c. 
in some makes of sash cord. 
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Demands Growing—F armers Buying 
—Factories Busier in Middle West 


(Chicago office of HARDWARE AGE) 

ONDITIONS continue to improve in this section. It 

was pointed out in this column when an improve- 

ment was felt although concrete evidence was not 
available and it was reported when the actual evidence 
Now there is no ques- 
tion about better conditions being present both theoret- 
The volume of orders and the 
amount of business being received in this section shows 
conclusively that there is a much better demand for 
According to government reports the pur- 
chasing power of the farmer’s dollar improved 10 points 
in June and the report for July will show a still larger 
Orders from agricultural sections are proving 


began to make its appearance. 


ically and practically. 


hardware. 


gain. 
that the farmer is again buying. 


Manufacturers, who were somewhat pessimistic a few 
weeks ago, are very much encouraged over the outlook. 
It is almost safe to say definitely that the corner has been 


AUTOMOBILE ACCESSORIES.—Sales 
are showing an improved tone, due to 
the tourist demand. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 
Spark Plugs.—Splitdorf, 50c. each; 


Regular, 58c. each; Champion X, 45c. 
each, lots of 100, 4ic. each; Champion 
Blue Box line, 53. each; A. cs, oan. 
58c. each; lots of 100, 56c. each; A. 
Special Ford, 44c. each. 

Spot Lights.—Anderson No. 3280, 
$6.50 each; Stewart, $5.67 each. 

Horns.—E. A. Electric (Ford), $4 
each. 

Jacks.—Reliable Jacks, No. 46, 
$2.50 each; in lots of 10, $2.25 eaeh; 
Ajax, No. 6, 90c. each; National Stan- 
dard No. 21, $1.20 each. 

Pumps. —Rose 1%-in. cylinder, $1.55 
each. 

Chains.—Non-skid, dozen pair lots, 
33% per cent discount; 50 pair lots, 
40 per cent discount. 

Tires and Tubes.—30 x 3% over- 
size cord tires, $10.45 each; regular 
cord, $8 each; gray inner tubes, 30 
x 31%, $1.20 each; red inner tubes, 
30 x 31%, $1.50 each. 


AXES.—Sales are only moderate ex- 
cept on the lower priced grades. No 
price changes expected during 1924. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality single 
bitted unhandled axes, 3 to 4-lb., $14 
doz. base; double bitted, $19 doz. 
base; good quality black unhandled 
axes, same weight, single bitted, $13 
doz. base; single bitted handled axes, 
$15 to $22 per doz., according to qual- 
ity and grade of handle. 


BOLTS AND NUTS.—A _ decidedly 
firmer tone is manifest. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Carriage bolts, cut 
thread, 50-5 per cent discount; small 
carriage bolts, rolled thread, 50-10-5 
per cent discount; machine bolts, cut 
thread, 50-10-5 per cent discount: 
» small ‘machine bolts, rolled thread, 
60-5 per cent discount; all stove 
bolts. 75-5 per cent discount; lag 
screws, 60-5 per cent discount. 


BUILDERS’ HARDWARE.—Sales con- 
tinue to hold to a high level. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 3%x3™% steel butts, old 
copper and dull brass finish, $3.66 per 
doz. pair; 4x4 steel butts, old copper 
and dull brass finish, $4.92 per doz. 
pair; heavy steel bevel inside sets, 
case lots, $7.80 doz.; steel bit-keyed, 
front door sets, $1. 90 per set; wrought 
brass bit-keyed front door sets, $3.25 
per set; cylinder front door sets, $7.50 
per set. 


figures. 


CHAIN.—Normal sales are reported on 
light chains. 


We quote from jobbers’ stocks, 
f.o.b. Chicago; %-in. proof coil chain, 
58. 50 per 100 lb.; Tenso coil chains, 
50-10 per cent off list; No. 00-4% 
electric welded cow ties, $2. 75 per doz. 


COPPER RIVETS AND BURRS.—A 
good demand continues. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Copper rivets and 
burrs, 40-10 per cent discount. 


EAVES TROUGH AND CONDUCTOR 
PIPE.—An improvement is_ reported, 
due to lower prices. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Single bead lap joint 
gutter, 5-in., $4.50 per 100 ft.; Cor- 
rugated conductor pipe, 3-in., $4.85 
per 100 ft.; Plain ridge roll, 1%-in., 
$3.80 per 100 ft.; Corrugated conduc- 
tor elbows, 3-in., $1.36 doz. 


ELECTRICAL AND RADIO MER- 
CHANDISE.—No price changes have 
been reported. There is a brisk de- 
mand for batteries at this time of the 
year. 
We 
f.o.b. 


quote from jobbers’ stocks, 
Chicago: : 
Electrical Merchandise. — No. 14 
rubber covered wire, $7.25 per 1000 
ft.; in 1000 ft. lots, $7; No. 18 lamp 
cord, $14.50 per 100 ft.; in 1000 ft. 
lots, $13.75; 4-in. brush brass key 
sockets, 20c. each; two-way plugs, 
60c. each; in lots of 10, 52c. each; 
one-piece attachment plugs, § 13c. 
each; two-piece attachment plugs, 
each; dry cells, boxes of 50, 
. each; less than case lots, 34c. 


Radio B batteries 
” $1, 40 each: No. 767, $2.62 





No. 
each 


EYE HAMMERS AND SLEDGES.— 
Prices are holding and demand is good. 


766, 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Striking or black- 
smiths’ sledges, 5-lb. and heavier, 
10c. per Ib. 


FILES.—Sales continue to be good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: American files, 60-10 
per cent off list; Nicholson files, 50 
per cent off list; Disston files, 50-10 
per cent off list; Black Diamond files, 
40-10-5 per cent off list. 


FRUIT PRESSES AND CIDER 
MILLS.—Factories are getting many 
requests for rush shipments, showing 


level comparable to last year. 
not particularly active. 
others have bolstered up considerably. 


turned. Manufacturers’ stocks are low, jobbers’ stocks are 
not excessive and retailers are not carrying a large surplus 
of stock. Supply has been meeting demand and now that 
demand is increasing it is necessary to increase supply 
and this is making for better conditions all around. 
Implement manufacturers have come into the market 
rather freely for raw material in the last ten days. 
railroads have again become a large factor by restarting 
the purchasing programs they halted some weeks back. 
Other lines are showing an increased interest in raw ma- 
terial purchases but the demand as a whole has not yet 
gained sufficient strength to greatly increase production 
schedules or bring the volume of business up to last year’s 
Sales of merchandise have not yet reached a 


The 


Consequently prices are 
Some lines are still weak while 


that stocks are low—as the season ad- 
vances, delays are probable. Dealers 
who have not bought should get their 
orders in. 

We quote 


from jobbers’ stocks, 


f.o.b. Chicago: Juicy fruit presses, 
3-qt., $3.40 each; 6-qt., $4.20 each: 
12-qt., $5.75 each. Enterprise, No. 6, 


$5.50 each, No. 12, $7.30 each; Junior, 
$10 each; Medium, $13 each; Senior, 
$18 each; Extra large, $28 each. 

Cider Mills.—Junior, $21.75 each: 
Medium, $25.50 each: Senior, $38 
each; Self Feed, $16 each. 


GALVANIZED AND TIN WARE.— 
Manufacturers’ prices as a whole are 
remaining firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Competition galvan- 


ized after made water pails, not 
made of galvanized sheets with 
seams cemented, 8-qt., $1.95 doz.: 
10-qt., $2.20 doz.; 12-qt., $2.40 doz.; 
14-qt., $2.75 doz.; Galvanized wash 
tubs, No. 1, $6.35 doz.; No. 2, $7 
doz.; No. 3, $8 doz.; 5-gal. galvanized 


kerosene cans (galvanized breast), 


7 doz.;*«1-bu. galvanized baskets, 
6.75 doz. 
GARDEN HOSE AND LAWN 


SPRINKLERS.—Sales hhave not shown 
the usual volume, due to the continued 
wet season, but considerable stock is 
expected to be moved in the next 30 
days. 


We quote 
f.o.b. Chicago: 
quality, molded hose, 
per ft.; %-in., 
quality wrapped, 


from jobbers’ stocks, 
yarden Hose, good 
%4-in., 10%c. 
13c. per ft.; 3-ply, good 
%-in., 10c. per ft.; 
%4-in., 12c. per ft.; 4-ply, good qual- 
ity, wrapped, %-in., 12c. per ft.; %- 
in., 14c. per ft.; 5-ply, good quality, 
wrapped, %-in., 9c. per ft.; %-in., 
lic. per ft. Lawn Sprinklers, Rain 
King, $28 doz.; Original Fountain 
Sprinkler, $8 doz.; Rainbow, 38-in. 
high, $24 doz. 


GLASS AND PUTTY.—Sales continue 
to show some little improvement. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Single strength A, 25- 
in. bracket, 85 per cent discount; sin- 
gle strength A, 34 to 40-in., bracket, 
64 per cent discount; single strength 
A, all other brackets, 83 per cent dis- 


count; double strength A, all sizes, 
84 per cent discount. Putty—Pure 
grades, $3.50 per 100 Ilb.:; commer- 
cial, $3.20 per 100 Ib. 
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HATCHETS.—Demand is rather quiet 
better on the popular priced grades. 


No recent price changes. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality hatchets, 
No. 2 shingling, $11.20 doz.; first 
quality hatchets, No. 2 broad, $14.45 
doz.; Medium quality hatchets, No. 
2 shingling, $7.20 doz.; medium ‘qual- 
ity hatchets, No. 2, broad, $10.50 doz. 


HANDLED HAMMERS.—Sales_ con- 
tinue in moderate volume. Prices are 
considered reasonable, being 20 per cent 
to 25 per cent below prices at this time 


in 1923. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality, 16-o0z. 
nail hammers, $10.50 doz.; first qual- 
ity, 16 oz. machinists’ hammers, $7.85 
doz. Medium quality, 16-oz. nail 
hammers, $6 doz. 


HANDLES, TOOL.—Demand is fair 


with firm prices. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Axe Handles.—No. 1 hickory, $4 
doz.; No. 2, $3 doz.; second growth 
hickory, $5 doz.; finest selected sec- 
ond growth hickory, $6 doz. 

Hatchet and Hammer Handies — 
No. 1, 90c. doz.; finest second growth 
hickory, $1.50 doz. 


HANDLES, AGRICULTURAL. — The 


demand is still excellent. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Hay Fork’ Handles. — Straight, 
chucked and bored, best grade, 4%4- 
ft., $4.50 doz.; 5-ft., $5.50 doz.; XX 
414-ft., $4 doz.; 5-ft., $4.80 doz.; X 
4\%-ft., $2.40 doz.; 5-ft., $2.80 doz. 

Hay Fork Handles.—Bent, chucked 
and bored, best , aa with strap, 
ferrule and cap, 4l- a $7.50 doz.; 
5-ft., $8.50 doz.; XX bent, — strap, 


ferrule nod cap, She a 50 4\%- 
, $5.75 doz.; —_ 2 st 2 te "$4 .50 
ao: 2 — $5.50 07,5 . 7 bent, 41) - 


=: 

oe 0z.; 5-ft., i 

yh Fork Handles. sent, best 
grade, 4-ft., ‘ : a ‘ 
doz.; sue bent, 4-ft., $4.15 doz.; 4%- 
ia oz.; X bent, 4-ft., $2.60 
doz. ; tr “ft, $2.95 doz. 

Garden Hoe Handies ss 41,-ft., 
$3.45 doz.; X 414-ft., $2.40 doz. 

Garden Rake Handles. —XX 5%-ft., 
$5,25 doz.; X 5%4-ft., $3.25 doz. 

Shovel ‘Handles.—Regular pattern, 
XX 4%4-ft., $5.90 doz.; X 4%-ft., 
$3.90 doz.; D-handle, best grade, 
$7.95 doz.; x grade, $6 doz 

Spade Handles. — D- handle, ~'e 
grade, $7.75 doz.; X grade, $6 doz 


HINGES.—Satisfactory sales are re- 


ported. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Heavy strap hinges, 
in bundles, 4-in., $1.26; 5-in., $1.74; 
6-in., $2.12; 8-in., $3.54; 10-in., $5.43 
per doz. pairs; extra heavy T hinges, 
in bundles, 4- ae $1.90; 5-in., $2.01; 
§-in., $2.52: 8-in., $4.30; 10-in., $6.13 
per doz. pairs. 


ICE CREAM FREEZERS.—More sea- 


sonal weather has improved sales. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: White Mountain, 1-qt., 
$4.85 list; 2-qt., $5.65 list; 3-qt., 
$6.75 list; 4-qt., $8.25 list; 6-qt., 
$10.45 list; 8-qt., $13.50 list; 10-qt., 
$18 list; 12-qt.. $21.55 list; 15-qt., 

$25.60 list; 20-qt., $33.20 list; 25-qt., 
$42. 60 list; 0 1-qt., $4 list; 2-qt., 
$4.60 list: 3-qt., $5. 55 list; 4-qt., 
$6.80 list; 6-qt., ‘$8. 60 list; S-qt., $11.10 
list. All the above less 50 per cent 
discount. Auto Vacuum “Freezers, 
i-qt., $3.30 i 2- er 34 an 3-qt., 
$5.30 each; 65 each 


LAWN vohene AND G RASS 
CATCHERS.—Prices for next season 
have now been made and are 10 per cent 


lower on most grades. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Lawn Mowers.—16-in., ball bearing, 
5-knife, ll-in. wheels, $12.35 each; 
16-in., ball bearing, 4-knife, 10%-in. 
wheels, $10 each; 16-in. plain bearin,g 
4- knife, 10%-in. wheels, $8.65 each; 
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16-in. ball bearing, 4-Knife, 9-in. 
wheels, $8.85 each; 16-in. plain bear- 
ing, 4-knife, 9-in. wheels, $7.35 each; 
16-in. ball bearing, 4-kKnife, 8-in. 
wheels, $8 each; 16-in. plain bearing, 
3-knife, 8-in. wheels, $5.85 each. 

Grass Catchers. — Galvanized bot- 
tom, for 14 to 16-in. mowers, full 
packages, $8.80 doz.; galvanized bot- 
tom, for 18 to 21-in. mowers, full 
packages, $9.60 doz.; plain bottom, 
canvas, for 18 to 2l-in. mowers, 
$7.60 doz.; plain bottom canvas, for 
12 to 16-in. mowers, $5.90 doz. 


NAILS.—The reduction of 10 cents per 
keg announced last week has improved 


sales. 


We quote from jobbers’ stocks, 
f.o.b. Chicago; Common wire nails, 
$3.55 per keg base; cement coated, 
$2.80 per keg base. The extra for 
galvanized nails is now $2.25 for 1-in. 
— longer; $2.50 for shorter than 
-in 


OIL STOVES.—Better seasonal weather 


has improved the demand. 


We quote from jobbers’ stocks, 
f.o.b. Chleage: Old line New Perfec- 
tion 2-burner stoves, $17 each list; 
3-burner, $22 each list; 4-burner, $28 
each list; new Improved New Per- 
fection 2-burner, $22 each list; 3- 
burner, $28.50 each list; 4-burner, 
$35 each list; Superfex 2-burner, $36 
each list; 3-burner, $45 each list; 4- 
burner, $58.50 each list. All subject 
to 30 per cent discount. Lots of ten 
or more are subject to 30-5 per cent 
discount. 


PAINTS AND OILS.—This market held 


steady during the week. 


We _. from jobbers’ stocks, 
f.o.b. Chicag 
leased @ Bil. —Raw, barrel lots, $1.16 
per gal.; 5-barrel lots, $1.11 per gal. 
a per gal.; 5-barrel lots, $1.13 per 


gal. 
FRONTS eee lots, 94c. per 


ai. 

Denatured Alcohol.— Barrel lots, 
55c. per 

White Lead. ee Ib, kegs, $14.50; 
50-lb. kegs, $7.50; 25-lb. kegs, $3.80; 
12%-lb. kegs, $2. 

Dry Paste.—Barrel lots, 6c. per Ib. 

Shellac.—(4-lb. goods), white, $3.50 
per gal.; orange, $3.25 per gal. 

English Venetian Red.—In barrels, 
$3.50 to $6.75 per 100 Ib. 


PYREX WARE.—An improvement 
dealers’ sales is expected. 


We quote from jobbers’ stocks, 
- 7 cago: 
Pans.—No, 212, $7.20 doz.; 

~ se $12 a 

Casseroles. =~ eued. No. 167, $12 
doz.; No. 168, $14 doz.; No. 184, $12 
doz.; No. 184, $14 doz. 

Casseroles.—Oval, No. 193, $12 doz.; 
No. 197, $14 doz. 

Pie Plates.—No. 202. $6 doz.; No. 
203, $7.20 doz.; No. 209, $7.20 doz. 

Tea Pots.—2-cup, nes doz.; 4-cup, 
$24 doz.; 6-cup, $28 doz. 

Utility Pans.—No. 231, $8 doz.; No. 
232, $14 doz. 


ROOFING AND PAPER.—The active 


sales continue. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Best grade slate sur- 
faced prepared roofing, $1.95 per 
square; best talc surfaced, $2.35 per 
square; medium tale surfaced, $1.65 
per square; light talc surfaced, 95c. 
per square; red rosin sheathing, $58 
per ton. 


ROPE.—Rope is in unusually good de- 
mand for this season, due to the greater 
farm and building activities. Prices 
are firm, with no changes, though Ma- 


nila hemp is higher. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 1 Manila, stand- 


sisal, 13% to 15%4c. per Ib. 


SASH CORD.—Local prices on sash 


cord advanced. 


We quote from jobbers’ stocks, 
f.0.b. Chicago: No. 7 standard brands, 
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$10.55 per doz. hanks; No. 8, $12.10 
per doz. hanks. 


SASH PULLEYS.—Fair demand con- 
tinues to be reported. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common sash pul- 
leys, 50c. doz.; barrels, 54c. doz.; 
Common Sense, 2-in., 60c. doz.; bar- 
rels, 54c. doz.;: No. 105, 52c. doz.; 
barrels, 48c. doz. 


SCREEN DOORS.—Stocks are low and 
only pick-up business remains. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Screen Doors.—No. 266, 2-8 6-8, 
$23.15 i 3 a 296, 2-8 x 6- Ps “$28. 20 
doz.; No. , 2-8 x 6-8, $40 doz. 

Wi ndow p te, ns.—No. 1833, $5.30 
doz.; No. 2433, $6.50 doz. 


SCREWS.—A good steady volume of 
sales continues. Manufacturers claim 
that prices have reached bottom. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Flat head, bright 
screws, 80-5 per cent new list: round 
head blued, 78-5 per cent new list; 
flat head brass, 76-5 per cent new 
list; round head brass, 74-5 per cent 
_— list; japanned, 74-5 per cent new 


SOLDER AND BABBITT METAL.— 
Prices are holding at the levels an- 
nounced last week. 


We quote from jobbers’ stocks, 
f.0.b. hicago: Warranted, 0-50 
solder, $34 per 100 Ib.; medium, 45-55 
solder, $33 per 100 Ib.: tinners’, 40-60 
solder, $32 per 100 Ib. : high speed 
babbitt motel, $20 per 100 lb.; Stand- 
’ No. babbitt metal, $11. per 100 





STEEL SHEETS.—Local prices are 
very low and demand continues fair. 
Many larger firms consider present 
prices too low to be long continued. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 28-gage galvanized 
sheets, $5.60 per 100 Ilb.; 28-gage 
black sheets, $4.50 per 100 Ib. 


WHEELBARROWS.—A moderate vol- 
ume of business continues to be re- 
“ No recent price changes. 


uote from jobbers’ stocks, 
PP Chicago: Cemmon wood bar- 
rows, $3.50 each; common steel tray 
barrows, $4.25 each; steel leg garden 
barrows, $6 each. 


WIRE GOODS.—The demand has 
shown some little improvement, no 
doubt due to the reduction of 10 cents 
per 100 lb. on wire and staples an- 
nounced last week. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 8 black annealed 
wire, $3.45 per 100 Ib.: No. 9 gal 
vanized plain wire, $3.90 per 100 Ib.: 
Catch weight — 5 oo - cat- 
tle or hog wire, .25 per 100 Ihb.: 
80-rod spool PM hog wire, 
$3.67 per spool. Polished fence staples. 
$4 per 100 Ib.; 12-mesh black wire 
cloth, $2.10 per 100 sq. ft.; 12-mesh 
galvanized wire cloth, $2. 45 per 100 

ft.; 14-mesh bronze wire cloth, 
$6. 20 per 100 sq. ft.; Galvanized be- 
fore poultry netting. 45-10 per cent 
discount; galvanized after poultry 
netting, 45 per cent discount. 


WRENCHES.—Sales continue to show 
a fair volume. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Agricultural wrench- 
es, 60 per cent off list: Coes wrench- 
es, 40-10 per cent off list; engineers’ 
wrenches, 25 per cent off list: knife- 
handle wrenches, 40-10 per cent off 
list: Stillson, 70 per cent off: Trimo, 
§5-10 per cent off. 

Snap-On Wrenches.—No. 50, Radio 
and aouertens set, $4: No. 101 Mas- 
ter Service set, $15.25: No. 202, 
Heavy Duty set, $8.80: No. 303, Ford 
Master Service set, $14.85; No. 404, 
Universal Socket set, $7; No. 505B, 
Screw Driver set, $3.40, No. 900 set 
square sockets, $3.70. All Snap-On 
Wrenches less 40 per cent. 
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When a home builder sees 
that you are furnishing 
hinges which even he 
knows by name, he will 
surely respect your judg- 
ment on large items. 
The benefits of selling 
McKinney Hinges pyramid. 


‘a 


This McKinney Butt-Hinge designed espe- 
cially for painting adds the final touch to 
the painted interior so much in vogue. 


Ny 


l 





McKINNEY MANUFACTURING COMPANY, Pittsburgh, Pa. 
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Mid-Summer Quietness Characterizes 


New England Shelf Hardware Markets 


Boston Office of HARDWARE AGE. 
[waren are quiet in the New England shelf hard- 
ware market, and all indications are there will not 
be much doing the remainder of the month. Whaole- 
sale houses are devoting their energies to vacations, and 
retail dealers to cleaning up on odds and ends. Good 
market authorities in the wholesale market anticipate 
plenty of business this fall and winter. In regard to 
the future, one of the best market authorities says: 
“While I have every confidence in 1924 rounding out 
well, there is, as always, another side to the story. It is 
a well recognized fact that retail stocks are small. Job- 
bers’ stocks also are small. Everybody has been buying 
just as little as they could possibly get along with. In 
the light of events, that policy has been the safest one 
to follow. To my way of thinking, the manufacturer has 
regulated production by demands made upon him. In 
other words, the manufacturer has been curtailing. While 
I do not expect any shortage of goods when the fall buy- 
ing movement starts, it would not surprise me if jobbers 


encountered more or less difficulty in securing goods as 
fast as wanted. In that event, it will be everybody for 
himself. In that case, there is no telling what hardware 
values will do.” 

Heavy hardware houses report an improvement in ag- 
gregate weekly sales, in eight out of ten cases. People, 
they say, are still buying in a small way, but they are 
doing so more frequently than heretofore. Jobbers at- 
tribute improved business conditions to the growing belief 
among consumers that prices are on bottom. 

Mill supply firms also are beginning to feel better 
business. This news is significant, for it suggests a gen- 
eral improvement in New England industrial conditions, 
the one thing that the average merchant has been waiting 
for. But here again, individual purchases denote caution 
on the part of buyers. People are still feeling their way. 
There is no wild jumping in and covering on require- 
ments. It is, in other words, a healthy comeback in busi- 
ness. 


ABRASIVES.—In connection with the 
better mill supply business, comes the 
announcement by most jobbers that 
abrasives are in more active request. 
Buying embraces a wide variety and 
makes of goods, indicating that users 
are down to hard pan on supplies. 
We quote from Boston jobbers’ 
stocks: 
Emery Wheels—Aluminox, 65 per 
cent discount; carbolite vitrified, 50 
per cent discount; elastic and alumi- 


nox carbolite, 50 per cent discount. 
Pike line, 40 per cent discount. 


APPLE PARERS.—Apple parers are 
not moving as well as anticipated, al- 
though one of the largest local jobbing 
houses says it has noticed in recent 
years a gradual falling away in sales. 
Apple pies are just as popular as ever 
in New England, but grandmothers evi- 
dently have lost the art of making them 
since the movies, bridge, and automo- 
biles have become the vogue. The ladies 
put the apple pie up to the baker. 


We quote Boston jobbers’ 
stocks: 

Apple Parers.— 
doz. net; Rocking table, $12; 
turntable, No. 98, $12. 


BRUSHES.—Retail dealers, as a rule, 
are making a good clean-up on paint 
brushes. Every once in a while, how- 
ever, one runs across a firm still carry- 
ing large stocks. Collectively the sea- 
son has been a profitable one for the 
distributor. 


CARTS AND WAGONS.—Although a 
long way from active, the market for 
carts and wagons is more so than it 
usually is at this time of the year. Job- 
bers attribute conditions to limited buy- 
ing by certain retail dealers earlier in 
the year. 
We quote 
stocks: 
Kiddie Kars.—No. 101, $1.50 earch 
net; No. 102, $2; No. 103, $2.50; No. 
104, $3: No. 105, $3.34. 
Pedal —_ 154, 
No. 155, $4.6 
Kiddie Karts.—No. 301, $2.33 net 
each: No. 302, $3; No. 303, $3.67; 
No. 304, $4.34: No. 305. $5.67. 
Kiddie Koasters.—Rubber tire, No 
705, $9 each net: No. 706, $10 
Red Racer. —Ww agon, No. 636, 5 
each net; in lots of six, $4.80. 


from 


‘Little Star, $9 per 
Goodell 


from Boston jobbers’ 


$4 each net; 


CHALK LINES.—The recent reduction 
in chalk lines evidently reminded quite 
a number of retailers that stocks were 
low. At least, business has taken a 
little spurt during the past fortnight. 
We quote from Boston jobbers’ 
stocks: 
Chalk Lines.—Monarch brand, No. 
0, $5.75 per gross net; No. 1, $6.15; 
No. 2, $6.50. 


CHURNS.— Churns, more especially 
the smaller kinds, continue to move out 
of jobbers’ stocks with regularity. 
There is nothing especially significant 


in retail demands, however, say the 
wholesale firms. 

We quote from Boston jobbers’ 
stocks: 

Hand Churns.—Glass 2-qt., $14 a 
doz. net; 3-qt., $17.75; 4-qt., $23 
Metal l-gal., $2.30 each net; 2-gal., 
$2.75; 3-gal., $3.50; 4-gal., $4.25; 6- 
gal., $5.25. 


CLAM DIGGERS.—With the vacation 
season at its height, seashore retail 
hardware dealers evidently are selling 
more clam diggers. At least current 
orders being booked by the wholesale 
Boston houses suggest so. It is quite 
evident that some retail stocks, at least, 
were close to rock bottom. 


We quote from Boston jobbers’ 
stocks: 

Ciam Diggers.—Six tyne, 26-in. 
handle, $14.30 per doz. net; six tyne, 
extra heavy, 26-in. handle, $19.10; 
Ipswich pattern, four tyne, riveted, 
ort broad flat tynes, 26-in. handle, 
11.50. 


CORN CUTTERS.— Due to a pro- 
tracted dry spell the outcome of the 
corn crop in this section of the country 
is more or less uncertain. The quality 
of sweet corn arriving on the Boston 
market is exceptionally poor, and prices 
for most of it are so low it hardly pays 
the farmer to send it to town, and fod- 
der corn is backward. Corn cutters, 
nevertheless, are in demand, sales for 
the past week being quite satisfactory. 


We quote from Boston jobbers’ 


stocks: 

Corn Cutters.—Vermont, $3 a doz. 
net: Wallingford, spring steel. No. 
6c, $5.35: Brooks corrugated, $4. 


CUTTING TOOLS.—Things are begin- 
ning to look up in the cutting tool mar- 


ket. Buying is a long way from ac- 
tive, yet it is so much better than it 
was last month the jobbing houses are 
quite optimistic. Current orders call 
for most sizes and many makes. 

from Boston jobbers’ 


Drills.—Carbon sizes up to 1%%-in. 
tapered, and straight shank, 60 per 
cent discount to 60 and 10 per cent 
discount; fit stock drills, 60 per cent 
discount; center drills, 65 per cent 
discount; drills and countersinks 
combined, 20 per cent discount; 
ratchet drills, 30 per cent discount; 
wood boring brace bits, 50 per cent 
discount; high speed drills, 50 and 10 
per cent discount; jobbers’ letter and 
number sizes, 50 and 10 per cent dis- 
count; electricians’ drills, 10 per cent 
discount. 

Reamers.—Bit stock, 20 per cent 
discount; bright square and :_ 
standard makes, 65 per cent discount; 
checking, 25 per cent discount; ta- 
pered pins, 40 per cent discount; es- 
cutcheon pins, 45 per cent discount; 
small fluted rose and socket reamers, 
20 per cent discount. 


FLY PAPER, RIBBON AND SPRAYS. 
—tThe fly season, like the crops, started 
late this year, consequently retail deal- 
ers were slow in covering on paper, rib- 
bon and spray requirements. The past 
fortnight has ushered the fly in with all 
its oldtime pest qualifications, conse- 
quently the demand for destroyers is 
fairly brisk. 


We quote from Boston jobbers’ 
stocks: 

Fly Paper.—Improved, handy, $1 
per carton; in five carton lots (case), 
$4.50 per case. 

Ribbon.—Tanglefoot, $1 per carton; 
case lots, four cartons, $3.60 per 
case. 

Sprays.—Half pints, $4 per doz.; 
pints, $6: quarts, $10; gallons $32. 
—— pints, $2.80 per 

OZ 


Swatters.—Favorite, cord bound, $8 
per gross; Sure-Hit, $7. All prices 
are net. 


FOOTBALLS.—The retail trade is not 
warming up to footballs very well so 
far. A year ago quite a few had or- 
dered their fall requirements by this 
time. Jobbers are confident that the 
usual number of footballs will be sold 
before snow flies, however. 

from Boston jobbers’ 


with 


ae quote 
stoc 


Footballs. —Boys’ complete 
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Above: A typical Oliver 
garage equipped with Slidc- 
tite Garage Door Hard- 
ware. Left: A group of 
Oliver-built dwellings in 
Evanston, Illinots. 











NE of America’s foremost builders of homes to sell is 

David Oliver of Evanston, Illinois. His reputation as a 
master builder has spread throughout the entire Chicago dis- 
trict, bringing him the patronage of that city’s most discrimi- 
nating home buyers. 


Garage Door 
Hardware 


Naturally, only the best of materials enter into an Oliver-built 
house. And the same is true of the garages which go with them. 
After careful investigation of all makes of garag’e door equip- 
ment, Mr. Oliver has standardized on Slidetite Garage Door 
Hardware for the garages which he builds. 


Slidetite equipped garage doors slide and fold to one side, 
completely out of the way. ‘They cannot blow shut when open, 
and are absolutely rattle-proof and weather-tight when closed. 
Slidetite is the only practical door hanging system for open- 


Also exclusive manu- 
facturers of  Aik- 
Way Multi-fold Win- 
dow Hardware and 
other nationally - ad- 
vertised items of 














ee ee ad ings of any width up to 30 feet. It can be applied to doors 
Catalog A-20. = opening in or out, whichever is preferable. 
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bladders, No. 3, $9 per doz. net; No. 


4, $12; No. 5, 

Bladders. —For No. 3 and 4 foot- 
ary $3.50 per doz.; net; for No. 5, 
4.50. 


FRUIT PICKERS.—The fruit picker 
market retains some degree of activity, 
but the average retail dealer is buying 
in a conservative manner. 

We quote from Boston jobbers’ 


stocks: 
Fruit Pickers.—Peerless, No. 299, 


without wire-wound socket, $5.50 per 
doz. net; Perfect, No. 327, $5.50. 


HOSE AND ACCESSORIES.—tThe de- 
mand for hose is hanging on in larger 
volume later than usual, due to the dry 
weather. Many localities have re- 
stricted the use of hose, but collectively 
New England’s water supply for drink- 
ing and other purposes is ample, and 
people are using a lot of hose. 


We quote from Boston jobbers’ 
stocks: 

Rubber WHose.—%-in., in  50-ft. 
lengths, Commercial, 8c. per ft. net; 
Pointer, 9%c.; Leader, 9%c.; Olympia 
(wire wound), 10c.; Good Luck, llc. 
Vim, 10%c.; Milo, 12%c.; Bull Dog, 
13%c. For 25-ft. lengths add wc. 
per foot. 

Reels.—Hose, Reel-Ezy, $18 per 
doz. net; Victor, $2 each net; Wirt 
& Knox, $3.75 each net. 

eens friction, 45c. per 
lb. net 

Washers.—Good Luck, 60c. per 
gross net. 

Sprinklers.—Rain King, $2.33 net. 


HOISTS.—The Yale & Towne Mfg. Co. 
is out with a new list on hoists dated 
Aug. 1 which shows minor important 
changes here and there. The only 
change of moment is in spur geared 
blocks, heretofore 20, 10 and 7% per 
cent discount, now 30 and 20 per cent. 

We quote from Boston jobbers’ 
stocks: 

Hoists.—Yale & Towne line, spur 
geared, 20 and 7% per cent discount; 
screw geared (side wheel type) 30 
and 20 per cent; differential, 60 and 
5 per cent. Chisholm-Moore line, 
high speed, 30 and 10 per cent dis- 
and 10 per cent; trolley, 35 and 10 per 
cent discount; direct differential, 65. 
10 and 5 per cent; anti-friction, 35 
and 10 per cent; trolley, 35 and 10 per 
cent. 

MOPS.—Mops appear to be in unusual- 
ly good demand for this time of the 
year. Here again the individual order 
placed is small, but a good many retail 
houses apparently have become sudden- 
ly shy of mops. 

We quote from Boston jobbers’ 


stocks: 
Mops.—O-Cedar line, without han- 


dies, No. 4, $12 per doz., list: No. 10, 
$18; No. 11, $18: dry duster, No. 9, 
$12; handles. $3 per doz. extra 
Floor, No. 22, $2 each. and, No. 
44, $6 per doz. Clothes, No. 51, $4.20 
doz. Discount, 3314 per cent. 
Cotton Mops.—Eureka line, 9-lb. 


twine, $4 per doz.; 12-lb. twine, $5.35. 
Yacht mops, 12-o0z., 85.75; 1-Ib., $6.50. 


POTATO DIGGERS.—Additional pur- 
chases the past fortnight have filled up 
those important retail distributors of 
potato diggers. The market today, con- 
sequently, is inactive. 


We quote from Boston jobbers’ 
stocks: 

Potato Diggers.—Five oval prong, 
goose neck, $11.10 per doz. net; bent 
head, $11.10; six oval prong goose 
neck, $12.05; bent head, $12.05. 


POULTRY SUPPLIES.—Of the many 
futures that jobbing houses are anxious 
to secure orders for, brooders and in- 
cubators are by far the best sellers. 
Possibly the fact that dressed and live 
poultry, as well as hennery egg prices 
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average considerably better than a year 
ago, account for the willingness of the 
retail dealer to cover his wants. In 
other words, he has something definite 
to pin his fatih on public buying a little 
later in the year. 


We quote from Boston 
stocks: 
Incubators.—Buckeye line, oil and 
gas on No. 1, $26.25 each, net; 
No. $31.15; No. 3, $40.43; No. 4, 
$47 “60. No. 5, $74.90; No. 14, $11.55; 
No. 16, $19.25; No. 17, $25.73. Queen 
line, style K, No. 20, 70 egg capacity, 
$16.50 each: No. 21, 1 ae goSEe $27.50: 
N 22, 220 eggs, $36. No. 1, 85 
hes f 50; No. 2, +7 y Re... $37.50: 
$44.50; No. 4, 275 


jobbers’ 


$132: No. 45, 1000 eggs, Dis- 


$157. 
count, 30 per cent. 

Brooders.—Buckeye line, coal, No. 
18, $15.05 —— net; No. 19, $18. s; 
oil Rae my No 0. $8.23; No. 
$10.8 33 No. 22, No. 25, 
burn $21: No 27A, oil burner, 
$1 2.25: "No. 28A, $14: No. 29A, $15.75: 
Queen line, No. 1, 600 chick capacity, 
$21.50 each: No. 2, 1200 chick capaci- 
ty, $26.50. Discount, 30 per cent. 


PRESERVING ACCESSORIES.— The 
general public is not going into the 
preserving game as readily as they 
have in former years. Current pre- 
serving accessory sales demonstrate 
this fact. Berries were high this year. 
Peaches, on the other hand, are quite 
cheap, and early apples (just the thing 
for jelly) are very reasonable in price. 
Mrs. New Englander’s attention appa- 
rently is diverte’, Preserving accesso- 
ries are selling slowly, according to both 
wholesale and retail merchant. 


We quote from Boston jobbers’ 
stocks: 

Preserving Accessories. — Rubbers, 
Good Luck and Mason, 80c. per gross, 
in case lots; 7ic. per gross with 5 
per cent discount, in ten case lots. 


PRESSES.—tThe retail dealers’ interest 
in presses likewise is lukewarm, al- 
though occasionally one of them orders 
quite a few. Jobbers feel that possibly 
another month will see a marked im- 
provement in business. 


.." 


We quote from Boston jobbers’ 
stocks: 

Presses.—Fruit, Brownie, 8- qt» 
$4 net: Dutcher, No. 00, $6.7 


No. 0, $8.50; No. 10, $12; No. 20, $19 


RADIO GOODS.—Cunningham and R. 
C. A. Products radio tubes, formerly 
listed at $5 are now $4. The discount 
remains at 25 per cent. The Western 
Electric’s No. 522W loud speaker tele- 
phone unit has been reduced from $12 
to $9.50, with the usual discount of 30 
per cent. 


We quote from Boston jobbers’ 
stocks: 

Meters.—Sterling ammeters, No. 24, 
35 amps., i? each net; voltammet- 


ers. No. . 385 amps., 90c. each; 
v2 + ig No. 34B, 9 to 30 volts, 
$1.50 each; No. 34C. 6 to 50 volts, 


$1.85. 

Batteries.—For sets, are quoted in 
less than unit and unit packages, net, 
as follows: 


Les 

No. Unit Tinit 
Sar eee $1.05 $.97 
eer ee 1.22 1.44 
Da «vssuscecessucoeteéeh 1.49 1.30 
at. pases ttetekeneueanen 2.62 2.44 
Tn cegndéuins bt ewan eedenmel 3.09 
DE 56266nbbbeude beoeens 2.62 2.44 
SUE. 06%44n50000s"05<o64% .42 .39 

Battery Charge.—Apco line, in 


lots of less than 10, $13.50 each net. 
Tubes. —Cunningham and R. C. A., 
$4 list. Discount 25 per cent. 
Loud Speakers.—Western Electric 
ale $9.50 list. Discount 30 per 
cent. 





August 14, 1924 


SASH CORD.—Running true to rumor 
of a week ago, there has been an ad- 
vance in sash cord in the Phenix and 
Sachem lines, amounting to lc. to 3c. 
a pound. 


We quote from Boston jobbers’ 
stocks: 
Sash Cord.—Acme, No. 6, 53c. a 


Ib.; No. 7, 54c.; Nos. 8, 9, 10 and 
12, 55c Sachem, No. 7, 49c. a lb.; 
No. 8, 52c. Samson spot, No. 7, 


85c. a Ib. ; Nos. 8, 9 and 10, 84c. 


SINKS.—There is a good steady call 
for sinks, say jobbers. It has been suffi- 
cient the past month or so to draw down 
wholesale stocks to small proportions. 


We quote from Boston jobbers’ 
stocks: 

Common iron Sinks.—2%-ft., $4 
each, net; 3-ft., $4.60; 3%4-ft., $5.75. 


TAPS AND DIES.—Some improvement 
is noted in the current demand for taps 
and dies. As yet it has not assumed 
noticeable proportions, but nevertheless 
is an improvement, which is_ highly 
pleasing to both the wholesale and re- 
tail trade. 


We quote from Boston jobbers’ 
stocks: 

Taps.—Winter Bros. ltne, hand 
taps, smaller than %-in., 50 and 10 
per cent discount; 4 to %-in., 40 per 
cent discount; to % in., 33% per 
cent discount; }4 to 1 in., 25 per cent 
discount: 1% to 2 in., 15 per cent dis- 
count; 21% to 2% in., list plus 10 per 
cent. Machine screw ps, No. 13 
and smaller, 50 and 10 per cent dis- 
count; No. 14 and larger, 40 per cent. 
Stove bolt taps, + in., 50 and 10 per 
cent; 4% in. and larger, 40 per cent 
discount. Nut taps, # to 1 in., 30 
per cent discount; 1% to 2 in., 10 per 
cent; 2% to 2% in., list plus 10 per 
cent. Pipe taps, (right hand) % to 
1 in., 60 per cent discount; 1% to 2 
in., 65 per cent; 2% to 3 in., 45 per 
cent; 3% to 4 in., 30 per cent. Pipe 
taps (left hand), % to 1 in., 33% per 
cent discount; 1% to 2 in., 25 per 
cent; 2% to 3 in., 15 per cent; 3% 
to 4 in., list. Round adjustable dies, 
all sizes, 20 per cent discount. Solid 
square bolt dies, 25 per cent. Solid 
square pipe dies, 35 per cent. 

Dies.—Card line, all sizes, 10 per 
cent discount. Taper, regular hand 
and spiral fluted, 1-16 to 15-64 in., 55 
per cent discount; 4 to *% in., 40 per 
cent; ye to % in., 35 per cent; #4 to 1 
in., 30 per cent. Machine screw taps, 
No. 12 and smaller, 55 per cent dis- 


W ALLBOARD. — Wallboard continues 
cent discount. Taper, regular hand 
to sell well. Jobbers, in some instances, 


have been obliged to replenish stocks 
to fill current business. One of the 
largest local jobbers has sold more of 
this material than ever before in any 
one previous season. 

We quote from Boston jobbers’ 


stocks: 
Wallboard.—Regular, +-in. thick, 
$32.25 per 1000 sq. ft.; Super, +;-in. 


thick, $36 per 1000 sq. ft. net. 


WIRE CLOTH.—Belated buying of 
wire cloth is still in order. Naturally, 
however, retailers are buying in a 
hand-to-mouth manner. 


We quote from Boston jobbers’ 
stocks: 

Wire Cloth.—Black, 12 mesh, 24 to 
48 in.. $2.40 per 100 sq. ft.; 18, 20 
and 22 in., $2.50; 14 mesh, $2.90. 
Pearl, 13 mesh, 4%c. per sq. ft.;: 14 
mesh, 4%c. Golden bronze, 14 mesh, 
$7.85 per 100 sq. ft. 

Hexagon.—Galvanized, 45 per cent 
discount. Square mesh, 24 to 44 in., 
$5.65 per 100 sq. ft.; 12 to 20 in., 
$5.90. 


Reading matter continued on page 66 














August 14, 1924 HARDWARE AGE 65 


















































— | 
& «a 
’ a > pat ) ~N 
—~— , i i 
s eee 
cou > re (MOLLE K 
| ab sans] | R)mepe| 
GaF' [aR [Lak RveseRs! 
A\| Z 





The live hardware 
dealer says: 


“I Sold a Full Equipment 


‘‘A customer of mine has bought 
a new home with a large garden. 
Naturally, she is going into home 
canning. 


‘She bought the best of everything 
—cooker, lifters, parers, Jars, etc. 
All these will last her several seasons, 
but since there are new home canners 
every year I need not worry. 


BOSTON “The exception is the 2-gross con- 

“a on & tainer of GOOD LUCK Jar Rings. 
nein tie She will come back every year for 

me caeaee those. GOOD LUCK Jar Rings 
a lle Fee yo are a fine repeating commodity for 

BULL DOG, a hardware man.” 

GOOD LUCK 

and MILO 


Also 


Good Luck Jar Rings 
Good Luck Hose Washers 
Bull Dog Friction Tape 























66 


HARDWARE AGE 


Current Demands in New York 
(,ood But Orders Are 
Small 


ATCHES were reduced 10 per cent 
and solder was advanced 3 cents 


per pound in the New York whole- | 


sale market during the past week. No 
other price changes of any moment were 
reported. Current demands are good 
but most of the orders being placed by 
retailers are for small lots. 
weather during the past week helped te 
stimulate sales of summer lines such 
as freezers, hose, hose accessories and 
sprayers. 

There is some talk in the local mar- 
ket about the possibility of higher prices 
this fall. Some jobbers believe that 


The hot | 





there will be advances on some lines, | 


but few of them look for any drastic 
change of prices. Fundamental condi- 
tions, it is believed, are sound and the 


wholesalers, that manufacturers will 
make any big price alterations. 

Future orders are small and the at- 
titude of the retail trade seems to be 
one of watchful waiting. As the colder 
weather sets in it is believed that there 
will be stronger buying but no vigoy- 
ous activity is looked for until con- 
sumer demands are well under way. 

Local collections are fairly good and 
jobbers seem to be fairly well satisfied 
with deliveries. Many manufacturing 
plants are said to be busier than they 
have been for several months, prepar- 
ing for fall and winter business on 
orders in hand. Jobbers for the most 


_ part will probably have to carry larger 
stocks this year than they had intended 


fact that demands are getting stronger | 


will make it unlikely, in the opinion of 


Cider Presses Arouse 
Fall Interest 


Cider presses are in season now, and 
are being bought in fair quantities by 
the local trade. 


Jobbers’ quotations to retailere, 
f.o.b. New York: 

Cider presses (Boss), No. 1, $6.25 
each; No. 2, $7 each; No. 2%, $9.50 
each; No. 3, $12 each; No. 4, $15.50 


each. All of these have either wood 
or iron bars. Presses with hinged 
tubs add $1.50. 
Cider crushers, $6.25. 
Fruit presses, 2 qt., 
4 qt., $4.85 each; 6 qat., 
12 qt., $9 each. 


$2.98 
$6.50 


each: 
each; 


Screw Demand Steady 


The screw market is steady; demands 
are consistent and prices for the most 


part firm. 
Jobbers’ quotations to _ retailers, 
f.o.b. New York: 
Screws, flat head, steel machine 


screws, 70-10 per cent. 

Round head steel machine screws, 
70-10 per cent. 

Flat head brass machine screws, 
65-10 per cent. 

Round head brass machine screws, 
65-10 per cent. 

Flat head steel wood screws, bright, 
full packages, 75-20-5-5 per cent. 

Galvanized iron, 60-20-5-5 per cent. 

Flat head brass, 70-20-5-5 per cent. 

Round head blued, 72%-20-5-5 per 
cent. 
Round head nickel plated, 621%4-20- 
5-5 per cent. 

Round head brass, 67%-20-5-5 per 
cent. 

Prices vary in different sections of 
the city. 


Nail Market Weak 


Nails are weak, although no price 
changes have been made in the local 
market. Stocks are small but adequate. 


Jobbers’ retailers, 
f.o.b. 


quotations to 


New York: 





to early in the spring, because of the 
siow opening of the fall buying season. 


Nails.—W ire base 
kee. 

Cut nails, $4.35 base per Keg. 

Wire nails and brads, in small lots, 
79-10 per cent off list, in 1-lb. papers. 

toofing nails, 1 x 12, plain, $5.20 
per 100 lb.; galvanized, $8.20 per 100 
lb. 

American felt roofing 
10%, plain, $6.50 per case. 
ized, $10.25 per keg. 


nails, $3.75 per 


nails, % x 
Galvan- 


Batteries Holding 


Demands for batteries are holding up 


well. Prices are firm and stocks fair. 
Jobbers’ quotations to retailers, 
f.o.b. New York: 


Batteries.—Red seal, 26c. each. 
Radio batteries, No. 771, 42c. each; 


No. 763, $1.05 each: No. 768, $1.33 
each; No. 764, $1.22 each; No. 766, 


$1.40 each; No. 767, $2.62 each. 


Cappers Firm 


Strong demands continue for bottle 
cappers at steady prices. The same is 
true of bottle caps and jar rubbers. 
Jobbers’ stocks are ample and prices 
are holding for all of these items. 


quotations to retailers, 


“ork: 

metal base, No. 
bottle capper, 
bottle cap, 5-lb. 


Jobbers’ 
f.o.b. New 

Eveready 
each; Rimco 
each; Crown 
$1.10 per bag. 

Jar rubbers are being quoted in the 
local market at 80c. per gross in 12 
gross lots, and 85c. per gross for less 
than 12 gross lots. 


bag, 


Pail Interest Mild 


Moderate interest is reported for 
pails. Fall business is said to be slow 
in developing. 

Jobbers’ quotations 

f.o.b. New York: 

Galvanized pails, 8-qt., 19%c. each; 
10-qt., 22%c. each; 12-qt., 24%c. each; 
14-qt., 27%c. each; 16-qt., 33%ec. each. 


to retailers, 
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Little Interest in Cleaners 


Sidewalk cleaners are not attracting 
the interest that they did. The recent 
warm weather has retarded interest in 
inquiries. 


Jobbers’ quotations to. retailers, 
f.o.b. New York: 5 
No. 24, $4 per doz.; No. 26, $5.95 


per doz.: No. 27, $8 per doz.; No. 28, 
$9.50 per doz. 


Sash Cord Holding 


Since the advance of 4 and 5c. on 
sash cord last week buyers are said to 
have shown more interest in this line. 
Stocks are limited and there is said to 
be a certain amount of uncertainty 
about the future in this market. 

Jobbers’ quotations to retailers, 
f.o.b. New York: 

Phenix is being quoted at 52c. and 
5le. per Ib. and Etna 45c. and 44ec. 
per Ib. Prices vary in different parts 
of the city, according to different 
brands. 


Butts Continue in Good 
Demand 


The demand in the local market for 


butts and hinges continues to be one 
ot the main 


items of conversation 
among sellers. This demand has been 
strong all summer, primarily because 
of the amount of construction work 
that has been in progress. Stocks are 
apparently ample and prices are firm. 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 

Butts.—3'% x 3%, case lots, 24%c. 
per pair; in less than case lots, 24'4c. 
per pair. 


Rakes Slow 


Sluggish interest prevails for lawn 
rakes, although jobbers expect more 
interest to materialize early in the fall. 
Prices are holding and stocks are re- 
ported as fair. 


Jobbers’ quotations 
f.o.b. New York: 

Wooden Rakes.—Wooden hay rakes, 
12 teeth, two bows, 40c. each; same 
with three aluminum steel bows, 14 
teeth, varnished head, 63c. each. 

Lawn Rakes.—Three wood bows, 
24 teeth, 55c. each; same with 3 
aluminum steel bows, 24 teeth, 72c. 
each. 

Ladies’ Lawn Rake.— Two wood 
bows, 18 teeth, varnished head, 5-ft. 
handle, 50c. each. 

Wire Lawn Rake.—24 wire teeth, 
20-in. head, malleable socket, se- 
curely fastened to head, pinned teeth 
and head, 55c. each. 

renuine Yamada 95c. 


to retailers, 


lawn rake, 


ach. 

Steel Rakes.—Medium steel garden 
rakes, bronze finish, straight teeth, 
5\%-ft. ash handle, 12 teeth, 77c. each; 
14 ft., 8le. each; 16 teeth, 89c. each. 
Malleable, 12 teeth, 32c. each; 14 
teeth, 36c. each; 16 teeth, 40c. each. 


, 


Scoop Demand Better 


Local jobbers reported a stronger 
buying movement for furnace scoops. 
Prices are firm and stocks are appar- 
ently in good shape. 


Jobbers’ quotations 
f.o.b. New York: 

No. 2, steel “‘D’ handle, $5.50 per 
doz.; No. 2, wood “D’” handle, $7.25 
per doz.; long handled furnace 
scoops, $5 per doz.; Ideal “‘D’’ wood 
and long handle, $10 per doz. 


to retailers, 


Reading matter continued on page 68 
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(List Price) 
(List Price) Model 
Universal Junior 


Model 





$5 


(List Price) 


Parts-Kit 
Ws 


tas 


Shehs 


VEReee eS 


“Three Best Sellers!” 


HE Folberth “Universal” model has proven itself to be the best automatic 
windshield cleaner built. 38 automobile manufacturers have adopted it 
as standard equipment. Over a million are now in use. 


The Folberth “Junior” model is smaller and lighter than the “Universal.” With 
these two cleaners the Folberth dealer can satisfy the demands of every class 
of the automobile trade. ' 


The Folberth “Parts-Kit” includes a liberal quantity of cleaner parts, a free set 
of special installation and adjustment tools, and a generous supply of advertis- 
ing folders. The “Parts-Kit” makes ar’ attractive counter display and builds 
sales of Folberth parts. 


Ask your jobber or write us direct for full information. Start now to get your 
share of this fast growing business. 


THE FOLBERTH AUTO SPECIALTY COMPANY, Cleveland, Ohio 
SALES HELPS 
Send for large six-color window display and numerous other sales helps. If your jobber cannot 


supply you promptly write us direct. 


FOLBERTH 


WIADSHIELD CLEANER 


“Tt Cleans While You Drive” 
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Crab Traps Still Attract 


Interest 


Crab traps continue to attract buy- 
ers, although the demand has slackened 
somewhat. 


Jobbers’ quotations to retailers, 
f.o.b. New York: 

Crab traps, 60c. each. Nets, wood 
handle, 35c. each. 


Tree Stands Attracting 
Interest 


Interest in Christmas tree stands is 
limited to inquiries but local jobbers 
say that they have already received a 
number of advance orders for late fall 


shipment. 
Jobbers’ quotations to retailers, 
f.o.b. New York: 
Tree Stands (Crown).—No. 2, 66c. 
a No. 3, $1.10 each. Gem, 36c. 
each. 


Freezers Still in Demand 


Demands continue for ice cream 
freezers. The recent spell of hot 
weather increased the pick-up business 
in this line. Stocks are small and prices 
firm. 


Jobbers’ quotations to 
f.o.b. New York: 

Freezers, triple action, 91.15 each. 

Auto vacuum freezers, 1-qt., $3.33 


retailers, 


each; 2-qt., $4 each; 3-at., $5. 35 each; 
4-qt., $6.67 each. 

White Mountain freezers, 2-qat., 
$2.83 each; 3-qt., $3.83 each; 4-qt., 
$4.12 each; 6-qt., $5.03 each; 8-at., 
$6.75 each; 10-qt., $9 each; 12-qt., 
$10.78 each; 15-qt., $12.80 each: 20-qt., 
$16.50 each. 


Wire Goods Dull 


Pick-up interest only is reported for 
wire. Stocks are small and prices firm. 


Jobbers’ quotations to retailers, 
f.o.b. New Yor 


Barbed Wire.—50-ft. coil, 52c.; 100- 
ft. coil, 95c. 
Wire.—Annealed Line Wire, 12-lb. 


stone, ord No. 16, 85c.; No. 18, $1; 


No. 19, $1.0 

Galvanized wire, og 16, $1.08; No. 
18, $1.25; No. 19, $1. 

Galvanized steel wire, 100-lb. bun- 
dles, No. 4, $5.75; ~~" ,» $5.75; No. 8, 
$5.75; No. 10, $6; No. » 35; No. 14, 
$6.65. 10-Ib. bundles, No. 6, $7. 50; No. 
8, $7.55; No. 10, $7.80; No. 12, $8. 10; 
No. 14, $8.35. 


Staples.— Poultry netting staples, 

%-in., 1-lb. package, . per Ib.; 

re lb. box, 9c. per Ib.; 100 Ib. keg, 
4c. per lb. 

"Barbed wire staples, 1%-in., 25-Ilb. 
to ithe box, $7.50 per 100; 100-lb. keg, 
$6.75. Barbed wire staples, 1%-in., 
25 lb. to the box, $7.50 per 100: 100- 
Ib. keg, $6.75. 

Ribbon wire staples, 1%4-in., $6.75 
per keg. 

Poultry Netting.—From New York 
stocks, 45 per cent; f.o.b. Pittsburgh, 
45-5 per cent. 

Wire Cloth. — SNES 
f.o.b. New York 

Black wire cloth, 12-mesh, 
100 sq. ft. 

Galvanized wire cloth, 12-mesh, 
$2.75 per 100 sq. ft.; 14-mesh, $3.25 
per 100 sq. ft. 

Copper wire cloth, 14-mesh, $7.25 
per 100 sq. ft. 


quotations, 
$2.30 per 


Bronze, 14- mesh, $7.50 to $7.75 per 
100 sq. ft.; bronze, 16-mesh, $8.95 per 
100 sq. ft. 


f 
Wire cloth, galvanized square mesh 
cloth, a- in. ‘mesh, $5 per 100 sq. ft.; 
-in. 5.25 per 100 sq. ft.: 
Y, -in. aaah. "$5. 50 per 100 sq. ft. 
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Hose Active 


Although it is not indicative of gen- 
eral business conditions the current de- 
mand for garden hose and hose acces- 
sories is very strong. The reason is be- 
cause of the dry, hot weather that has 
prevailed for some weeks. Jobbers’ 
stocks are badly broken. Prices are 
firm. 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 

Molded hose, llc. per ft. for 265-ft. 
lengths and 10%c. for 50-ft. lengths. 

Garden Hose.—4-ply, 8%c. per ft.; 
5-ply, 9%c. per ft.; 6-ply, llc. per ft. 
Good Luck brand, llc. per ft. Milo 
brand, 12%c. per ft. Bull Dog brand, 


13%c. per ft. 
Nozzies.—53c. each; less 5 per cent 
for boxes. 


Couptings.—Brass, %, % and %-in., 
10%c 
Hose Clamps. — Galvanized, %, 


and %-in., $2, $2.05, $2.15 es - tively 
BS 100; brass, same sizes, » $3.10, 
3.20 respectively per 100. 

Hose Menders.—(Cooper’s), % a 


%-in., 6c. each; (Perfect Clinch), ih, 
Bg and %-in., Tic. each. 

Hose Reels.—M. & K. No. 2, $2.95 
each; No. 10, $3.90 each; No. 20, $4.45 
each. Victor, $2.05 each. 


Sprayers Low 


The same condition reported for hose 
holds good for sprayers. The demand 
is strong and stocks low. 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 

Sprinklers. — Sheet brass, 8 in. in 
diameter, 59c. each; sprinkler, cres- 
cent shape, top polished wrought 
brass, bottom galvanized steel, 
throws all water to the front and 
sides, 8%-in. base, 58c. each; sprin- 
kler, 11 in. high, mounted on heavy 
malleable iron sleds, 3 brass arms, 
other parts japanned, $1.38 each; 
sprinkler, 20%-in. high, 3 brass arms, 
$2.25 each. Rain King lawn sprin- 
klers, $2.33 each. 

Sprayer.—Tin, will spray all kinds 
of liquid, capacity 1 qt., length 10 
in., 25c. each; same, onoacity a qat., 
length 14 in., 31c. each. 

Junior Sprayer. — Galvanized steel 
tank, 20 in. long, 7% in. in diameter, 
riveted and soldered, brass pump and 
valve, capacity 4 gal., shoulder strap, 
heavy rubber tube, automatic shut- 
off nozzle, $5.25 each; bucket pump, 
working parts all brass, handle and 
foot rest malleable iron, equipped 
with 3 ft. %-in. hose with ray 
nozzle, $3 each; continuous ee eT 
galvanized, 90c. each; brass, $1.1 
each. 


Latches Down 10 Per Cent 


A drop of 10 per cent was made on 
Yale latches during the past week by 
jobbers in the New York district. De- 
mands are fair; supply ample. 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 
Yale latches, No. 042, $1.56 each; 


No. 043, $1.56 each; No. 44, $2. 81 
each; No. 45, $2.50 each; No. 46, $2.50 
each. Dead locks, $1.87 each. No. 


750 Huber latches are being quoted 
at $1.29 each. 


Stove Goods Queries 
Reported 


Stove pipe elbows and collars, stove 
lifters and dampers and kindred lines 
are being quoted for late fall deliver- 
eries by local jobbers. As yet the de- 
mand is more or less limited, but job- 
bers report inquiries. 


Reading matter continued on page 
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Jobbers’ westations to retailers, 
f.o.b. New Yor 

Dampers, 4% in., 10c. each; 5 in., 
10c. each; 5% in., “lic. each; 6 in., 12¢. 
each; 7 in., 18c. ‘each. 


Stove pipe —. 4% in., 13c. 
each; 5 in., 14c. each; 5% in., 16%c. 
- 6 in., 18c. each. 
Stove lifters, 1 “in., 6c. each; 2 in., 
Tc. each. 
Stove pipe collars, . in., 3c. each; 


4% in., 4c. each; in., ine each; 
5% in., 5c. each; 6 in., 5%c. each. 


Buck Saws Moving 


Buck saws are being moved in small 
quantities to suburban and rural dis- 
tricts. Stocks are reported adequate 
and prices firm. 


Jobbers’ quotations to retailers, 
f.o.b. New York: 

Buck 3A in. blades, No. 50, 
80c. each; No. , $1.20 each; No. 45, 
$1.28 eac ch. 

— bucks are being quoted at 54c. 
each 





Winter Quotes 


Ames long-handle snow shovels are 
being quoted locally at 82c. each. Sled 
backs are being quoted at 75c. each. 
Snow pushers are being quoted: 18-in., 
$1; 24-in., $1.40; 31-in., $2.75 each. 


Solder Up 3 Cents 


Solder was advanced 3c. per pound by 
local jobbers during the past week. 
Stocks are moderate and the demand 
said to be strengthening. 


Jobbers’ quotations to. retailers, 
f.o.b. New York: 

Bar solder, 35c. per lb. Strip solder, 
41c. per lb. Kester solder, acid or 
rosin core, 61c. per Ib 


Garage Door Sets 
Selling Well 


Demands are vigorous for garage 


door sets. Stocks are fair and prices 
are holding well. 
Jobbers’ quotations to retailers, 
f.o.b. New Yor 


oerem Sets. —(Stanley, 1776J). Lots 
of 6, $2.95 per set. In lots of less 
than 6, $3.10 per set. 


Expect Higher Bolt 


Prices 


Some local jobbers still apprehend the 
possibility of higher bolt prices. De- 
mands are strong and stocks ample for 
current needs. 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 

Bolts. — Common carriage bolts, 
small, 50 per cent; large, 40-10 per 
cent 

Machine bolts, small, 50 to 50-10 
per cent; large, 50 to 50- 10 per cent. 

Lag screws, 50 to 650-10 per cent. 

Stove bolts, 75-10-5 per cent; both 
flat and round head. 

Sink bo!ts, 75 to 75-10-5 per cent. 

Tire bolts, 45 to 50 per cent. 

Step bolts, 33% per cent. 

Screw anchors, 75-10 per cent. 

Lag screw shields, 80 per cent. 

Machine bolt shields, 65 per cent. 

Prices vary in different sections of 
the city. 

Sorin cotters, 30 per cent. 

Copper rivets and burrs, 40 per 
ent. 

Round head iron rivets, 60-5 per 
cent; 10-in. rivets, black and tin, 
60-10 per cent. 





Cap screws, 80 per cent. 
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————————— Out of | IO.OQOO here are 16 


Do you know what they are? 


OU’LL find them at your Corbin dealer’s. He 
carries them in stock for you.—the little things 
in hardware that “keep your house in order.” 
He doesn’t know when you'll need 
them—nor do you. But when you do, 
there they are. 


Look over these 16 of the 10,000 items 
of good hardware Corbin makes. Then 
you'll know more about the service a 
Corbin dealer can give you. 


F metennamel 
TU 


“What do you call them?” 
“Where do you get them?” 


“How can you be sure they 
are good hardware?” 









OUR customers ask these 
questions. Corbin advertising 
answers them. Alert Corbin deal- 
ers supply them —the little things 





‘ | Smooth edges and plenty of 
There is no better guide to 








, wi...» | Corbin Catches for every kind finger room in Corbin 
° Corbin se psy ahs of door are willing seryanrs | Security than Corbin <4 * | Drawer Pulls 
in hardware. nor squeak. Cast in bronze, | % ° Nighe Latch 





brass and iron—they last. 











Your customers do not know 
when they will need them, nor 
do you. When they do, they will 











expect you—the Corbin dealer 
—to furnish them with good 
hardware. 


If you would shorten their shop- 
ping steps and lengthen their good 
hardware patronage, be sure your 
stock of Corbin hardware is com- 
plete enough to serve the needs 
of your community. 


Corbin doesn’t make 10,000 items 
of good hardware to increase the 
stocks of Corbin dealers, but to 
serve the needs of Corbin dealers’ 
customers. They deserve good 
hardware whether buying a bolt 
or building a bungalow. Be sure 
they get it. 


C. This advertise- 
ment appears in 
the August issue 
of six National 
Magazines 
which are read 
by over 4,000,- 
000 people, in- 
cluding your 
customers. 


ssn ecb 








The beauty of a Corbin Door 
Knocker charms you and 
your guest. 


One of 107 styles of Boits 
made by Corbin—each an 
example of good hardware. 


The Corbin Sash Fastener 
accepts its reponsibility 
cheerfully. 





The Corbin Unit Lock whose 
key-hole comes to meet you 
—exclusive with Corbin. 














ay 


Even Door Stops deserve to 
be good hardware, and are ~ 
when Corbin made. 





A Lock Set ts 
always good 
hardware when 
it bears the 
name Corbin. 





A Corbin Door 
Holder never 
tails to hold 
down its job 

Good hardware’ 

— certainly 








This is a Corbin Sash Lift — 
a popular member of the good 
Hardware family. 











The Corbin Door Check will 
tame unruly doors, end slam- 
ming and drafts. 


REG RAEAIZETEA- 


be mee ~ ee He ee + 
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Cc 


Nowadays one hangs his best 
clothes on the best Hooks— 
Corbin's 








Windows are certain of an 
“easy rise” on Corbin Sash 
Pulleys. 








See that name Corbin! Be 
sure of that and you're sure 
of a Cylinder Lock 














HEN you are in need of any one of 
the 16 or the 10,000 visit the Corbin 
dealer first. It will save your shopping steps. 
His store is good hardware headquarters, 


whatever your needs may be. 


Write for 


our booklet “Good Buildings Deserve Good 


Hardware.” 


New Y tae 


Chicago 





of & F. CORBIN "8" C5 NNECTICUT 


Amenecan Hardware Corporat es 


p Philac lelphia 








Good Buildings Deserve 


___ Good Hardware 

















INNA 
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General Business Good in Cincinnati 
Prices Steady—Farm Trade Active 


Cincinnati Office of HARDWARE AGE. 

PPARENTLY, everything is well with the hardware 
A trade, for business continues good, and as yet 
there is no sign of the usual summer let-down. 

In fact, all reports point to increasing business, and with 
exceptionally warm weather prevailing at press time, it 
is not improbable that jobbers and dealers alike will 
get some of the seasonable business that was considered 


lost by reason of the backward season. 


There is no doubt that general business conditions are 
improving, and the sentimental improvement is excep- 
tionally noteworthy. This may not be reflected in sales 
right at the moment, but with the general public in a 
very optimistic frame of mind, there will undoubtedly be 
Sales to date this year are only 
slightly below those of last year, and with prospects for 
the future so bright, it is just possible that the year will 
end with a slight increase over last year’s figures. 

The principal improvement in sales is noted in the 


a very brisk fall trade. 


farming communities. Business from 


AXES.—Some fall orders have been 
placed, but as a rule dealers are only 
buying for current needs. Prices steady 
and unchanged. 


AUTOMOBILE ACCESSORIES.—De- 
mand is brisk, and some difficulty ex- 
perienced in securing supplies. A job- 
ber reports extreme difficulty in secur- 
ing sufficient 30 x 3% cord tires. Prices 
steady, and indications point to few 
changes being made in the immediate 
future. 


We quote from Cincinnati jobbers’ 
stocks: Luggage carriers, $1.10 each; 
in lots of six, $1.05 each. 
=. C. spark plugs, in lots of 10, 
vdc, 


each; in lots of 100, 56c. each. 

Delta spotlights, No. 24, $2 each; in 

lots of 12. $1.80 each: No. 20, $2.85 
each; in lots of 12, $2.55 each. 


Seat covers for Fords: Touring, $6 


set; coupe, $4.15 set; roadster, $3.70 
set: sedan, $7.75 set. 

Ford commercial fenders, $2.75 
pair. 

Denatured alcohol, 50c. gal., with 


charge of $6 for drum. 
Raybestos brake lining, cut lengths, 
50 off: full roll, 60 off. 


ALARM CLOCKS. — Demand fair, 
stocks in fair shape and recent reduc- 
tions in effect. 


BOLTS AND NUTS.—Little change to 
report, other than a stiffening of prices, 
following similar action of makers. De- 
mand continues fair, and stocks are 
ample for immediate requirements. 


We quote from Cincinnati jobbers’ 
stocks: Machine bolts, large, 50 and 
10 off; small, 50, 10 and 10 off; car- 
riage bolts, large, 50 and 10 off; small, 
45 and 10 off; stove bolts, 70 and 10 
off; semi-finished units, * and 
smaller, 75 off; large sizes, 65 off. 


BUILDERS’ HARDWARE. — Jobbers 
report considerably improved business, 
as hardware is now being placed on 
work started in the spring. While 
building permits have fallen off, there 
is still plenty of activity to insure a 
good demand for some months. A num- 
ber of projects, involving an expendi- 
ture of $5,000,000, are ready to go 
ahead, as soon as validity of permits 
issued is decided. 

BALE TIES.—Increasing business re- 
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small tires. 


this source has 


ported, stocks in good shape, and prices 
steady. 
We quote from Cincinnati jobbers’ 
:; Single loop bale ties, 8% ft. 
l4-ga., $1.85; 10 ft. 14-ga., 
$1.97. 
CAMPING OUTFITS.—Jobbers report 
better than normal business in camping 


outfits, and current demand still good. 


CLIPPING AND SHEARING MA- 
CHINES.—Slight improvement in or- 
ders for future shipment, and current 
sales fair. Prices unchanged. 

We quote from Cincinnati jobbers’ 
stocks: Stewart No. 1, clipping ma- 
chine, $12.75 list: one-man power 
shearing machine, $21 list; top plates, 
No. 90 and No. 360, $1.25 each list; 
bottom plates, No. 99 and No. 361, 
1.75 list. Dealers’ discount 3314 per 
cent. Stewart electric clipping ma- 
chine, pedestal type, $85 list; shear- 
ing machine, $90 list, f.o.b. factory 
Chicago, with 25 per cent discount to 
dealers. 

COASTER WAGONS.—There is still a 
fair demand for coaster wagons, with 
stocks in good shape and prices steady. 

We quote from Cincinnati jobbers’ 
stocks: Auto coaster wagons, No. 
1, $5.45 each; No. 2, $5.95 each; No. 

3, $6.50 each: No. 132, $5.20 each: No. 

138, $5.80 each. 
EAVES TROUGH AND CONDUCTOR 
PIPE.—New work continues to furnish 
the bulk of the orders, which are up to 
normal. Sales to date this year are 
even with last year. Prices steady 
and stocks in good shape. 

We quote from Cincinnati jobbers’ 
stocks: 28-gage, 5-in., eaves trough, 
$4.50 per 100 ft.; 28-gage, 3-in. corru- 
gated conductor pipe, $4.65 per 100 
ft.; 3-in., corrugated conductor el- 
bows, $1.51 per doz. 


ELECTRICAL GOODS.—Demand for 
electrical goods continues to improve, 
particularly for fans and cooking uten- 
sils. Electric stoves have also been 
good sellers. Prices are steady, and 
stocks are in good shape. 

FILES.—Curtailment of manufacturing 
activity does not seem to have affected 
sales, which have been anticipated, and 
demand continues uniformly satisfac- 
tory, coming principally, though, from 





Prices continue steady. 
tion is made, but as a rule prices are very firm, and the 
trade is not looking for any drastic changes. 
on the whole, are good. 


been steadily improving for some weeks, and with the 
farmers’ prospects very much brighter, it is expected 
that fall trade will be exceptionally brisk, as it is a well- 
known fact that farming communities have been restrict- 
ing purchases for several years past. 


Jobbers and dealers alike report business picking up 
in builders’ hardware. 
spring is now about ready for hardware, and with the 
policy of hand-to-mouth buying being pursued, the demand 
for this class of goods is quite heavy. Another branch in 
which activity is noted is automobile accessories. 
to date this year are considerably in advance of last year. 
Jobbers report some difficulty in securing goods, and in 
particular it is difficult to secure a sufficient supply of 


Construction work started in the 


Sales 


Occasionally a slight reduc- 


Collections, 


automobile repair shops. Stocks ade- 


quate and prices steady. 


We quote from Cincinnati jobbers’ 
stocks: Disston files, 60 and 10 off; 
Northwestern and Silver King, 65 off. 


FIELD FENCE.—Jobbers report a 
slight improvement in orders, and in- 
dications, they assert, point to a real 
good fall business. As a result, it is 
expected that stocks, which did not 
move well in the winter months, will 
be liquidated. Prices are steady. 


FRUIT PRESSES.—Demand showing 
activity, with stocks ample and prices 
steady. 

GALVANIZED WARE.—tThere has 


been some fall business placed, princi- 
pally for coal hods, but demand gener- 
ally runs to small orders for current 
needs. Stocks adequate and prices un- 
changed. 

We quote from Cincinnati jobbers’ 
stocks: Galvanized pails, 10-qt., $2.40 
per doz.; 12-qt., $2.70 per doz.; 14-qt., 
$3° per doz.; 16-qt., $3.60 per doz.; 
galvanized tubs, No. 1, $6.80 per doz.; 


No. 2, $7.6 
doz. 


HAMMERS AND HATCHETS.—De- 
mand normal, stocks ample and prices 
steady. 

We quote from Cincinnati jobbers’ 
stocks: Hatchets No. 2961, $11.20 doz., 
hammers, No. 81, $10.50 doz.; Boy 
Scout axes, $11.50 doz. 

HANDLES (AGRICULTURAL).—Bet- 
ter outlook for the farmer has improved 
the demand for farming tool handles, 
and sales have been rather brisk. Ade- 
quate stocks are the rule, with prices 
firm. 

We quote from Cincinnati jobbers’ 
stocks: Hay fork handles, 5™% ft. 
straight, $3.35 doz.; 6 ft. straight, 
$4.35 doz.: 7 ft. straight, $6.50 doz.; 5 
ft. bent, $3.35 doz.; 6% ft. bent, $3.95 
doz.; 6 ft. bent, $5 doz.; Long manure 
forks, $2.85 doz.; D-shovel handles, 
$6 doz.; D-shape handles, $5.85 doz. 

HOSE.—A spell of exceptionally clear, 
hot weather stimulated the retail deal- 
ers’ sales, and as a result jobbers re- 
port some reorders. Prices are steady, 
and stocks normal. 


We quote from Cincinnati jobbers’ 
stocks: Leader brand, coupled hose, 


0 per doz.; No. 3, $8.85 per 
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Now small homes with basements 


can have IDEAL steam or hot-water heat 


This new IDEAL Assembled Sectional 
opens up a new building field to you 


HE new Assembled Sectional isas —__ turnover per hour of labor, is the real 

IpEAL for the small purse as it is meaning of “Shipped Assembled.” 
for the small home with a cellar. Its | Look ahead tothe rush season, when 
introduction removes for you the last you’re busiest, and figure what these 
objection that has made owners of trouble-free, ample-profit installations 
such homes try to be comfortable with mean to you. 
less than steam or hot-water heating. Combining so many fuel-saving, 
For IpreaL Assembled Sectional fits sales-making features, this new As- 
the little purse, the little house, the sembled Sectional is presented no less 


little basement. confidently to your technical judg- 
This new boiler opens to you an’ ment than to your business judgment. 
amazingly big and fertile field; it gives Be ready to show this new boiler, 


the small home with basement IDEAL and _ every prospect, however small 
warmth for lowest first and last cost. his house or his means, will meet your 


Bigger merchandise profits, bigger _ selling efforts with real interest. 


Completely Assembled 





Ground Contact Surfaces 





Low Water Line 





Water-surrounded Ash-pit 





Protective Plate Work 
for asbestos covering 








HEATING CAPACITY 


Steam—225 to 525 sq. ft. 
Water—375 to 875 sq. ft. 


AMERICAN RADIATOR COMPANY 


Ipeat Boilers and AMERICAN Radiators for every heating need 
1803 Elmwood Avenue, Buffalo, N.Y. Dept. T-183 Branches in all principal cities 
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DULUTH 








Make More Money 
This Christmas 


without increasing your sell- 
ing foree and without the 
erowded confusion which 
usually attends the holiday 
rush. 


You can if your store is Duluth 
equipped. 

You will then have a place to put 
everything. 

It will be well-displayed—easy to 
look at—easy to buy. 

There will be no blocked aisles— 
no confusion—no hubbub. 

You will have an inviting, well- 
stocked store, with an attractive 


merchandise so well displayed 
that it almost sells itself. 


A store that women will want to 
trade with, instead of avoiding. 


Duluth Equipment will bring 
you all these benefits and more. 
It will enable you to reap your 
full share of the Christmas 
business without losing the 
greater part of your profits in 
increased overhead. 


Although Christmas will soon 
be here, you still have time to 
equip with Duluth. And then, 
this Christmas, and every day 
thereafter on which your store 
is open, you will reap the in- 
creased profits which lower 
overhead and better display 
will bring you. 


You will find a gold mine of 
sales ideas in our book, 
“Showing Is Selling,” and 
Catalog No. 19. We will send 
them to you free, the very day 
your request is received. 


DULUTH SHOW CASE CO. 
DULUTH. MINN. 


It’s a proven fact that goods displayed 
the Duluth way are two-thirds sold. 
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1% in., 9c. ft.; %-in., 10%c. ft.; Silver 
ing, %%-in., 10¢. ft., %-in., 11\c. ft., 

%4-in., 12%c. ft. Continuous length, 

single grade, Y%-in. 8%c. ft.; 

10c, -in llw%c. ft.; double 
es. i,- in., 9kc. ft.; 5-in., llc. ft.; 
%-in., 12%\c. 

ICE CREAM FREEZERS,—Since last 

report weather has become really hot, 

and freezers are moving better. Prices 

are unchanged and stocks adequate. 


We quote from Cincinnati jobbers’ 
stocks: White Mountain, l-qt., $4.85 
list; 2-qt., $5.65 list; 3- -at., : 
4-qt., $8.25 list; 6-qt., $10. 45 list; 8-qt., 
$13.50 list; 10- qt., ; 12-qt., 
$21.55 list; 15-qt., $25.60 list: 20-qt., 
$33.20 list : 25-qt., $42.60 list; Arctic, 
1-qt., $4 list; 2-qat., $4.60 list; 3-qt., 
$5.55 list; 4-qt., $6.80 list; 6-qt., $8.60 
list; §8-qt., $11.10 list. All 
above less 50 per cent discount. 


IRON AND STEEL.—Jobbers report a 
steadily improving demand for iron and 
steel products, with prices holding 


steady. 

We quote from Cincinnati jobbers’ 
stocks: Iron and steel bars, 3.30c.; 
plates and shapes, 3.40c.; hoops, 
4.35c.; bands, 3.95¢.; cold-rolled 
rounds, 4.05c.; cold-rolled fiats, 


squares and hexagons, 4.55c. 
LANTERNS.—Fall demand picking up 
slightly, and current sales normal. 
Stocks in fair shape and prices steady. 


We quote from Cincinnati jobbers’ 
stocks: Supreme No. 210, 75 doz.; 
Supreme, No. 240, $12. 15 doz.; 130 
Midget vehicle lantern, red lens, iron 
clamp, enameled, B. E. lens, $17 doz.; 
167 Supreme, $12. 75 doz.; 100 rrr 
Electric, $15 doz.; Monarch, $18 doz. ; 
Monarch, ruby glow, $10 doz.; D-Lite, 
$13 doz.; Little Wizard, $3. ‘50 doz.; ; 
Blizzard, No. 2, $13 doz.: Blizzard, 
brass font and ‘top, $18 doz.; Buck- 
oye Dash, $14 doz.; Railroad, No. 39, 
15 doz. 


LAWN SPRINKLERS.—Demand for 
lawn sprinklers good following dry 
spell, and sales will be up to the aver- 
age. 

LAWN MOWERS.—A manufacturer is 
reported to have announced a slight 
reduction in prices for 1925 business, 
but the majority of the makers have 
not yet issued price lists. Meantime 
demand is normal with stocks low. 


NIGHT LATCHES.—One manufacturer 
has announced a slight reduction in 
prices, which is being put into effect 
by local jobbers. 


NAILS.—Demand is showing a slight 
improvement, with prices now a little 
firmer. Stocks are in fair shape. 


We quote from Cincinnati jobbers’ 
stocks: Common wire nails, $3.30 
per keg, base; cement coated nails, 


$3.00 per Keg. 
OIL STOVES.—Hot weather has stimu- 
lated the demand for oil stoves, and 
sales have been good during the past 
two weeks. Stocks ample, prices 
steady. 


PRESERVING SUPPLIES. — Demand 
has been consistently good, and indica- 
tions point to it continuing. No price 
changes reported. 


PAINTS AND OILS.—Demand con- 
tinues steady with prices as last quoted. 


We quote from Cincinnati jobbers’ 
stocks: Ready mixed house paints, 
$2.90 per gal.; linseed oil, single 
barrels, $1.04 gal. ; turpentine, single 
barrels, 85c. gal.; white and red lead, 
12%-lb. kegs, 15c. b. 

ROLLER SKATES.—Steady demand 
reported, with stocks in better shape. 
Prices unchanged. 


We quote from Cincinnati jobbers’ 
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stocks: Union wi Co.’s No. 6, 
$1.62 pair; Nos. 4 and 5, $1.52 pair. 


RADIO.—Despite the general belief 
that summer months is not conducive 
to receiving, sales have been good, and 
future orders indicate that there will 
be no letup in demand for radio sup- 
plies. 


ROOFING PAPER.—A slight reduction 
has been made in prices of one grade 
of roofing paper by a local jobber, but 
other grades are unchanged. Demand 
continues fair, with stocks in good con- 
dition. 

We quote from Cincinnati jobbers’ 
stocks: Standard brand, light, 
medium, $1.25; 
fast brand, light, 
$1.75; heavy, $2.10; slate surface roof- 
ing, $2. 

SCREWS.—Demand has been picking 
up slightly, according to jobbers, but 
is mostly for small orders for immedi- 
ate needs. Prices are unchanged, and 
stocks in good shape. 


SASH CORD AND SASH WEIGHTS. 
—Demand consistently good, with 
prices steady and stocks adequate. 


We quote from Cincinnati jobbers’ 
stocks: Sash cord, best grades, 84c. 
lb.; medium grades, 48c. lb.; sash 
weights, $2.20 per 100 lbs. 


SHEETS.—Demand fair, stocks ade- 
quate and prices unchanged. 


We quote from Cincinnati jobbers’ 
stocks: No. 10 blue annealed sheets, 
3.90c.; 28-gage black sheets, 4.60c.; 
28-gage galvanized sheets, 5.75c. 


SPORTING GOODS.—Current sales 
have been good, and interest is now be- 
ing shown in football goods and guns 
and ammunition. Some orders have. 
been placed, but the bulk of the busi- 
ness is yet to come. Prices generally 
steady and stocks in fair shape. 


WHEELBARROWS. — Steady demand, 
stocks light and prices steady. 


WIRE GOODS.—Demand is showing 
some improvement, but is still below 
normal. Prices are steadier, and re- 
ductions are not anticipated. Stocks 
are in good shape for current needs. 


WRENCHES.—Demand fair, prices un- 
changed and stocks adequate. 


We quote eee Cincinnati jobbers’ 
stocks: Agricultural wrenches, > 
off; Coes wrenches, 40 and 10 
Stillson and Trimo, 70 «off; mea: 
On Wrenches, — 50, radio and elec- 
trical set, $4; No. 101, Master Ser- 
vice Set, "$15. 95: No. 202, heavy duty 
set, $8. 80; No. 303, Ford master ser- 
vice set, $14. 85; No. 404, flexible sock- 
et set, $8.75; No. B, screw driver 
blades, $3.40; No. 900 set, square 
socket, $3.70. All Snap-On Wrenches 
less 40 per cent, f.o.b. Pittsburgh. 





Minnesota and Dakotas 
Reference Book Issued 


A reference book for 1924 has been 
issued by the Minnesota and South Da- 
kota Retail Hardware Association. This 
is being sent to all members with a 
foreword by C. H. Casey, the manager. 
The addresses of the last convention 
have been reprinted in this book, so 
that those who did not attend would 
have the opportunity of reading them. 
The reference book is also designed as a 
sort of handbook for references, etc., 
for the dealers who did attend the con- 
vention. 


Reading matter continued on page 74 
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No. 23 Stainless Steel Paring Knife. No. 20 Stainless Steel Paring Knife. 


Foster Bros. Kitchen Cutlery 


Every dealer wants to sell kitchen cutlery that 
will give the housewife the best possible ser- 
vice for the price paid, so that he will secure 
her good will and future orders. This is one 
of the reasons why dealers should sell Foster 
Bros. Kitchen Cutlery —used in kitchens the 
world over, and constantly gaining in popu- 
larity. Paring knives, butcher knives, bread 
knives, carving knives, kitchen cleavers, etc. 
—all made of the best cutlery steel with blades 
firmly locked into strong handles. 


The addition of Foster Bros. Kitchen Cutlery 
to the stock of any dealer increases his pres- 


No cnc sd. and his reputation for quality. 





Order from your jobber now 


THE BRAND IS FOSTER BROS. 


Every knife guaranteed 


JOHN CHATILLON & SONS 


Established 1835 


85-99 Cliff Street New York City, N. Y. 





No. 75W Stainless Steel Kitchen Knife. 























No. 203E Stainless Steel Grapefruit Knife. 
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; Pittsburgh office of HARDWARE AGE 

ARDWARE business in this territory has lost some 

H of its recent snap, but it would be unusual, to say 
the least, if there was real vigor to buying at the 
present time, which is a between seasons period. At that, 
business compares favorably with this time last year and 
the hardware trade in common with practically all others, 
takes a cheerful view of the prospects for the remainder 
of this year. Taking the nationwide view of things, there 
is the prospect that the much enhanced value of the prod- 
ucts of the farm this year as compared with the past 
few will find reflection in greater buying by the agricul- 
tural population, which for the past three or four years 
has been on a rather limited scale. The effect of the 
favorable termination of the reparations conference in 
London is expected to bring about an appreciable increase 
in the exports of the United States. Coming down to local 
conditions, one sees greater activity in the steel industry 
and for the first time in several months it is possible to 
chronicle some increase in the demand for coal. Prices 
of these products still are low and unprofitable, but more 
remunerative levels usually grow out of increased demand 
and since increased production means increased employ- 
ment, there is by the same token increased buying power. 
Standing out conspicuously as an active spot in a com- 
paratively quiet market are the necessaries of automo- 
bile touring parties. Lately jobbers have been almost 
overwhelmed with demands for vacuum bottles and jugs 
and camp cook stoves. The weather has been so perfect 
for automobile tours and for living out of doors that it 
seems as though everybody vwning an automobile has 
been using it to give themselves and families this kind of 
a vacation. Price changes are not particularly numerous 
and in only a few instances do they amount to much. 
Continued strength of raw cotton reflected back to the 
products of that staple. There has been a reduction of 
5 to 7% per cent in the prices of night latches by a lead- 
ing manufacturer, while new prices of Pennsylvania lawn 
mowers show a decline of about 5 per cent more than last 
year’s. Other makes of lawn mowers have been reduced 


AUTOMOBILE ACCESSORIES.— 
Fairly steady demand is observed in 


tires and some interest is apparent in 
as follows: 


Steel More Active in Pittsburgh— 
Auto Accessory ‘Trade Heavy 


and that it would grow firmer. Job- 
bing business still is light. 


We quote out of jobbers’ stocks, 
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7% to 10 per cent, so that 1925 prices will show declines 
of from 5 to 10 per cent as compared with last year. 
Lead sink traps have been advanced 10 per cent and prod- 
ucts of lead, zinc and copper generally show an upward 
tendency in keeping with primary market conditions. 
Considerable irregularity is noted in the prices of shovels, 
due to the fact that some manufacturers are disposed to 
meet competition created by government offerings of sur- 
plus stock. Collections are fair. They still are a little 
slow in the coal mining districts. 

Iron and steel market conditions do not change a whole 
lot. The common report still is that orders are increas- 
ing in number and there are occasional cases where indi- 
vidual purchases have expanded somewhat from the recent 
average. In a broad way, however, the demand is largely 
of a stock filling in character and this does not provide 
much of a tax upon capacity or the ability of producers 
to make quick deliveries. Not getting obligated any con- 
siderable distance ahead, manufacturers find it somewhat 
difficult to hold prices, the general trend of which is still 
toward lower levels and in a few instances where fairly 
large tonnages have been offered, prices have shown real 
weakness. So long as consumers and distributors see no 
danger of materially higher prices or of deferred deliv- 
eries, they may be expected to show marked caution in 
purchases and not to buy much ahead of actual require- 
ments. If the appreciation in farm products prices is 
translated into buying power by the farmers; if the 
political developments are of a character to take the rail- 
way managers out of their present condition of doubt 
and the automotive industry repeats its experiment of a 
year ago in building cars during the winter for the spring 
demand, then there will be a condition with steel makers 
which will be quite the reverse of their present one, with 
dependence chiefly on structural steel, line pipe and the 
small lot fill-in orders. Supplies of pig iron exceed the 
demand and prices here are no more than steady; produc- 
tion is decreasing, but stocks on furnace yards and in 
the hands of middlemen are pretty heavy. 


LAWN MOWERS.—Prices of Pennsyl- 
vania mowers have been announced for 
1925 and show a reduction of about 5 








balloon tire anti-skid chains. Other- 
wise business is quiet. Makers of alco- 
hol are endeavoring to line up fall and 
winter contracts on a basis of 44%ec. 
per gal. in carloads to jobbers, but as 
yet without much success, as the price 
is much higher than it wa8S a year ago 
and the only reason advanced is that 
stocks are low. A year ago, jobbers’ 
prices to retailers ranged anywhere 
from 37c. to 42c. per gal. 


BOLTS, NUTS AND RIVETS.—Job- 
bers are getting notice of the with- 
drawal of the low prices hitherto cur- 
rent on bolts and nuts from a number 
of manufacturers. The larger producer's 
appear to have taken a stand that it 
was a futile thing to keep on following 
the competition of the small makers 
and the latter now seem to be of the 
idea that sales are likely to be as large 
at firm as weak prices. It looks as 


though the market had struck a bottom 





Machine bolts, small rolled threads, 
60, 10 and 10 per cent off list; all sizes 
cut threads, 60 and 10 per cent off 
list: carriage bolts, small _ rolled 
threads, 60 and 10 per cent off list. 
all sizes cut threads, 60 per cent off 


list; nuts, hot-pressed blank or 
tapped 4c. off list; c.p.c. and t. blank 
or tapped, 3.60c. off list: rivets. small 


wagon and tinners, 60 and 10 per 
cent off list. 


GAS STOVES AND RANGES.—Retail- 
ers are ordering out fairly freely 
against their spring orders, but this is 
chiefly for display purposes and little 
repeat business is expected until the re- 
tail sales are larger. This will hardly 
come much before the end of the vaca- 
tion season and the return to winter 
homes of people now in the country or 
seaside resorts. 

GAME TRAPS.—Retailers are order- 
ing freely against fall requirements. 
Prices are lower than they have been 
before in several years and this is prov- 
ing quite a stimulus to demand. 
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per cent as compared with last year. 


LOADED SHELLS.—Some nice orders 
are coming in for fall delivery. In view 
of the strength of lead and copper, it 
does not look like lower prices in the 
immediate future. 


MINING TOOLS AND EQUIPMENT. 
—Not.much activity is noted just now, 
but it is expected there will be a mate- 
rial betterment in the coal situation in 
the next 30 or 45 days and if this ma- 
terializes a better business is likely in 
picks, lamps, powder, etc. 

NIGHT LATCHES.—A new price list 
of the Yale & Towne Mfg. Co., Stam- 
ford, Conn., discloses a reduction of 5 
to 7% per cent in prices of night 
latches, but no special change in prices 
of other lines. 


PAINTS AND VARNISHES.—Good 
business still is being done for the time 
of year, but it is hardly up to the re- 
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eae at no extra price 


Galvann Triple Life Wire eale od 
Square Deal Fence 


Effective at once, our new process Galvannealed fence, which formerly 
sold at a higher price, is now sold on “regular” basis. 


Now every rod of Square Deal is made of copper-bearing steel—and by 
the Galvannealed process—a newly patented process, which welds 2 to 3 
times more zinc into the wire than is possible by the ordinary method. You 


can buy this far longer lasting fence at no extra price. 


By changing over 


our entire facilities and furnaces to “‘Galvannealed,”’ we are able to lower 


costs. 


No other manufacturer can offer you 
all great advantages—with them you 
cannot help but control the fence busi- 
ness in your locality. 


No. 1—No extra price for a fence that 
lasts 2 to 3 times longer than any ordi- 
nary farm fence. 





No. 2—Made of copper-bearing steel, 
which in itself resists rust 2 to 3 times 
longer than steel without copper in it. 


No. 3—The patented ‘‘Galvannealed’’ 
process puts 2 to 3 times heavier zinc 
coating on the wire—results in 2 to 3 
times longer wear. 





No. 4—All Keystone barbed wire is now 
made of copper-bearing steel wire, made 
by the “Galvannealed’”’ process. Now 
barbed wire also resists rust and will 
last 2 to 3 times longer than ordinary 
Salvanized barbed wire. Also sold on 
‘‘regular’’ price basis. 








No. 5—The top strand of Square Deal 
fence will henceforth be painted RED, 


Peoria 





Keystone Steel (& Wire Co. 


You and your customers benefit. 


None of your competitors can use such a 
distinctive marking. It 1s being exten- 
sively advertised to the farmer as an 
identifying mark for Square Deal ‘‘Gal- 
vannealed’’ fence, so means a real asset 


-to Square Deal dealers. 


The Galvannealed process is owned and con- 
trolled by Keystone. No one else can now 
make a fence wire that will last anywhere 
near as long. Write today for proof and all 
facts. Nationally recognized authorities such 
as: C. F. Burgess Laboratories, Chemical 
Engineers, Madison, Wisc. R. W. Hunt & 
Co. Laboratories, Chicago; Indiana State 
University, prove that “Galvannealed”’ out- 
lasts any other farm fence. These are not 
just idle claims—make us prove them. 


Monarch Hinge Joint Fence is 
also made of copper-beafing 
steel — “‘Galvannealed process.”’ 
If you prefer a hinge joint type 
of fence, Monarch is the kind 
you should buy. Sold at no 
extra price. 


Illinois 
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The 


Ace Hardware Mfg. Corp. 


announces 


a substantial increase in dis- 
counts to the trade on the Ace 
Knife Sharpener and the Ace 
Potato Creamer, effective August 


15th, 1924. 


This increase in discount has 
been made possible through 
quantity production, and_ the 


Ace Hardware Mfg. Corp. is only 
too glad to pass on this saving in 
manufacture to the trade. 


The Ace Knife Sharpener will 
continue to retail at $1.00, while 
the Ace Potato Creamer will be 
yj 


reduced to 25c. 


Ask your jobber for the new 
prices. 


A change in price to you—but always 


the same high standard in materials 


and workmanship that are characteris- 


tic of all Ace products and that permit 
of a lifetime guarantee. 








| cent rate in volume. 


HARDWARE AGE 


Prices hold at 


| about the levels of a week ago. 


| 
| 
| 


Prices to retailers: 
Ready 
$2.85 


mixed paints, best grades, 
per gal.; lower grade, $2.25; 
white lead, 14.50c per Ib. in 100-Ib. 
lots; 10 per cent less in lots of 500- 
lb. or more and an extra 5 per cent 
less for lots of a ton or more; turpen- 
tine, $1 per gal. in barrel lots; lin- 
seed oil, $1.14 per gal. in barrel lots. 


PRESERVING UTENSILS.—Reports 


as to demand vary somewhat; some 
jobbers find business good, while others 


_ are faring poorly and the latter are in- 
_ clined to the notion that the expansion 


in commercial packing is cutting down 
the amount of home preserving. 

SHEET STEEL.—Jobbers here still re- 
port a good business and are holding to 


recent prices despite the weakness in 


mill prices. 
Prices out of Pittsburgh jobbers’ 


stocks: 
Galvanized flat base, No. 28 gage, 
$5.75 per 100 Ilb.; corrugated, base, 


No. 28 gage, 2% in., $4.87 per square 
in lots of 1 to 9 bundles; one pass 
cold-rolled black, No. 28 gage, base, 
$4.65 per 100 lb.; galvanized conductor 
pipe. 3 in., No. 29 gage, $4.80 per 100 
eet. 


SHEET METAL.—Firmness in primary 
_ markets is reflected back to the sheet 


metal prices, with copper now priced 


at 21%c. per lb. out of jobbers’ stocks 
_and at 20%c. on direct from mill ship- 
| ments. 


SHOT GUNS. — Deliveries 


against 


_ spring orders are fairly good, but there 
| is not much sign yet of repeat business, 


_been advanced 10 per cent. 


similar trend is noted in solder, 


31%c. per lb. for 50-50 grade. 
| SPIKES. — T-rail 


which will come only with increased re- 
tail sales. 

SINK TRAPS.—Lead sink traps have 
This re- 
flects the stronger lead mar- 
ket, which also is seen in the 
prices of bar lead, solder, bab- 
bitt metal and shot. 
SHOVELS .— Manufacturers 
have made no change in quota- 
tions, but competition from Gov- 
ernment offerings of surplus 
stocks is strong so that sales at 
full prices are difficult and con- 
cessions are being made by a 
number of makers. Weakness 
in steel prices is a contributory 
cause to the price irregularity. 


SOLDER.—With prices of both 
lead and tin on the upgrade, a 


which has moved up to 31 to 


spikes have 


' advanced as a result of the re- 


cent increase of extras for this style 
over standard styles. Jobbers now are 
quoting 2% x %-in. T-rail spikes at 
$11.50 per keg of 200 lb. 

STOVE PIPE AND ELBOWS.—Trend 


toward the enameled and semi-enameled 





stove is reflected in a good demand for 
nickeled pipe, elbows and_ collars. 
Housewives are getting away from 
black stoves. to save the labor of black- 
ing and polishing. There is only a fair 
movement of blued pipe and elbows. 


We quote polished blue nested 
stove pipe from Pittsburgh ware- 
houses, No. 28 gage, 6 in., $15.65 per 


100 joints; elbows, $1.54 per doz. 
Nickeled stove pipe, 4 in., 85c. per 
joint; elbows, 75c., collars 40c. 
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TOURING ACCESSORIES. — Heavy 
demand is being experienced by jobbers 
here for vacuum jugs and bottles, par- 
ticularly in the l-gal. and 1-qt. sizes, 
and also for camp cook stoves. Auto- 
mobile touring is encouraged by hot 
weather. 


TERNE AND TIN PLATE.—No weak- 
ening is observed in prices, although 
demand has tapered off somewhat for 
roofing ternes and the large demands 
for furnace plate have been satisfied for 
the present. 


We quote roofing ternes, 40-lb. I-C., 
$22.50 per box 112 sheets, 20 x 28-in., 
from jobbers’ warehouses; furnace 
plate, 20 x 28-in., $13.50 per 100 Ib. 


WIRE PRODUCTS.—Somewhat better 
demand is noted for nails, but wire still 
is slow with jobbers. Prices show no 
particular change, although a little 
irregularity is noted in mill prices. 


Jobbers quote retail trade from 
stocks as follows: 

Wire nails, $3.20 to $3.25 base, per 
keg; galvanized, 2-point cattle wire, 
$3.15 per spool; galvanized, 2-point 
hog wire, $3.35 per spool: galvanized 
4-point cattle wire, $3.35 per spool: 
galvanized, 4-point hog wire, $3.65 
per spool; No. 9 annealed fence wire, 
$3.10 per 100 Ilb.; No. 9 galvanized 
fence wire, $3.55 per 100 Ib.; Woven 
wire fence, 7 bar, 26 in., No. 11 gage, 
$27.12 per 100 rods; same size, all 
No. 9 gage, $36.14. 


Simple Vacuum Washer Ends 
Wash Day Drudgery 


The W. E. Kautenberg Co., Freeport, 
Ill., has recently developed a simply 
constructed and easily operated device, 
known as the Economy Vacuum Wash- 
er, which is designed to clean clothes 





with a minimum of effort. The con- 
struction and method of operating are 
shown in the illustration. 

The washer is made of heavy tin and 
the parts are carefully soldered to- 
gether. Three caps or shields prevent 
the water squirting onto the operator 
or over the floor and reinforce the neck 
of the funnel. The openings are made 
so that just the right amount of suc- 
tion is secured to force the soap, water 
and steam through the clothes. There 
are no loose parts to catch the clothing 
or get out of order. It is especially 
suitable for lace curtains and other 
delicate articles that cannot safely be 
put in power washers. The washer is 
furnished complete with handle, and 
weighs about 1% pounds. 
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July Sales Better Than June 


HARDWARE AGE 


in Northwest—Collections Tight 


(Minneapolis office of HARDWARE AGE) 

HE showing for July seems to have been better, on 

the average, than the total sales for June in this 

territory. Since at least the middle of July there 

has been a steady improvement in the amount of sales in 

practically every line of business, and hardware lines 

have been included. Sales of paint materials have re- 

ceived an acceleration that has been a surprise to local 

paint manufacturers and jobbers. As a usual thing im- 

provement in paint sales does not start until the cooler 

weather, but there has been a marked increase in this 
direction the last two weeks in July. 

Some jobbers find that July has shown a gain over 
June and over July a year ago. Others state that their 
final figures are not ready and that business is good as 
they had expected. 

Collections do not show much improvement as yet, as 
there has been practically none of the new crop marketed. 
Within the next few weeks much of the first marketing 
will be done, and that will release an ever growing fund 
to clean up the old indebtedness in the districts where 
frozen credits still held sway. In other districts, where 
diversified farming and dairying are practised, large sums 
will be available for purchasing merchandise of all kinds. 
The crop still holds up to earlier estimates, corn being 
the only doubtful factor, and every hot day sending that 
forward. Prosperity is returning at a rapid pace, and the 
merchants recognize the fact by increasing their orders 








to the jobbing houses. 


AXES.—Sales of axes are running at 
a normal rate for this time of the 
year. Stocks are well assorted, with 
no changes in prices. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single bit axes, 
base weights, $14; double bit axes, 
base weights, $19 


BOLTS.—Bolts are meeting with a lit- 
tle better sale than in the past few 
weeks. There is no great call so far, 
and stocks are in good condition. There 
has been no further decline since last 
week’s quotation. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities, carriage bolts at 
60 per cent; machine bolts at 60 and 
5 per cent; stove bolts, 75 per cent; 
lag screws, 60 and 10 per cent from 
standard lists. 


BRADS.—Sales are still nominal in 
brads and nails, the building being 
rather slow in the larger lines. Stocks 
are well assorted, and prices unchanged. 


BUILDERS’ HARDWARE. — Building 
still shows little signs of reviving, and 
sales of builders’ hardware are still 
for the smaller homes, which are in 
the majority in the building field. There 
has been little change in prices in lo- 
cal building hardware quotations, and 
the market seems to be fairly firm. 
‘ Stocks have been graded down to as 
low as possible and still fill orders. 
CHURNS.—Demand is somewhat light- 
er than in the spring, but sales are 
still good. Stocks are well assorted, 
with no change in prices. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Barrel Type 
Churns, 40 per cent from standard 
lists. 


COASTER WAGONS.—Sales still con- 
tinue to be good in this line. Some re- 
tailers are inclined to clean up their 
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stocks by special prices. Jobbers’ 
stock are still in good shape but are 
lower. Prices show no changes. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Auto wheel coaster 
wagons No. 60, $5.50 each; No. 61, 
$6.44 each; No. 62, $7.02 each; No. 65, 
$7.22 each. Overland coaster wagons, 

50 per cent from factory lists; all 
steel coaster wagons, 50 per cent from 
list. 
EAVES TROUGH CONDUCTOR PIPE 
AND ELBOWS.—Sales_ show little 
change, there having been a fair call 
for this class of material. Stocks are 
well assorted. Prices show a slight de- 


cline, keeping them in line with prices 


on other sheet metal and formed | 
goods. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Eaves trough, lap 
joint single bead, 5 in., $5 per 100 ft.; 
3 in., 28 ga. conductor pipe, $4.80 per 
100 ft.; 3 in. conductor elbows, $1.73 
per doz. 





| 
| 


| 


FIELD FENCE.—Sales are still rather | 


light on field fence, there being little 
call from the rural districts for it. 
Stocks are well filled, and prices have 
not changed. 


FILES.—Sales are still good and 
showing some improvement. Automo- 
tive call is improving, and sales in the 
rural districts are better. Prices have 
not changed. 

We jobbers’ stocks, 


quote from 


f.o.b. Twin Cities: Best grades of 

files, 50 per cent; second grades of 

files, 60 per cent from standard lists. 
FREEZERS.—Freezers are still mov- 


ing out at a good rate. Stocks are be- 
ing lowered, with the end of the heavy 
selling season in sight. Prices show 
no change. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: White Mountain 
and Arctic Freezers, 50 per cent from 





17 








The smile comes with the rake 





When the leaves fall- 


This self-cleaning rake is bought 
not from necessity alone, but 
through the sales appeal which is 
individual to the Yellow Jacket. 


The man who has two or three 
rakes in his cellar is just as much a 
prospect for the Yellow Jacket as 
the man who has none. 


That is why we want you to stock a 
few Yellow Jackets over your other 
rakes this fall. 
action of the self-cleaning feature puts 
this rake in a class by itself, an advanced 
step over both the old-fashioned, ordi- 
nary rake and the complicated self- 
cleaning rakes now on the market. And 


The simple, positive 


yet it costs no more than a good ordi- 
nary rake. 


3 color window cut-out 
This 
will tie pp with our national advertising 


and makes real NEW SALES for you. 


Lindsay Chaplet & Mfg. Co. 


Harrison Bldg., Philadelphia 


An attractive 
has been prepared for fall display. 





YELLOW JACKET 
SUNT JACK 


Self- Clienii g 
LAWN RAKE 


Lindsay Chaplet & Mfg. Co., 
Harrison Bldg., Philadelphia. 


Enclosed find 50 cents in stamps for which 
please send one Yellow Jacket rake postpaid 
with circular and quotations. 


SeerCgeesceeecegee cesveVPeedtce aseee BOO es @e 6-é 
eeeoeoecea Ceeseceoaeeesceeaneoeosceeoseoe eo ee eee s 
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“BEST-EVER” Coffee 
for EVERY MEAL 

















Coffee Mill 


LU. S. Pat. Office 


How often do you sit down to a break- 
fast table at home or at a restaurant and 
enjoy that feeling of complete satisfaction 
that comes with a truly good cup of coffee? 


Women pride themselves in being able 

make good coffee—and they’re quickly 
learning that the best coffee is made by 
grinding it fresh from the bean in an 
Arcade Crystal Coffee Mill immediately 
before using. More convenient and less 
expensive. 


Ask us for free display stand—fill the 
giass canisters with coffee beans and set 
the display on a prominent counter. Let 
your customers actually grind the coffee 
and examine for themselves the distinct 
features about Arcade Crystal Mills—and 
how easy it is to have better coffee. Ad- 
justable to any degree of fineness. Fully 
guaranteed. 


Your Jobber Will Supply You 


Write us for Catalog No. 30-M show- 
ing complete line of Arcade light hard- 
ware and cast-iron toys. 


Arcade Manufacturing Co. 
Freeport, Illinois 


ARCADE 


HARDWARE 
ane Toys 








—_ 





ih 
—— | 


This Free Display Stand in your window or on 
your counter will help you sell *em. Attractively 
finished in Blue, White or Yellow. Newspapes 
electros also furnished free. 
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lists; Alaska freezers, 20-10 per cent 
from lists; Auto Vacuum freezers, 
33% per cent from lists. 


GALVANIZED WARE.—Sales are 
showing improvement in galvanized 
ware. Merchants are stocking up a 
little better for fall sales. Stocks are 
well filled with the jobbers, and prices 


_ are holding steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard No. 1 
galvanized tubs, $6.40; No. 2, $7.15; 
No. 3, $8.40; heavy galvanized tubs, 
No. 1, $12; No. 2, $13.25; No. 3, $14.50; 
standard galvanized pails, 10-qt., 
$2.25; 12-qt., $2.40; 14-qt., $2.75; 16- 
qt. stock pails, $4.50, and 18-qt., $5.25 
per doz. 


GLASS.—Merchants are beginning to 


order glass for fall trade for replace- 


ments. Stocks are well filled with the 
jobbers in the expectation of this trade, 
Prices show no changes from spring 
quotations. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Minnesota prices, 
single strength glass, 83 per cent, 
and double strength glass, 85 per cent 
from list. 


HAMMERS AND HATCHETS.—tTrade 
is beginning to show signs of being 
better in expectation of fall building. 
Stocks are well assorted and fairly 
large. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Maydole No. 11%, 
$11.40 per doz.; Plumb HFS81, $12: 
Riverside No. 611%, $12; Plumb Broad 
Hatchet No. 2, $17.15; Plumb shin- 
gling No. 2, $13.15; Plumb claw No. 
2, $14.40 per doz. 


HOSE.—Sales are still very good in 
this line. The majority of the home 
owners have held off buying, and are 
now being offered inducements by the 
retailers in order to clean up their 
stocks. Prices show no change. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Garden hose, com- 
petition grade, 3-ply, %-in., 9c. per 
ft.; 5-ply garden hose, 10%c. per ft.; 
%-in. molded hose, 12c. per ft.; 
5&-in. hose about Ic. less. 


LAWN MOWERS.—Sales are still very 
good for lawn mowers, the greatest 
growth of vegetation having been in 
the last few weeks. Stocks are be- 
ginning to drop to some extent, with 
prices holding level. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best standard 
grades of lawn mowers, 25 per cent 
from lists; 16-in. ball bearing mow- 
ers in ordinary grades, $9 to $10.50 
each, according to quality. 


NAILS.—Stocks are in good condition, 
and prices are steady at the present 
time. Sales show no sign of any gain, 
as building is at a low point. 


We quote from jobbers’ stocks, 

f.o.b. Twin Cities: Standard wire 

nails, $4 per keg base, and cement- 

coated wire nails, $3.25 per keg, base. 
PAINTS.—Paints have been selling un- 
usually well for this time of the year. 


Stocks are well filled, with no changes 


in prices. White lead is_ slightly 
changed. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: First grade house 
paints, $2.80 per gal.; second grade 
house paints, $2.10 per gal.; best 
white lead $13.16 per cwt. 


ROPE.—Sales of rope still continue 
fair, with stocks in good condition and 
prices unchanged. The twine end of 
the business is receiving the greater 
share of attention at the present, in 
this section of the country. 


We quote from jobbers’ stocks, 
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f.o.b. Twin Cities: Best grades of 
manila rope, 19% cents per 1b.; best 
grades of sisal rope, 16% cents per lb. 


SANDPAPER.—Sales are fair to good, 
the shops taking some paper now, and 
the consumer trade being fair. Prices 
show no change. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade No. 1 
sandpaper, per ream, $5.85; second 


grade, No. 1, per ream, $5.25; Garnet 

No. 1, per ream, $16.50. 
SOLDER.—Sales are only fair, with 
stocks in good condition, and prices are 
slightly higher. 

We quote from jobbers’ 
f.o.b. Twin Cities: Warranted half 
and half solder at 33%c. lb. and 
strictly half and half solder at 31%%4c. 
lb. Dutch Boy solder in 100-lb. lots, 
32c. per Ib. 


TIN PLATE.—Sales are only fair, with 
building going along at a reduced rate. 
Stocks are well assorted, and prices 
unchanged. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Tin plate, Furnace 
Coke, ICL 20 x 28, $14.75 per box; 


Roofing tin, IC 20 x 28, 8-lb. coating, 
$14.25 per box. 


WHEELBARROWS.—Sales are at a 
fairly normal rate, with stocks well 
filled. Prices have not changed. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: ood stave bar- 
rows, fully bolted, $37.50 per doz.; 


Tubular steel, No. 1, $6.59 each, wood 
garden barrows, $6.25 each. 


WINDOW SCREENS AND SCREEN 
DOORS.—Sales continue to be good in 
this line, being the height of the insect 
season. Stocks are being tapered off 
for the end of the season, with prices 
unchanged. 

We quote from jobbers’ stocks, * 
f.o.b. Twin Cities: 24-in. Sherwood 
adjustable window screens, $7.40 per 
doz.; 24-in. Wabash extension, $6.50 
per doz.; Common screen doors, 2-8 


x 6-8, $28.20 per doz.; Fancy screen 
doors, 2-8 x 6-8, $32.30 per doz. 


WIRE.—Sales are not very lively for 
wire and wire products at present, with 
stocks well filled, and no further 
changes in prices. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Painted barbed 
hog wire, $3.73 per 80-rod spool; 
painted barbed cattle wire at $3.49 
per 80-rod spool; galvanized barbed 
hog wire at $3.94 per 80-rod spool, 
and galvanized barbed cattle wire at 
$3.68 per 80-rod spool. 

is still 


WIRE CLOTH.—Wire cloth 
selling fairly well, with stocks begin- 
ning to run low. Prices have not 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Black wire cloth, 
12 x 12 mesh, $2.10 per 100 sq. ft., 
and galvanized wire cloth, 12 x 12 
mesh, $2.60 per 100 sq. ft. 


WRENCHES.—Demand for wrenches 
shows some signs of betterment. Stocks 
are in good condition, and prices show 
no changes. 


We quote from jobbers’ 
f.o.b. Twin Cities: 

Agricultural wrenches, 65 per cent; 
Coes’ wrenches, 40-10 per cent; en- 
gineers’ wrenches, 62% per cent from 


stocks, 


stocks, 


new lists; knife handle wrenches, 
40-10 per cent; Stillson and Trimo 
wrenches, 0 per cent. Snap-on 


wrenches in sets, Master Service No. 


101, $15.25; No. 202, $8.80; No. 404, 
al No. 505B, $3.40, less 40 per 
cen 


No. 50 radio and electrical set, $4; 
No. 101 Master Service Set, $15.25; 
No. 202 Heavy Duty Set, $8.80; No. 
303 Ford Master Service Set, $14.85; 
No. 404 Flexible Socket Set, $8.75; 
No. 505B Screwdriver Blades, $3.40; 
No. 900 Set square socket, $3.70, less 
40 per cent. 
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National All-Steel Coaster 


The National Juvenile Vehicle Co., 
3860 East Ninety-first Street, Cleveland, 





a | 


Ohio, offers the new National All-Steel, 
All-Purpose Coaster, which it claims 
can support one ton weight and cannot 
be overloaded in use. The box has rein- 
forced top and corners without sharp 
edges to cause injury to child or cloth- 
ing. The wheels are of double disc 
construction, have ball bearings and 
l-in. rubber tires. The fifth wheel 
with weight equally balanced on two 
steel discs is said to insure easy con- 
trol, flexibility and sturdiness. 

The steel handle is built for easy con- 
trol when pulling or coasting. The box 
measures 32% in. long, 13% in. wide 
and 4 in. deep. 





Zip Knife Sharpener 


The Zip Knife Sharpener is made by 
the Phillips-Laffite Co., Pennsylvania 
Building, Philadelphia, Pa., is carefully 
nickeled and has non-corrosive discs. It 





is said that it will sharpen any knife or 
two-edged tool. The handle and mount- 
ne, are of one piece, making it a sturdy 

ol. 

It is not necessary to fasten the 
sharpener to a table. It is so con- 
structed that it may be used at any 
convenient point. A hole bored on one 
end provides a means of hanging the 
Zip sharpener on a handy hook or nail. 
The illustration shows the methods of 
use. 





Correction 


The Blue Streak Household Can 
Opening Machine made by Turner & 
Seymour Mfg. Co., Torrington, Conn., 
is designed to sell at retail for $2 for 
the household size and at $5 for the 
larger size meant for hotel and restau- 
rant use. Due to a typographical error 
in the issue of HARDWARE AGE, dated 
July 31, 1924, the retail price on the 
household size was incorrectly printed 
as $1.75 


New Water Weight Lawn 
Roller 


Waterola is the trade name of a new 
water weight lawn roller made by the 
Dunham Co., Berea, Ohio. The diam- 
eter of the roller is 18 in.; the length is 
24in. Approximate weight when empty 
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is 115 lb., when filled 300 lb. For rolling 
terraces or where light rolling is re- 
quired the roller may be left empty or 
can be filled with just enough water to 
make the desired weight. All rollers 
are equipped with an adjustable steel 
scraper. The semi-steel drum has no 
welded seams to contend with and the 
company further claims that the water 
cannot rust it or cause leakage any 
more than it can in an auto cylinder, 
the material in each case being the 
same. The edges are rounded smooth 
and cannot tear the lawn. The roller, 
it is said, will run lightly and is easy 
tc handle. It has rigid, well-braced 
steel handle, securely bolted into-a 
large natural finish wood grip. Water 





is put in through a hole in one end of 
the roller. The hole is fitted with a 
threaded brass plug which cannot rust 
or stick. 





Self-Cleaning Lawn Rake 


The Lindsay Chaplet & Manufactur- 
ing Co., Harrison Building, Philadel- 
phia, Pa., has placed on the market the 
Yellow Jacket Self-Cleaning Lawn 
Rake. It is claimed that this new prod- 





uct lessens the effort required to rake 
a grass plot of any size. A slight back- 
ward push of the rake head is sufficient 
to clean all teeth completely. The ac- 
tion is simple and positive. 

The rake has a 24-in. head, 24 heavy 
wire teeth, malleable iron socket, heavy 
brass compression springs, 514-ft. se- 
lected hardwood handle and the head 
is all dipped in aluminum paint. 

The company guarantees the Yellow 
Jacket Self-Cleaning Rake against de- 
fects in material or workmanship. 





Catalogs Received 


The new 1924 fall and winter athletic 
goods catalog published by A. J. Reach 
Co., Philadelphia, Pa., is now being dis- 
tributed to the trade. 





The Tep Mfg. Co., Dayton, Ohio, has 
issued a new catalog on educational 
toys, novelties and specialties. 
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Happy Dealer Fb 0 


HAPPY BATTER 
says: 


“IT used to think that all 
bats looked alike—l've 
changed my mind. 


‘During a hair raising tie 
game I was ordered to ‘Pinch 
hit.’ The crowd was yelling 
for action. 


“T swung at the first ball, 
hit it squarely—final score 3 
to 2. Then I looked for the 
name on that bat. It was a 
Louisville Mascot. 


“Now all balls look alike 
to me. I’ve swung that bat 
ever since.” 


HAPPY DEALER 
says: 


“Yes I’ve realized that the 
bats they like to swing are 
Louisville Mascots and I keep 
well stocked.”’ 


HILTON-COLLINS CO. 
Louisville, Ky. 


Distributed by 
Louis Williams, & Co. 
Nashville, Tenn. 
George Booth Rice 
1193 Broadway, New York City 


° ‘ Dwyer 
410 N. Third St. 
Philadelphia, Pa. 
E. R. Walrath 
1701-20 A{ Jackson Blivd., Chi- 


cago, ; 
Lippincott, Beall & Co., Inc. 

Sheldon Bldg., First & Market 
Sts.. San Francisco. Calif. 








79 

















80 HARDWARE AGE 






Allith-Prouty 
“'TEN-EIGHTY” 


for folding-sliding 















Garage Doors 









TROLLEY swivel door hanger that 
A has created an unusual demand. I[n- 

stallations permit the use of part or 
all of opening at one time. A weather-proof 
arrangement with no sagging or binding of 
doors. The swivel operates on ball bear- 
igs—the wheels on roller bearings—and the 
vertical side rollers insure further ease of 
operation. 
“Ten-Eighty” is scientifically engineered, 
and carefully manufactured from finest ma- 
terials—yet its cost is maferially lower than 
vou would expect to pay for a hanger that 
gives so many years of satisfactory service— 
that possesses so Many good features not 
found in any other. 
\sk your favorite hardware source regard- 
ing A-P products—or write us. Catalog 
upon request. 


ALLITH-PROUTY 
COMPANY 


HARDWARE MANUFACTURERS 
DANVILLE ILLINOIS 


Representative Jobbers Distribute 





















A-P Hardware 
throughout the United States 
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WHY A BUDGET? 


(Continued from page 44) 


Our budget for merchandise for the future year 
should be $34,000. A schedule based on the sales of 
each month should be used so that commitments 
shall be charged to the month the payments are to be 
made rather than to the month in which the goods 
are ordered. 


A Sample Budget 


Using a de facto case where I prepared a budget 
system, January received 4 per cent of the year’s 
budget, 


No Vaede Eee oe ces 5 per cent 
DEE ae neg bee ee eee 6 per cent 
EE yb atin ie eee erie suns 8 per cent 
Re a i i alee ante Meee ol 10 per cent 
RN ola ahaa sn Rael ean te ns cant 11 per cent 
BE ing Ceou dade eeex akin 9 per cent 
iii nel Slee cir dae 8 per cent 
I «soi Cuba el gone agate 6 ogi 8 per cent 
EE be cb dee aha vase ae 9 per cent 
i aati a ae 10 per cent 
i 6 dv ene Ke ee 12 per cent 


In order to control the purchases and to know the 
exact status and the relation between the budget and 
sales, a report shall be prepared showing the exact 
state of the budget at the end of each month and 
compared with the sales of last year in the same 
month. When sales materially differ from those of 
the same month in the previous year, such differences 
shall be added or deducted from the next month’s 
budget, thus keeping the purchases within the pre- 
scribed limits. 


Can Be Flexible 


Any number of divisions can be arranged in the 
budget, such as departments or individual lines. 
The expense budget can be made as flexible as con- 
ditions will permit although it cannot be as definitely 
in control ‘because the organization must remain in- 
tact under most circumstances. There is no end of 
good to the dealer who knows in advance just when 
heavy shipments are coming in and when payments 
are due. A budget register may be in the shape of 
any blank book, no particular ruling being necessary. 
Simply credit the amount allotted to merchandise 
purchases for a given month and charge the amounts 
of the purchases against this credit. This register 
will be a permanent record of orders placed and for 
amounts committed. The labor of such system is 
infinitesimal when compared with the good in which 
it will result. 

Replacement Budget 


Retailers, as a class, permit guess work to act as 
their guide. They place orders for goods in the fall 
for spring delivery and, in the spring, for fall deliv- 
ery without due regard for financing the obligations. 
The best plan for financing an established business 
is to use the money flowing in from month to month 
to take up such obligations or, at least, to provide 
such loans are may be required to fall due at times 
when cash receipts are apt to be heaviest. 

On the basis of buying or replacement budget of 














August 14, 1924 


$34,000, according to the schedule mentioned above, 
you would spend 


aac le as $1,360 
SOI De PEIN PY aOR ts See ORT 1,700 
I a a en ae ae dk 2,040 
CT ee wie aeole 2,720 

ee ea ete LC oe wk ie stew 3,400 
EI ee EE aR ae PE aie tae EF ee Ae ae 3,740 
NE ee ae rk Bey Pees week 66h okie aes 3,060 
ND eee te ee ei ae ee 5 ee eat 2,720 
ee OA ee ls tease ak 2,720 
NE AE ao eel gr Ca ee a EP 3,060 
I ai i cima ge pita ob aby 3,400 
EOE SEES Si A on EY Oe nee POD 4,080 


Carefully planning the operating expenses in the 
Same ratio, you are able to definitely set aside a cer- 
tain amount for the fixed charges and the remainder 
for salaries, advertising, etc. 

A budget system must not be confounded with the 
bookkeeping system. The former is a plan for future 
guidance while bookkeeping is accounting, that is 
“recording past performances.” Checking the last 
against the first is proving the accuracy of the act 
of putting the plan into effect. 


THE SALES MANAGER 


(Continued from page 438) 


expense accounts were taken into consideration in the 
annual settlement with the salesmen the expense ac- 
counts of the salesmen declined from $150 to $100 per 
month. It is only fair, however, to say that during 
this period the size of the territories were also reduced. 
It is my judgment though that the change in handling 
salesmen’s expense account made a net saving to this 
house of $25 per month per salesman. As the house 
employed 200 salesmen and as the saving was about 
$300 per salesman per year, the saving in traveling 
expense alone for this house on the new arrangement 
netted the neat sum of about $60,000. This is not 
theory, the record stands. 

I propose a commission arrangement as outlined 
above instead of a profit sharing arrangement, because 
whenever there is a profit deal the question of the cost 
of the goods always arises. The salesman is always 
trying to find out what the goods cost and he is always 
questioning the accuracy of profit sharing figures. On 
a commission basis as outlined above the only figures 
to be checked are the sales figures and this, of course, 
is comparatively simple. 

With the system of flat salary or straight commis- 
sions the average salesman never saves anything. His 
living expenses or the burdens he takes on his 
shoulders to help relatives always keeps him short of 
money. 

Good salesmen are always optimistic. They always 
think they can work out of the hole that they are in. 
However, when they are getting all the money they 
earn every month, as I have said before, they adjust 
their living expenses to this basis; therefore, they 
rpever save. 

Another good thing to do in working out such a 
plan is to print all of the rules and regulations of the 
house governing salesmen, their settlements and their 
expenses on the back of the form on which they receive 
their monthly statements. The advantage of this is 
in the fact that it is a monthly notification to the sales- 


(Continued on page $7) 
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WEATHER SRP 


BY A ey ows 


MY METAL 


BE INSTALLED: 







A Trade Getter! 


Show the Economy Weatherstrip to a home 
owner and it is sold. Its tremendous sales 
appeal is being proved to hardware men every- 
where. Take on “Economy” and you will do 
_— the weatherstrip business you ever did 
vetore. 


Easy to Install 


Kconomy Weatherstrips can easily be in- 
stalled by anyone without even removing the 
window. This strip is guaranteed to last a 
lifetime because it is all bronze and will not 
rust. Keeps out dirt, dust, drafts, rain and 
snow. 


Complete Equipment in a 
Handy Carton 


Complete equipment for door 
or window, with instruction 
sheet and nails, is contained 
in a handy carton. To make 
handling easy for dealers, they 
are put up in boxes of two 
dozen cartons. 
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for 36” door retails at $2.01, 


” 


a. . a 
a Economy Strips come in two 
nH sizes of windows, 360” x 30” x 
Ww) 30” and 42” x 42” x 42”, and 
Oe}: WN two sizes of doors, 36” x 84” 
v r\\ Wi Wi\ wnopele and 42” x 84”. The carton for 
Ke LW AI BLES 36” window retails at $1.89 and 
Sia Nh WAN \\u 42” window at $2.21; carton 
2 RAL AL 

ad 





and 42” door at $2.14. Subject 
to regular jobber discounts. 


META 





Our Sales Plan with Adver- 
tising Leaflets makes selling 
easy. Hardware jobbers and 
dealers are furnished small 
sample windows completely 
equipped with “Economy” for 
display purposes, and to assist 
their salesmen. 


METAL WEATHER 





ECONOMY 






Place an order for ““Economy” today and 


make your weatherstrip business boom! 


Sager Metal Weatherstrip Co. 
162 W. Austin Ave. Chicago, IIl. 


SAGER METAL WEATHERSTRIP CO. 
162 W. Austin Ave., Chicago 
[] Send prepaid 1 box Economy Metal Weatherstrip size 


36”x36”x36” il ; : 
42”x42"x42” containing 24 cartons, complete equipment for 2 


doz. windows. 

a , . 36”"x36”"x36” 

[] Send prepaid 6 carton, size 42”,%42”x42” complete equipment 
for six windows as a sample order. 

‘ Send full information with samples. No obligation whatsoever. 


ES EAT ee at POE PEN en = NA par a ee ee ee Te 


Address errr r Tele Pee 6 OC O44 Ob De ee HSS OR 2-6 Oe ¥O 8 6 eC HES 
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Get 
the Right 


Wrench Idea 


Y 


Part of Blackhawk 
Display No. 200. 
Includes 36 Han- 
dles, 84 Sockets, 
2 Univ. Joints, 2 
QO. D. Ratchets — 
124 pieces in all. 
List price, $80.00. 





Liberal dealer’s 
discounts and at- 
tractive 4-color dis- 
play board free— 
it sells em fast. 


BLACKHAWK 


Welded@wrenches 








—Sell Sets 





Hardware dealers are 
building big wrench 
business on that idea— 
Blackhawk sets mean 
larger sales and a 
quicker-turning stock. 


Tough, all black finisn, 
baked on—unbreakable 
welded sockets (exact- 
ly 1/64” oversize) — 
these are Blackhawk 
features that you and 
your trade will appre- 
ciate. 


“When you see a ‘Hex’ 
think of Blackhawk’— 
build your wrench busi- 
ness on that idea. And 
use Blackhawks your- 
self! Write for dis- 
counts and catalog. 
Name your jobber. 


American Grinder 
Mfg. Co. 
Dept. E. 
Milwaukee, Wis. 


Sales Agents: 
Cc. N. & F. W. Jonas 
Chicago—Los Angeles 
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Washington News 


(Continued from page 57) 





to Trade Commissioner G. C. Howard, who declares 
that German hardware of various kinds has been im- 
ported into Shanghai in rapidly increasing quantities 
during the past two years at prices ranging from 30 
to 50 per cent below those of comparable goods of 
American make. 

“Although inferior in quality and finish to those 
manufactured in the United States,” he says, “the 
German articles answer the requirements of the mar- 
ket for cheap-priced goods and have a very large sale. 
During the past few months, however, German prices 
have been increasing. Cheaper grades of American 
goods, therefore, will be able to compete with those 
from Germany, provided American manufacturers are 
successful in putting their products in the hands of 
responsible Chinese dealers, and in stimulating their 
interest.” 

Aluminum ware finds a ready sale if the article is 
such as to meet the existing needs of the purchaser, 
Mr. Howard adds. About a year ago German prices 
were 25 to 30 per cent under American, but at present 
one low-priced, but excellent, American make of goods 
is successfully competing with German articles. 

A very comprehensive and highly interesting sur- 
vey of the Department of Labor shows that the Ameri- 
can workman today is receiving far better wages than 
before the war. Working conditions, generally better 
than before 1914, have been improved, and notwith- 
standing talk of much unemployment in the United 
States, the workman finds more opportunity for steady 
work at reasonable wages than during 1922 and in- 
finitely better conditions than during 1913 and 1914. 
These facts, based on statistics compiled by the de- 
partment, show American labor generally to be in far 
better condition, as regards wages, working hours 
and continuity of employment, than in any recent year 
except possibly the peak years of 1918, 1919 and 1920, 
when the war boom reached its crest. 

The department’s reports also show that wages in 
the building trades, in the railroad industry and in 
mining are on a generally higher level than in any 
previous year. Employment in those three great in- 
dustries, engaging millions of men in the aggregate, 
is good, and there is no sign of a falling off, particu- 
larly in the building trades, where high wages and 
steady work prevail. Not since 1920, when the peak 
of the war boom was reached and high wages and 
higher prices prevailed, has the present stability of 
industry been equaled. 

In spite of various comments to the contrary the 
recent order of the Federal Trade Commission to the 
U. 8S. Steel Corporation to “cease and desist” from the 
further maintenance of the so-called “Pittsburgh 
base” of figuring the price of steel was no surprise 
to anybody in Washington and probably nobody con- 
nected with the big corporation looked for any other 
outcome of the proceedings before the commission. 
The defense of the corporation was what the lawyers 
call a “confession and avoidance,” that is, an admis- 
sion of the charge but a justification of the practice. 

The courts frequently are impressed with this type 
of defense, but it rarely makes any impression on the 
commission. That body considers in advance of issu- 
ing the complaint whether the practice is justifiable; 
hence the defense is pretty fully forestalled. 

In this case the commission takes the ground that 
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the Pittsburgh base system is contrary to the public 
interest, is not based on the law of supply and de- 
mand, is a price fixing system succeeding the old steel 
“nools,” “Gary dinners” and other methods, and is 
made possible by the alleged domination of the steel 
industry by the United States Steel Corporation. 


Don’t Forget the Farmer 


It also holds that the Pittsburgh plus system elim- 
inates competition, retards business in all steel centers 
except Pittsburgh, and adds greatly to the cost of 
steel products. It adds $30,000,000.a year to the cost 
of steel to farmers in eleven western States, the Com- 
mission finally declares, thus touching a nerve in the 
body politic that is always very sensitive during the 
months immediately preceding the quadrennial elec- 
tions. 

Of course, the Steel Corporation can appeal this 
case to the United States courts. Seventy-five per 
cent of the commission’s adverse orders are thus ap- 
pealed from, and it has recently been estimated that 
about one-half of the really important cases so ap- 
pealed are reversed by the courts. 

It’ begins to lookias though the Board of Tax Ap- 
peals created by the recently enacted revenue reduc- 
tion act may afford a speedy method by which an 
unjustly taxed citizen can secure an official review of 
his case at small expense. The rules just promulgated 
by the board for the hearing and decision of appeals 
are sensible and evidently have been framed with the 
interest of the taxpayer as well as that of the Gov- 
ernment in mind. 

Under the rules any taxpayer dissatisfied with the 
determination of his liability by the Bureau of In- 
ternal Revenue may initiate an appeal by filing with 
the board a petition of his claims. It must include 
the following general information: 

“Clear and concise assignments of error alleged by 
the taxpayer to have been committed by the Commis- 
sioner of Internal Revenue in determining the tax 
liability of the petitioner. 

“A clear and concise statement of the facts upon 
which the taxpayer relies as constituting the basis of 
his appeal. 

“The petition shall, as far as possible, be complete 
in itself so as to fully but briefly inform the board of 
the issues to be presented. 

“Five clear copies, either typewritten or printed, 
shall be filed. The original shall be signed and duly 
verified by the taxpayer. 

“The appeal is filed automatically upon receipt of 
the petition by the board, which will serve one copy 
on the Commissioner of Internal Revenue.” 

In regard to the admission of persons to practice 
before it, the board announces a registry of those 
admitted will be kept, although any individual tax- 
payer or an officer of a corporation may appear in his 
own or his corporation’s behalf. Generally, the board 
will admit to practice attorneys who are admitted to 
practice before the Supreme Court of the United 
States or the highest court of their State or Territory 
or the District of Columbia, or certified public ac- 
countants duly qualified under the laws of any State 
or Territory. 

“The board may in its discretion deny admission, 
suspend or disbar any attorney or certified public ac- 
countant,” the regulations provide. “It shall have the 
right at any time to inquire under oath into the terms 
and circumstances of any contract of employment of 
— attorney or accountant by the taxpayer he repre- 
sents.’ 
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You Get More Out 


of Warren Fixtures 


—you get more in dependability, 
practical adaptability to your busi- 
ness, more satisfaction, service, more 
in long life and more in resale value— 
because there is more put into War- 
ren Fixtures. 


Retail dealers have always known the 
secret of Warren superiority was in better 
materials, finer designs and workmanship. 
Others have always accepted this superior- 
ity on the strength of the universal good 
reputation of Warren. 


But no one need take anything for granted, 
for a comparison will tell the story in a 
more comprehensive way than anything 
else. Designs, materials, workmanship, 
strength, stability and resale value—the 
whole question of price and value and 
money’s worth is bound up in on impor- 
tant factors. 


To round out Warren Service, our Store 
Planning Department will be glad to 
offer suggestions on store arrangement, 
the selection of practical and efficient 
fixtures, etc., etc. 


‘‘There Is No Substitute for Warren Fixtures” 


J. D. Warren Mfg. Company 
159 No. State St. 


Chicago, Illinois 
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Compact Luggage 
Department of 
The Allott 
Hardware Co.., 
Alliance, Ohio 


HARDWARE AGE 








August 14, 1924 





Note the Small 
But Well 
Assorted Luggage 
Stock Carried 
by Allott 


PETAL ERET CUTE. cRELCOCEROERERGERTLOOET ECL ERT eae aa ties 


Turns $600 Luggage Stock 4 Times 


ably embrace the vacation period 

of the majority, the fall and win- 
ter months are popular holiday periods 
for those who can afford a trip south, 
or to the coast. Such trips, regardless 
of the season, require luggage, a line 
which is steadily finding its rightful 
place as a profitable specialty in retail 
hardware stores. 

The Allott Hardware Co., Alliance, 
Ohio, has sold hand luggage for three 
years. The first year a $400 stock, 
including brief cases, satchels and suit 
cases, was turned twice. Last year 
the stock was increased to $600 and 
turned nearly four times. This means 
that in three years the stock average 
was increased 50 per cent and the num- 
ber of stock turns practically doubled. 

E. B. Bowman, buyer and manager, 
says that window displays did most of 
the sales promotion werk. He found 
that it appeared to be a general prac- 
tice for dealers in leather goods to 
make a long margin and to run fre- 
quent specials at what appeared to be 
startling reductions. It has been the 
practice in this store to mark-up 
leather goods consistent with the house 


ii HOUGH the warmer months prob- 


policy. This amounts to what one 
might term the average hardware 
margin. It makes possible a fair profit 


and gives the buyer real value. 


When the stock was extended, ladies’ 
pocketbooks and small handbags were 
added. These items made a good dis- 
play on the counter and in the glass 
showcase. The satchels, suitcases and 
brief cases were stacked in wall shelves 
behind the pocketbook showcase. The 
entire department today measures the 
width of one standard size showcase. 

Bowman says business in this line 
often appears spotty, but when a win- 
dow display of luggage with price cards 
is kept in a week, sales in this depart- 
ment jump ahead. This leads him to 
believe that if the line were pushed 
more consistently larger sales could be 
obtained. 

From May to August one of the 
Allott windows will be used for hand 
luggage at least five times. Price cards 
have always proved successful with 
this firm. 

Few persons know the different qual- 
ities of leather. They ask for “the 
$22.50 hand bag” or mention some 
other type of luggage, identifying it by 
price and not by style or finish. Never- 
theless, quality merchandise has been 
found most desirable in the luggage 
section. Occasionally a limited cam- 
paign is conducted on Boston bags, or 
fabric satchels, such as are used at 
beaches. These sell at $1.50 or $2.50. 
A window display of these items will 


soon clean out a small stock of two 
or three dozen. 

In the stock Bowman keeps a few 
ladies’ kit bags, which are furnished 
with a complete toilet set of brush, 
comb, mirror, powder box, hair re- 
ceiver, etc. These sell at $30 and $40. 
At Christmas time these bags are very 
active, but throughout the remainder 
of the year the sale is somewhat re- 
stricted. Two or three are always kept 
in stock, however, as they tone up a 
window or department display. The 
brief cases carried sell at $8 and $9. 
When the picnic season opens there is 
a good market for fabric bags, which 
sell at $2, $3 and $4. These are used 
for bathing suits and lunch. 

In handling luggage, Bowman dis- 
courages the practice of selling cheap 
grades, believing that a quality line 
not only makes larger profits, but 
makes each purchaser a permanent and 
satisfied friend. Luggage, he says, is 
continually abused. The owner of a 
suitcase stuffs it or throws it in a 
corner. He rides in a train with his 
feet on it and kicks it across the floor, 
instead of lifting it. The bell hops, 
porters, and others who handle luggage 
professionally all seem to take silent 
delight in kicking and banging bags. 
That is why strong luggage is desir- 
able, and absolutely necessary. 


Reading matter continued on page 86 
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OVER FIFTY YEARS 
OF CONTINUOUS MANUFACTURING {S THE 


GUARANTEE 


BACK OF 


WICKWIRE PRODUCTS 
SCREEN WIRE CLOTH 


CORTLAND PAINTED WiRE CLOTH WHITE METAL FINISH WIRE CLOTH 
WICKWIRE PREMIER WIRE CLOTH ' Wickwire Bronze WiRE CLOTH 
GrRayY-WICK WiRE CLOTH 


POULTRY NETTING AND FENCING 


Hex. Nettinc “Wickwire BRAND W W Pouttry FENCING 
GRADUATED PouLTrRY FENCING 


OTHER WIRE PRODUCTS 


Wire Rops Wire Nalcs WIRE Wire STAPLES 
MeTALLic Coat SIEVES Corn Poppers DisH Covers 
CopPERAS OR SULPHATE OF IRON 


WE MAKE SPECIALTY IN WIRE NAILS PUT UP IN % To 25 Lb PACKAGES 
Write your Jobber for Full Information and Prices 


WICKWIRE BROTHERS 


ENTIRE FACTORY AND OFFICES 
CORTLAND, NEW YORK, U. S. A 








Easy to Attach—Holds Door Securely 


er Slight Pull of Chain Releases Lock —e \-— Sea 
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This necessary fixture for every garage is simply and quickly installed 
with a hammer and screw driver. It holds the door open against the 
strongest winds, absolutely preventing the possibility of the door swinging 
and damaging the car. ‘The lock is released with one slight pull of the 
chain. A dependable holder to save time and trouble every day in the 


year. 


GRIFFIN GARAGE DOOR HOLDER 


(Catalog No. 1914) 


Adapted to either right or left hand by merely reversing the keeper. Each 
part is carefully made of wrought steel to stand its share of strain. Is 
strong enough to hold the heaviest garage door made. Finished in Japan 
or Galvanized, and packed with screws and full instructions for attaching. 
No garage is complete without them. 


For Use on Public Buildings 


Churches, theatres, schools, or any public buildings having doors opening 
is iia out represent another large market for this remarkable product. Write 
y, for complete details today. 


GRIFFIN MANUFACTURING CO. 


WARENMOUSE 


A5,Warren St.NewYork ERIE,PENNA. 74W.LakeSt.chicago,Itl. 
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the elimination of waste 
through the use of ef- 
ficient machines, the 
hearty cooperation of 
satisfied employees and 
through specialization, 
the Tubular Rivet and 
Stud Company has for 
over 50 years manu- 
factured rivets that are 
the recognized standard 


in their field. 


KHAKI 


TUBULAR RIVET & STUD 
COMPANY 


BOSTON 
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Through unity of effort, 
large scale production, 



























(RES 
OP z 








,_ 





- 








— 


























FORTY YEARS OF HARDWARE 


(Continued from page 53) 





we had our sales organization working like a well 
oiled machine, we pulled off some pretty big deals. In 
January, 1910, The Remington Arms Company de- 
cided to discontinue manufacturing Double Barrel 
Hammerless Breech-Loading Shotguns and Single 
Barrel Semi-Hammerless Breech-Loading Shotguns. 
They proposed to devote all their time and attention 
to Autoloading and Pump Systems Guns. They sub- 
mitted lists of these guns to jobbers all over the United 
States and asked for bids. | 

By this time we had worked up a very large sport- 
ing goods ‘business, so after talking over the matter 
with our directors, Mr. Yantis and myself took a 
train to New York and called on The Remington 
Arms Company at 313 Broadway. We met Mar- 
cellus Hartley, the President of the Remington Arms 
Company, and William J. Bruff, the Secretary. We 
talked over buying this entire lot of guns, amounting 
to $500,000. I remember distinctly that Mr. Hartley 
thought we were biting off more than we could chew. 
However, we closed the deal with them and bought 
their entire stock. Before leaving New York we 
arranged with a number of hardware and sporting 
goods journals to carry an advertisement on the back 
covers of their publications. This advertisement was 
a reproduction of a letter from The Remington Arms 
Company dated Feb. 3, 1910. Below is a copy of the 
body of this letter: 


“Following our telephone of this date, we con- 
firm our sale to you of our entire stock, on hand 
and in process of manufacture, at market value 
of over $500,000.00, of Double Barrel Hammer- 
less Breech-Loading Shotguns and Single Barrel 
Semi-Hammerless Breech-Loading Shotguns; we 
having discontinued the manufacture of above 
guns. These guns are all of latest patterns and 
in first-class condition, a considerable portion 
being still unfinished. We sell them to you 
under our full guarantee as to material and 
workmanship. We also guarantee to continue 
to supply component parts for repairs. 

“In closing out the above lines to your company, 
we desire to emphasize the fact that it is our 
intention hereafter to devote our entire manu- 
facturing facilities in the line of Shotguns to 
our well known Autoloading and Pump Systems 
as well as our line of Remington Rifles and 
Double Derringers, and such added lines of Fire 
Arms as we may introduce. 

“Realizing that if this large quantity of Shot- 
guns should get into the wrong channels it might 
cause a general demoralization of the Shotgun 
industry, we decided to sell all of them to one 
strong jobbing house and we congratulate you 
on being the successful bidder. We are much 
pleased to have received your assurance that it is 
your intention to distribute these guns through 
the retail trade of the country and to decline 
selling to catalog houses or price cutters.” 


Now it is an interesting fact that we established 
one price for the sale of these guns. We sold out 
practically the entire stock in one year. We of course 
were in a position to give the trade a very low price 
and the sale of these guns stimulated our sales in 
the sporting goods line. 

Later, when the sale was over, I met Mr. Marcellus 
Hartley in New York and he frankly told me that 
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when we left New York after making this purchase 
he was sorry for us. Mr. Hartley did not know the 
character of our force of salesmen as I did. By this 
time in 1910 we had built up one of the greatest sales 
forces in the world. We had 250 men covering al- 
most every part of the United States and every one 
of these men, as I used to say, was a good conductor 
of the electric current. I meant that when I would 
push the electric button, the bell of every one of our 
men would ring. We never called on this force of 
salesmen to do anything where they failed us. We 
of course were very careful not to ask them to do 
impossible things but as the years have passed, I 
have always looked back with the greatest admiration 
and pleasure upon the cooperation received from our 
selling organization. It was a delight and a real 
pleasure to handle sales with such a force of men who 
responded so intelligently and energetically to every 
sales suggestion. 
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' THE SALES MANAGER 


(Continued from page 81) 











men of the conditions under which they are working. 
I have known two cases when salesmen have brought 
suit against their house on some question of the pay- 
ment of their compensation. In both these cases the 
house followed the custom of printing the salesmen’s 
instructions on the back of the statements. The sales- 
man had to bring his monthly statements into court 
and, when these statements were handed to the jury 
and they were requested to read the conditions on the 
back of the statement, it was clear to the jury that 
the salesman was actually notified every month of the 
conditions under which he was working and, of course, 
if he did not like these conditions, if they were not 
satisfactory to him, he was free to discontinue his 
services. If, on the other hand, he continued to work 
month after month and continued to receive these 
statements and took no exceptions to these instruc- 
tions, it was clear that after a period of time it was 
hardly fair for him to bring suit against the house, 
claiming some other and different verbal understand- 
ing. 
No Profit Goods 

I have above referred to one division of “no profit” 
goods. This is to cover a class of goods where there 
is no net profit on the sale, “close out” stock or 
“leaders” put out by the house without any profit 
simply to stimulate other sales. If a salesman is 
given such “leaders,” naturally the object is to help 
his general business and he should not expect to be 
paid a commission on items on which there is no net 
profit for the house. Of course, sometimes even when 
there is no profit in “close out” goods a house will put 
these goods in a liberal commission column simply to 
encourage the salesman to sell such goods. All such 
adjustments are simply a matter of judgment. 

My contention is these three articles on the subject 
of paying salesmen is that a flat salary is a bad thing 
because there is no encouragement to make a salesman 
increase his sales or to sell a more profitable character 
of goods. A straight commission is a bad thing be- 
cause a salesman on a commission does not feel that 
he is a part of the business. Then, again, he simply 
skims the cream off the top of his territory. He does 
no missionary work; he does no work for the future. 
In this last suggestion it has been my actual experi- 
ence that you derive all of the advantages of the flat 
salary system and also the advantages of the com- 
mission system with the disadvantages of neither. 
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Advertising 


on 


Campaign 





i 1 fe 
LANTERNS 


will create a tremendous consumer de- 
mand for these really good lanterns that 
practically sell on sight. 


28 Leading Farm Publications 
with a Total Circulation 
of 5,385,000 


will carry the message of Embury Supreme Oil 
Lanternsinto alarge percentage of the6,448, 343 
farm homes in this country. 


There’s Money in Emburys 





No. 160 illustrated 


Dealers who once put 
in the line are enthu- 
siastic Embury dea- 
lers from that time 
on. Why? Because 
Emburys are so 
strong, so conveni- 
ent, so attractive in 
appearance that it is 
no trouble at all to 
sell them. That 
means quick  turn- 
over and large pro- 
fits. - Get your share 
of the business. 


Theres an Embury 
Supreme for every 
purpose, and every- 
one of them embodies 
the latest Embury 
improvements. 


is always a big 


seller, 20% more light; burns 35 
hours; dust-, dirt- and wind-proof. 


Write for Descriptive Catalog and Prices 


EMBURY MANUFACTURING COMPANY 


WARSAW, 


Dept. AB 


NEW YORK 
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YOU CAN GET | 
Everything! 


Yes, sir! Everything. Walk into a FrantZ Dealer’s place of busi- 
ness and ask about the Builders’ Hardware line that is guaranteed to 
give satisfaction. You will find that the FrantZ line can fit your 
needs, large or small, in putting the finishing touches on the new 


























No. 50 “EZ” Garage Fixtures 


house, garage or barn that you are building. 


The easiest way to pick out the FrantZ goods on the shelves 
among all the other makes is by the bright orange label on which 
the name of the maker is prominent. Watch for it! It is a 
quality mark. 


We will be glad to furnish you with a catalog of the line. 






MFG. CO. 
STERLING, ILL. 
“Distinguish the Hardware By the Label” 
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WOOD SCREWS 





IRON, STEEL, BRASS, BRONZE AND MONEL 


IRON RIVETS—ANY STYLE HEAD TINNERS’ AND COOPERS’ RIVETS 
PIPE COUPLINGS 


STEEL AND BRASS FINE WIRE 
MONEL WIRE 


BESSEMER AND BASIC 
STEEL WIRE 











RESISTANCE WIRE , BIADGEDORT CONN. STEEL a wn ~eeot 
THE BRIDGEPORT SCREW CO., Bridgeport, Conn. 


Representatives: 
George E. Quigley, Détroit. 
Dan M. Bell, Dallas, New Orleans. 
Milton Pray Co., San Francisco, Los Angeles, Seattle. 
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“‘Who Wants to Change a Coes Wrench?”’ 


Two friendly mechanics were discussing politics. 
One said: “If that man gets into office he’ll give us all 
such a good administration that when his terms expires 
no one will want a change.” 


“Well,” said the other: “So long as any man, or any- 
thing gives us that kind of SERVICE who in thunder 
wants a change—we both use COES Wrenches—would 
you change yours?” 


COES WRENCH CO. Selling Agents 
“In Business Since 1841” J. C. McCARTY & CO. 29 Murray St., New York 
JOHN H. GRAHAM & CO., 113 Chambers St., New York 
Worcester Mass. FENWICK FRERES _ 8 Rue de Rocroy, Paris, France 








— | 











~Perfear” 
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The Customer Who Doesn’t Care 


He usually refers to everything as “that stuff.” 


AIA 


Hardware Cloth is no exception. We can't expect a man 
to be an expert in every line of endeavor. He knows just 
what he wants and what he wants to use it for, but he’s 
not particular. 


Be sure of that customer! He 1s a good prospect or a 
“sore loser’ —depending upon what is sold him. 


“Perfect” Hardware Cloth is the pivot of friendly rela- 
tions. 


Your Jobber Carries “Perfect.” 





MILILANI 


LUDLOW-SAYLOR WIRE CO. 
St. Louis, Mo. ‘ 


AUT UL 
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Why the Dunlap 
7 winters Whips ’em 


The superiority of the Dun- 
lap Cream Whip is quickly 


UNIVERSAL HOSE Gat wn 


tures: 

A. A thin patented and 
a r e e t t 2 T perforated blade that 
cuts the cream in- 
h ] stead of beating it. 
ae. B. A special bowl with 

O S e Cc a mp S a non-slip bottom, 
C. A handle set at the 
correct angle to in- 














DUNLAP 


(ralelalslelelelels holds the world’s record for 


onc SPEED and SALES! 


30 Seconds— 


to whip cream—mayonnaise in 
4 minutes—eggs beaten in 1 
minute—mixes and whips ome- 
lettes, gelatine, ice cream, cus- 
tard, etc. All in record time. 
And all without splatter, muss, 
or waste! 


2,334,500 Sold— 


More than 2 1-3 million Dunlap 
Cream Whips have been sold! 
Dunlap holds the world’s rec- 
ord for total sales and breaks 
its own yearly record every 
year. Our last year has al- 
ways been our best year. The 
next year has and always will 
be better. Cash in on this ever- 
growing popularity of the Dun- 
lap Cream Whip. 


Quality always tells. Quality always sure easy handling. 

wins the confidence of the buyer in the pag Ag os COLUMBIA 

long run. It is sanitary throughout. METAL PRODUCTS co. 
~ 7 a parts are nickel 361 E. Ohio St. 

Every Universal Hose Clamp is made CHICAGO 

well, of good material, and sold under a 

fair, square policy. 


things that has made Universal Hose 
Clamps better clamps. It is the guaran- 
tee that has gained a quality reputation 
for Universal Clamps throughout the 
trade. 





And in addition to this protection are 
advantages that no other clamp can lay 
claim to—the patented Bead and the 
Scores between Holes. 








The Bead The Scores 


An original feature. This Between Holes 

bead or ridge is located on These scores cause a clean 
the bolt and nut end of the break-off, and leave a smooth 
strip. The overlapping meta) edge. No twisting or wrench- 


bears against this ridge and ing. They speed up the job, 
eee aera wi ents MR. DEALER: 
« 








It is the combination of these three "WS MORE GUESS WORKIN RAZOR BUYING. 








Specify genuine Universal Hose Clamps and be Sell More Razors by Using the Genco 


sure you get what you buy. Our name is on every 


clamp and box. One size—1 to 3 inches—is ad- ° 
justable to fit any hose of any size. Junior size Silent Salesman Case 


for occasional needs of small hose—™% to 114 


inches. 100 Per Cent Profit on Every Razor Sold. 
Nationally Advertised and Absolutely Guaran- 


Universal Industrial Corporation soil: 


Sole Manufacturers 


Hackensack, N. J. This Assortment Consists of 12 of the Best- 
Selling Razors in the Geneo Line. 









HOSE These Assortments Can Be Procured Through Your 
CLAMP Jobber. If He Cannot Supply You, We Can. 


GENEVA CUTLERY CORPORATION 


Addjeastable to Lit arvy lease of cngy stze Geneva, N. Y. 
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BRASS Is The Metal That 


The merchant who is up to the times sells 
service as well as merchandise. 

If the goods are Bath Room Fixtures he wants 
to know who makes them and what they are 
made of. 

He realizes that no Bath Room Fixtures, 
no matter how alluring their exterior, will last 
for any great length of time, unless they are 
made of SOLID BRASS, the metal that success- 
fully defies both time and corrosion. 

He has seen the common iron or steel body 


Gives Everlasting Service 


Bath Room Fixtures rust and decay—go “down 
and out’ before they have given even a fraction 
of the service that good Bath Room Fixtures 
should give. 

And he has also seen the SOLID BRASS 
““RINGCO” Bath Room Fixtures go in homes, 
please the owners and sell other customers fix- 
tures just like them, because they give everlast- 
ing service. 

Your Jobber will gladly supply you. Send 
for Catalog. 





AMERICAN RING COMPANY, Waterbury, Conn., U.S.A. 


BRANCH OFFICES: 


Chicago, No. 29 E. Madison St. 
Boston, No. 170 Summer St. 


New York, 2 Hudson St. 
San Francisco, 116 New Montgomery St. 





































There is ademand 
for better PumpJacks 


The popularity of pumping jacks as pumpers of 
water is not waning in the least. And particularly 
so since Myers Self-Lubricating Jacks have 
created a new standard of service which con- 
tributes to greater convenience and economy in 
operation. 








Their positive self-lubrication, dirt, dust and 
weather proof construction, machine cut gears, 
steel side arms, and other features of equal im- 
portance reach a climax of perfection in service 
that not only more than satisfies the most critical 
of users but gives to those who distribute Myers 
Self-Oiling Lubricating Jacks greater opportuni- 
ties for better pump jack business. 


If you are not one of the dealers who has 
already profited through the addition of this 
modern line of Myers Jacks to your stock, drop 
us a line today for literature and prices. 

‘s 


Tm F.E.LMYERS & BRO. == 











——————e 


OTHER IMPORTANT MYERS PRODUCTS 
PUMPS FOR EVERY PURPOSE, HAY TOOLS & DOOR HANGERS 


7 — i ON, Oe) Lok 


ABHLAND PUMP AND HAY TOOL WORKS 
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Spruce Up and Sell Spruce Ladders 


Everybody uses 


Ladders and Step Ladders 


Order now. You can’t sell them unless you have them in stock 























Prompt Shipment 
Write for Prices We Pay Freight 


| 
| | W.W. BABCOCK C9, Bath, NY. 
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Get the Children to ADVERTISE Your Store 


Children are great advertisers because they are 
great talkers. 


Sell a child a worthy Toy and every youngster 
in the neighborhood will soon hear where it came 
from ‘and how it “goes” and they'll all want one 
just like it. 


Besides, 


Toys Pay Good Profits 


And unlike some merchandise, good Toys are salable 
every month in the year. 





eed ts 


Obviously different dealers have different ideas about 
how Toys should be sold. 


HARDWARE AGE is continually presenting such ideas. 


hii Interesting articles about how Brown or Smith or Jones 





' — ——— {i AY , built up a big Toy trade are always welcome in its 
— Pe ch / columns and are eagerly read. 


Read Harpware AGE each week and keep posted on 


And when one dealer in a small town can what others are doing. 
originate a “scheme” that sells $500 worth of Toys A . ; } 
in a single week it simply shows what can be done nd while Toy trade may come to him who waits, 
when one really tries. —— who goes after it will get it first without 


Hardware Age, 239 West 39th Street, New York City 
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“YANKEE” RADIO TOOLS 


The handiest tools ever made for Radio Work 
“YANKEE”? TOOL SET No. 105 


Contains Ratchet Holder (61%4” over all) for all attachments, comprising one 
Countersink, three Blades, two Socket Wrenches, one Jack Wrench, one Reamer 
and one Wire Bender. (See illustration.) 

Packed one set in extra heavy cardboard box. Weight 1 Ib. 


“YANKEE” RADIO DRILL No. 1431 (with special display box) 
A small, powerful drill especially designed for Radio Work. Has special chuck 
with 9/32” capacity, to take largest drills usually furnished with Radio sets. 
Length over all 942”. Wt. 1% Ibs. 

DISPLAY STAND (See Illustration) 

For Tool Set No. 105 and Radio Drill No. 1431. 

Furnished free with each order for , doz. No. 105 Tool Sets, and two only 1431 
Drills; but only when specified on order. 


Your Jobber can supply you. 


NORTH BROS. MFG. CO. Philadelphia, Pa. 




















Walden-Worcester Display 
Boards Will Make Money 


for You 


The board illustrated con- 
tains five each of eight of 
the fastest-selling stock 
numbers. 


It takes up little space in 
your store—3’9” x 1’, 


OT 


it 
i? 
; 





It will hang on a wall or on 
a post. 


HACK SAWS 


‘‘Why take chances when 
it costs no more to 
buy the best’’ 


The investment is small. 


The turnover should be at 
least five or ten times a year. 


Whether you are a large or 
small dealer, you will find 
our display boards profit- 
able. 


CLEMSON BROS., INC. Ww lden-W 
Middletown, N. Y. “Via 
General Offices and Factory 
Worcester, Mass., U. S. A. 


WE HAVE SOMETHING TO TELL YOU ABOUT 
HACK SAWS. WRITE FOR BOOKLET. 

















“You always come 
back to W. ROSE” 


: said a delegate at the 1922 Bricklayers’, Masons’ and 
Wiebusch Plasterers’ Convention. 
Hilger Ltd. 

Agents Wm. Rose & Bros. 


106 to 110 Lafayette St. Sharon Hill, Pa. : 
New York No. 113. 5'42” Wide. 





No. 213. 6” Wide. 














——— 
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Four Points of Contact 
Assure Positive Anchorage 


‘“Forway”’ 
Expansion Bolt 


expands four 
ways, assuring 
positive anchor- 
agee Being 
made of “Certi- 
fied” malleable 
iron resists moisture, and 
lasts indefinitely. 
The “Forway” 


collar or sleeve. 
creep forward. 





needs no 
It will not 


Dealers—There’s a Sample 
“Forway” Expansion Bolt ready 
to mail to every interested 
Dealer. Write today. 





U. S. EXPANSION BOLT CO. 
139-141 Franklin St., New York City 


Manufacturers—Patentees 








ARMSTRONG’S 





O0OCee 





Improved Nipple Holder 


No. 20 for No. 2 Stock 
Range %4—1” Right or Left 
No. 30—for No. 3 Stock 
Range 1—2” Right or Left 


The right nipple is always on the job 
when you carry one of these tools. 


The Armstrong Mfg. Co. 


Bridgeport 
Conn. 























Heller Shelving in Payne-Cummings Hardware Co. 








. North Adams, Mass. 


Quicker Selling 


The speed with which you can serve a customer is a 
factor that brings him in to you again. With Heller 
Swing Door Cabinets you can do more than serve a 
customer promptly, you can also create a prosperous 
appearance that advertises your service to every shop- 
per. Because Heller equipped stores are so thor- 
oughly prepared for quick selling, they get the busi- 
ness. Write for catalog No. 26-A TODAY. 


W. C. HELLER & CO. 


Mate Office and Factory aa Visnlay | Rooms 


00 Wabash Ave. 
Montpelier, Ohio New York City 
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WOOD me 
SCREWS 





MACHINE 
SCREWS 
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FORSTNER| Th, 


Labor Saving Dealer 


AUGER BIT! Down 
the Street 





ELLS the No. 45 Master Line Blow Torch be- 
cause his trade demands more than an ordinary 
torch. The Baffle in the Burner gasifies present day 
gasoline or kerosene (without changing of parts). 
The Safety Valve and one opening in the tank mean 
absolute safety. The Shut-Off and Adjusting 
Needles are separate, preventing the enlarged orifice, 
The Forstner Auger Bit, un- sO common an occurrence on ordinary torches. The 


Bores Any Arc 
of a Circle 





like other bits, is guided its : - , 
circular rim instead of its crater, Pistol-Grip Handle is comfortable and convenient. 
P goog 7 guided in any It is a pleasure to sell a FEARLESSLY GUAR- 
direction regardless of grain or knots, ANTEED Blow Torch. TRY IT. Most jobbers 
leaving a true polished surface. Takes 
the place of a chisel, gouge, scroll-saw, or sell them. 
lathe tool combined. For core boxes, fine 
and delicate patterns, veneers, screen work, ¢ Ho NER BRASSWORKY ) 
scalloping, fancy scroll twist columns, newels, MINS. Bs 
ribbon molding and mortising. i Edgewood Ave., Sycamore, III. 
Send for Catalogue. The World’s Largest Exclusive Manufacturers of Blow Torches, 


Fire Pots and Brazers 


3 N 
Seattle: Rice-Hitt Co., 1427 L. C. Sm#h Bidg. 
New York: ‘The Turner Brass Works, 36 Murray St. 


District Representatives 
e San Francisco: Rice-Hitt Co., 623 Larkin St. 
e e Los Angeles: Rice-Hitt Co., 324 . San Pedro St, 


TORRINGTON, CONN. 








“IT’S MORE THAN JUST A RAKE” 


me “OLE OLSEN” 
WOOD LAWN RAKE 


SAVES THE LAWN—MAKES YOU MONEY 


Prices Quoted on Application 


THE PIQUA HANDLE & MFG. CO., PIQUA, OHIO 
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READING 
CUT NAILS 


‘72% Greater Holding Power 
Than Wire Nails 


READING IRON COMPANY 
Reading, Pennsylvania 


Also makers of headless cut foundry nails 
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Just off the press. The 
latest edition of our 
general catalog. Send 
for it. 





There is a Kimball Elevator built 
for every requirement. Light dumb 
waiters or heavy elevators, lifting 
upwards of 30,000 pounds, high 
speed passenger elevators, hand- 
power and electric elevators of all 
sizes and types are built and in- 
stalled by 


KIMBALL BROS. CO. 


1117-41 9th St. Council Bluffs, lowa 





KANSAS CITY DULUTH 
DETROIT MINNEAPOLIS 
SOUTH BEND DENVER 

ST. LOUIS SALT LAKE 
CLINTON DALLAS 

DES MOINES OKLA. CITY 
NEW ORLEANS FORT SMITH 





a a 





\ 


JAIN 





Manufacturers of 


BOLTS NUTS WASHERS 
RIVETS SPIKES 
PLAIN AND UPSET RODS 
HARROW TEETH, HINGES 
WAGON IRONS 
SINGLETREE TRIMMINGS 
FLOOR HOOKS 
CAR FORGINGS 
GENERAL FORGINGS 
ANCHOR SIIACKLES, CHAIN LINKS 
POLE LINE MATERIAL 
COTTON TIE BUCKLES 
BAR STEEL, CONCRETE BAR, ETC, 
“TYRONE BRAND” 
MATTOCKS, GRUB HOES 
CROWBARS, WEDGES 



























PICKS, 




















General Office and Works, Pittsburgh, Pa. 
Eastern Office: 50 Church St., New York City 
Pacific Coast Office: Monadnock Bldg., San Francisco, Cal. 



























Dead Bolt Night Latch 
No. 202 


Only the key can open it. It 
may be operated just like an 
ordinary night latch; or by 
turning the key one turn 
backward; it securely locks 
the bolt and the inside knob. Thus 
locked, the bolt positively cannot be 
forced back or the door opened from 
either inside or outside without the proper 
key. 

Also our line of Padlocks is complete 
in every respect. We also make Special 
Cylinders for Special Locks, including 
Automobile Locks of all kinds. 

And don’t forget us when you need Key 
Blanks and Cut Switch Keys. We make 
over 1000 different patterns—all of best 
material. Write for Catalog 6. 


CDINDEPENDENTIOCKCO.D 


LEOMINSTER, MASS. U. S. A. 
Mfrs. of cylinder locks, padlocks and key blanks 
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ANNOUNCING IT’S MADE FOR 


RADIO SOLDERING 


an Improvement that will 
increase your sales of 


K & E MEASURING TAPES 


No more back-lash and jamming of the tape line 
inside the case. No more strenuous pulling to unwind 
it—nor extra winding to take up a useless amount 


of slack. The new K& E 
FRICTION BRAKE NOKORODE RADIOKIT 





(Patent Applied For) A Complete Soldering Outfit 
prevents the “running” of the tape inside the case. Radio builders—thousands of them—know the 
The line moves with uniform tension and ceases to : T FORODE lucts 
unwind the moment the operator stops pulling. adv antages of using NOKO ) proc ucts. 
This new feature results in They depend upon NOKORODE when solder- 
Time Saving ing, for the finished joints will have the high- 


est tensile strength known, and will be free 


Greater ease of operation 
from corrosion. 


Longer life of Tape 






The NOKORODE RADIOKIT con- SA 
tains a special soldering iron, made 
Now supplied with all our Steel Tapes in both leather and purposely long and thin, making it RETAITII 
steel cases, Dealers carrying the K & E Quality Line can easy to solder wires that are hard F 
give their customers the benefit of this improvement without to reach with an ordinary iron. Be- PRICE 
advance in price. sides the iron, there is a Can of sR 
NOKORODE Soldering Paste, strip 
Tape Catalogue »n request of emery cloth, string of solder, and 50¢e¢ // 
a book of suggestions on ‘‘How to | 
Solder,” with valuable information ae 
KEU FFEL & ESSER CoO on Radio work. 
ee 
NEW YORK, 127 Fulton Street, General Office and Factories, HOBOKEN, N. J. Order from Your Jobber! 


CHICAGO ST. LOUIS SAN FRANCISCO MONTREAL. 


616-20 $. Dearborn St. 817 Locust St. 30-34 Second St. & Netre Dame St. W. THE M. W. DUNTON CO. 


Drawing Materials, Mathematical and Surveying Instruments, Measuring Tapes Providence, R. I. 
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TREMONT 
Tl 


Proved Best by 
Actual Test Wied Sissi; Beshine Sewn, | 
Cap Screws, Set Screws, Stove 


Tremont ‘ eg co —— Cut Ba 
are cut from high carbon steel that ° 
t g é Bolts, Sink Bolts, Hanger Bolts, 
Nuts, ces Burrs, Specia Ities | 


by actual laboratory test contains an 


exceedingly small percentage of im- 
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purities. This metal is rust resisting 
to a remarkable degree and will not 
bend, «crack or twist while being 
driven. 








Tremont Nails are scientifically de- 
signed to shear their way into the 
wood in a manner that assures a 
strong, permanent grip. They are re- 
markable for their strength of head, 
an important feature in the con- 
sideration of the quality of cut nails. 
All these mechanical _ superiorities 
make admirable selling arguments 
and in the actual use of the nails 
themselves assures the customer 
satisfaction that is so necessary to 
the welfare of your store. 


Sell the Tremont Brand 


=e od od al oh ooh coh soho Ve Se em eel P 
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RUE economy in the selection of Screw or Bolt Products 


Tremont Nail Company consists in using those that are exactly suited for their 
particular service and that possess unexcelled quality and 


205 Lincoln St., Boston 
accuracy, 


NA I L &, REED & PRINCE MFG.CO. ,.,, 


WORCESTER, MASS..U.S. A. 
“ WESTERN BRANCH arCHICAGO- 121 NORTH JEFFERSON ST. 

















98 HARDWARE AGE 





August 14, 1924 








~(CHICAGO)~ 
SPRING HINGES 


Mention the 
“Relax” Feature 


This valuable feature of 
our “Relax” Spring Pivot 
Hinge permits the spring 
action to be readily released. 


S This allows the door to be 
“Relax” — Pivot placed open at any desired 

. position, without the usual 
strain on the spring in hinges without the “Relax” 
feature. The spring is automatic in re-engaging as 
the door is swung to the closed position. 





Chicago Spring Hinges are made in types for 
every requirement and in sizes for every door. 


The profit is gratifying. Send for Catalog H-39. 


Chicago Spring Hinge Company, 
CHICAGO NEW YORK 
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Here’s a tong your 
trade will like. 


pened with one hand! 
Simply grip = pe 
tight—a 
instantly ‘aa 


A good seller — and 
good pr rofit ier you. 
Write f . oe and 
attractiv nt. 
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“UNITED” PRODUCTS 


Potato, Onion 
and Produce 


PICKING BASKETS 


Guaranteed to outlast sev 
eral baskets constructed from 
wood or any other wire 
baskets now being built. Made 
from galvanized wire to re- 
sist rust. Electrically welded 
at every joint. 





No weak spots in the construction of any of 
our products. Every article is built to meet 
every requirement to which it will be put. This 
can be secured only by the Electric Welding 
process and scientific design. 


We also make Automobile Hose Clamps, 
Camp Grids and Stoves, Poultry Shipping 
Coops, Exhibition Coops, Feeding Batteries, 
Bottle Carriers, Baskets of all kinds, Paper 
Balers, Shelves, etc. 


Write today for catalogs 


United Steel and Wire Co. 
30 Fonda Ave., Battle Creek, Mich. 

















G. F. Wright Steel & Wire Co. 


Manufacturers of 





UPERIOK 


Galvanized 


Hardware Cloth 


Wire Clothes Lines—Wire Lathing 
Hex Mesh Poultry Netting 
WORCESTER, MASS. 











WATCH 
HARDWARE AGE 


for timely 
hints on 


GREATER SALES OF 
SPORTING GOODS 
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The real quality timer for Fords. 
Built on a different and better 
principle of Ford ignition, and 
proven by tests over a period of 
seven years. 


The Turner 2 in 1 Timer sells 
fast and stays sold. It brings 
the dealer a fair margin of profit 
and builds good will for him 
among his most exacting cus- 
tomers. List price $3.75. 


thee eRe 
rncncatanig, ow 
mattitt tetany, 7 ' 
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Pat’d 2-15-16, 9-18-23. 


Junior Model with all Bakelite shell, $2.75. Also made in models 
for tractors with or without governors. 


TURNER INSTANT 
FOOT ACCELERATOR 


A simple, convenient auxiliary 
throttle installed almost instantly by 
anyone. Permits positive, quick 
throttling in traffic. No wires, 
cables or spring devices to shake 
loose. Does not interfere with 
operation of hand throttle. Large, 
handsome foot pedal and foot rest. 
Price, complete, $1.25. 








Ask about the attractive 2 in 1 
Turner display card. 





wr 
Pat’d 1-9-23. 


TURNER MANUFACTURING. CO. 
DEPT. E. KOKOMO, INDIANA 
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Rubber Chair Tips 


of six different styles and sixteen dif- 
ferent sizes in a neat showcase display 
box. They prevent injury to the 
floors and muffle noise without leav- 
ing a mark. 

Our Catalogue shows our complete 
line of rubber specialties with prices. 


Send for it. 
Co. 


Elastic Tip 
Boston 


370 Atlantic Ave. 























THIS IS TIMELY! 


A good thing to do right now is to display a few 
cobbler outfits. You will find the man who was 
paying, without question, $12 for a pair of shoes 
only a few years ago, now susceptible to the econ- 
omy appeal of “REPAIR YOUR OWN 
SHOES.” Plenty of fathers of large families 
would be glad to save from $1 to $1.50 on each shoe 
repair bill. 

Another Tip! Your farmer 
trade is also a good bet right 
now for cobbler outfits— 
don’t overlook them. A set 
like the one shown here is 
certain to appeal to a sense 
of economy uppermost in 
his mind right now. 


Check up your stock of 
“LEADER,” “ECONOMI- 
CAL,” “COMBINATION 
No. 2,” “FAMILY” and 
“EMPIRE COBBLER 
OUTFITS.” How about 
stands and lasts, corn shell- 
ers and heel plates? Have 
you placed your order? 


GUARANTEED MARE | 


€ myprire Cotter | 


FGENERAL BOOT & SHOE REPAIRING! 





If you need a catalogue write. 


STAR HEEL PLATE COMPANY 
357-391 Wilson Ave. 


New Jersey 


Newark 











Waen a hardware man comes 
into The Mechanics & Metals 
National Bank of New York he 
is at home.*Here he meets 
friends who know how he does 
business, who know vy hat he 
wants and who know how to 
provide for those wants. 








Let us demonstrate our knowledge of your 
business the next time you come to the city, 
or write us and permit us to visit you, 











THE 


MECHANICS & METALS 
NATIONAL BANK 


OF THE CITY OF NEW YORK 
Deposits June 30, 1924, $288,000,000 
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Having increased our facilities we are open for addi- 
tional customers for the manufacture of golf balls 
under their own private brand. We are the pioneers in 
this country on this class of business and are serving ~ 
many customers satisfactorily. Manufacturing and 


THE WORTHINGTON 


Sales Department 


specializing in nothing but golf balls and having been 
established twenty years we can guarantee prospective 
customers satisfaction and service. 


We solicit your inquiries. 


BALL COMPANY 
ELYRIA, OHIO 











‘“ALLEN” 
WRENCH 
SETS 


HAVE cold-drawn (Allen process) sockets, guaranteed unbreakable 
in practical use. Box Sets and Bag Sets—in the handiest possible 
combinations for mechanics and car owners. 





Features and prices 
in new Allen catalogue; send for copy if you sell—or use—wrenches. 


THE ALLEN MFG. CO., 


139 SHELDON ST. 
HARTFORD, CONN, 









THE HAMMER 
HOLDS 
THE TACK 








Robertson “Horse Shoe Magnet Hammers” 


a high grade line with a good profit to dealers and 
jobbers. Catalogues and discounts on request. 
Silver Medal (Highest Offered) Panama-Pacific Exposition 
ARTHUR R. ROBERTSON, 94 Portland St., Boston 























Fine Precision Tools 


Two generations of metal workers 
have come to know Starrett Tools as 
the best they can buy. They're good 
tools to sell. 

Write for Catalog No. 23*A” 


THE L. S. STARRETT CO. 


World’s Greatest Toolmakers 
Manufacturers of Hacksaws Unexcelled 


ATHOL, MASS. 
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Osborne High Grade Punches 





400 N. Monticello Ave., Chicago, lil. 











ADJUSTABLE 
PIPE WRENCHES 


KEYC 





The nhEYCo 
ALS NG Wad) 


PATENT APPLIED FOR 





“Keystone quality.” Made from Alloy Steel, heat treated 

by our own process. The most durable Wrench on the 

market. Light in weight, can be used with one hand on 
ipe, nuts or studs. Fully Guaranteed. Packed 12 to ea 
rton. Write for Discounts. 


The Keystone Manufacturing Co. 
Buffalo, N. Y. 
Sales Representatives—Surpless, Duna & Co. 








Pe 


Why is it that Putnam 
makes and sells more 





Rolling Ladders than 
all other makers com- 
bined ? 


We carry all standard 
styles and sizes in stock 
for immediate delivery. 








Write for prices. 


Putnam & Co., Ine. 
132 Howard St. 
New York City 














Besides Punches Our Line Includes: 


A varied and attractive line for the Hardware Trade. 

and Upholsterers’ 

The above tools will please your customers as well as our famous Round and Oval Punches. 

Remember we have had 94 years of successful manufacturing experience, employ only 
skilled workmen and use the finest quality of materials in making our products. 

We stand back of every tool we make, 


August 14, 1924 




















= 


Also: Leather Workers’, Trimmers’ 


and Plumbers’ Tools of superior quality. 


Try us. Write for Catalog and Prices. 


C. S. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 


—_ 























August 14, 1924 HARDWARE AGE 101 


U. S. HEADQUARTERS 
IMPORTED 
Fire Arms and Ammunition 









You Get More 
Heat 


No, 298 Torch haying improved 












Double Needle Burner burns 
modern low grade fuels perfectly. 
Re The generator is extra powerful. 
= superheating the gas before it is Sole Authorized Imperter 
= n burned, resulting in over 300 > *y T  @ E G E R ef the Genuine, Original 
ited degrees more heat. This heat is i 
maintained by using the upper MAUSER Rifles, MAUSER and LUGER Pistols 16” 
ry @) ’ hie re : " ’ * barre r hi ° P + . 
needle which cleans the gas ori Leng et? ° Oe use Luger, Mannlicher Rifle and Automatie 





MFC.CO. “ 






fice. Lower needle regulates flame. 
Double Needle Burners overcome 
enlarged orifice and other burner 
troubles. Jobbers supply at fac-, 
tory prices. Get a catalog. 


Clayton & Lambert 





lengths; ” . ° 

Pistol Metallic Ammunition; ‘‘Koeln-Rottweil’’ Precision Shot Shells; 
‘“‘Automatic’’ 16-gage Shot Guns; Cal. 32—10-shot Automatic Police 
Rifle; ‘‘Merkel-Suhl’” famous Shot Guns; ‘Over and Under’ Shot 
Guns: Combination ‘“‘Over and Under’ Shot Gun and 30/30 Rifle; 
Famous ‘‘Drilling’’ Three Barrel Shot Guns and Rifle; Small Calibre 
Rifles, Shot Guns; Small Calibre ‘‘Over and Under’’ Guns, Gallus 
Famous Spanish Revolvers; Revolver Ammunition; Leather and Canvas 
Holsters, Cartridge and Shell Belts; Gun Cases and Covers; Field and 
Marine Glasses; Binoculars, Telescopes, Compasses; Shooting Accessories. 

Repair Parts for MAUSER and LUGER ARMS 







No ? 
DETROIT MicH USA 


PATENTEO 










No. 208 Torch Mfg. Co. A, F. STOEGER 224 East 42d Street, New York 
patie Meek tobias tilling 10619 Knodell Ave. One Block from Grand Central Station 
yO Tig seh ama DETROIT, MICH., U. S. A. 











DIETZGEN INVISIBLE HINGES 


‘ In making cabinets of many kinds it is desirable to use 
Measuring Tapes and hinges that leave no projections. 
Folding Rules 


are widely used by the build- 
ing trades. Quick sellers with 
good profit. Catalog on request. 


For this purpose Soss Invisible hinges 
are used. They have all the rugged- 
ness of the common hinge, but cannot 
be seen at all when cabinet is closed. 
They can be easily installed by any- 
one who can bore a hole. 





There is a size and style for each 
purpose. Just the thing for radio and 
music cabinets, etc. 


SOSS MFG. CO. 
775 Bergen St. Brooklyn, N. Y. 


Drawing Tables, 
Boards, Scales, 


T Squares, Trice EUGENE DIETZGENCO. 


angles, Curves, Chicago New York San Francisco New Orleans 
Instruments. etc, Pittsburgh Philadelphia Washington 
































LIC-WID-LES DOOR CHECK 


Needs no attention and meets every emergency to which a door 
check and closer is subjected 


+ 
Paine! oggle Bolts 
The only spring type toggte 
on the market. 
The wings open instantly 
in any position in hollow 
material. 
Any style head 
Any length bolt 
Standard bolts threaded 
to hea 
Requires no guiding— 
just insert—he spring 
does the rest. 


Samples on request— 
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Seneca Falls, N. Y. 


GOULDS 












THE PAINE COMPANY mina a 
sa fikeeatnanctneneedisenss Pts utniet The No-Liquid Door Check Co. Columbus, Ohio 
LADDERS 
convenient full length handholds on both sides of 
danger of falling. Cushioned Tired Trolley and 
small space. Make top shelves safely 


Insure perfect shelf service for any line of mer- | 

1 . . : s 5 § 

adder permit mounting or descending with ease | THE GOULDS MANUFACTURING COMPANY 
ruck Wheels eliminate noise and prevent vibra- 

available for stock purposes. One 

style—neat of design—nicely & 8 











no charge 
Cor. Sacramento Blvd. & Carroll, Chicago, Ill. Let us tell you about our Real proposition 
chandise. Deep tread steps, properly spaced, with A Type for Every Service 
Both hands free to remove or replace stock without 
4 
tion. Erection as simple as A, B, C. Utilize 
finished—any height ceil- 











ing. Thousands in 
use. Circular on 


rogue MY E 






























102 


HARDWARE AGE 





DEALERS WANTED EVERYWHERE Iron Fence. Gates 


Lawn Vases 
Settees 
General Iron 
and Wire Work 
CHAIN-LINK 
WIRE FENCE 


Ask for Catalog 


THE STEWART IRON WORKS CO., Inc., 225 Stewart Block, Cincinnati, O. 













































































—_——_— 
Plain or enameled in 


STRATTO r— 
HANDLES 


For Small Tools, Utensils, Electrical Goods, Etc. 


STRATTON MFG. CO., Stratton, Maine 
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AGE WORKS 






SAMSON|COR 
MANUFACTURERS OF ih ® SASH CORD, CLOTHES 
BRAIDED CORDAGE 4S ‘ LINES, SMALL LINES 


AND COTTON TWINES (ey sq ETC. 52007 Ao" CATAL 


/§ 


MASCO 
PRODUCTS 








Waste — Mops — Wicking 
Cleaning Cloths 


Caulking Cotton — Chemical Cotton 


Send for samples and prices 


MASSASOIT MANUFACTURING CO. 
Fall River, Mass., U. S. A. 


New York Office ~ = - 350 Broadway 

















x 
Expansive Bits of All Kinds 


The Conn Valley Mfg. Co., Centerbrook, Conn., U. S. A. 











QUALITY 
UNIFORMITY 


SERVICE 
DISTINCTION 


“The oly in os eit Bor” 
AMERICAN SAW & MFG. CO. SPRINGFIELD, MASS. 








Makers of Every 


HACK SAWS - BAND SAWS — SCREW DRIVERS - GLASS CUTTERS 
Kind of Screw, 


errr VLA eS 
Nut and _ Bolt. 


The Corbin Screw Corporation 
The American Hardware Corporation, Successor 


229 High Street New Britain, Conn.. 
Western Factory: Dayton, Ohio 











, Ezyrun Ball Bearing Pulleys 


Ib Meet the demand for better pulleys. Will 
”) take any size clothes line—Long wearing, 
eA Rustless, Noiseless—Are easily operated and 
| cannot freeze. Completely enclosed. Line 
<2 cannot tangle or slip off. If your Jobber does 

‘ not stock them, write us for prices and 
details. 

BROOKLYN PULLEY CoO., Inc. 

85 5th Ave., Brooklyn, N. Y. 








BROWN & SHARPE 


MACHINISTS’ TOOLS 


The first choice of skilled mechanics for three generations 


’ WE PROTECT THE DEALER. 
IBS 


BROWN & SHARPE MFG. CO. 





Providence, R. I., U. 8S. A. 

























WwigaAMS 


CHAIN PIPE VISE 


DROP-FORCED, COMPACT, RAPID, POSITIVE 
J. H. . WILLIAMS & CO. 


The Drop-F orging 
New Y » BUFF tio” Chicago 

















PUTVPETURUODDEEODTERT TEND Pea Tete toer PA UECOTTEEE Cee Ee 


PADLOCKS. 


FOR EVERY CONCEIVABLE PURPOSE 
FRAIM-SLA YMAKER 


HDW. CO., INC. 
Pa., U. S. A. 







Lancaster 





THE FOWLER & UNION 


' HORSE NAIL CO. 


HORSE SHOE NAILS 
OF HIGHEST GRADE 


Plant 
1000 MILITARY RD., BUFFALO, N. Y. 


eae 











A Faster Selling Mop Offers More 
Profit and Quicker Turnover— 


spartans yourself by selling SQUEEZ-EZY. 
mop that wrings by a twist of the 





STANDARD SINCE 1865 


For 58 years Priest’s Cli 
have * en universal satisfac: 
tion. 














LITTLE STAR and DAISY 
Apple Parer, Corer and Slicers 
Masafactured by HUDSON PARER CO., Leominster, Mass. 


LIVINGSTON-COOPER CORP., Agents 
131 East 23rd Street New York City 





| Mf f handle. po 4d out of water. Saves om both ki - orsemen, We 
+] Sith) SQUEEZ-EZY MOP CO., INC. American Shearer Mfg.Company 
| P| CCL » New Orleans, La. Nashua, N. H. 
e 
Rocking Table Apple Parers UNIVERSAL 








BOX STRAPPING 


CARY MANUFACTURING CO. 
Manhattan Bridge Plaza, Brooklyn, N. Y. 
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ALUMINUM 


WARE 


Lifetime Ware is made from heavy weight, hard, cross rolled, 
flat sheet aluminum circles and will not bend or dent easily— 
that is why it will wear and last a lifetime. 

Four factories and our own rolling mills enable us to offer ex- 
cellent service. 







Send for new price list. 


ALUMINUM PRODUCTS CoO. 
La Grange, Ill. 








American Steel & Wire 


Chicago, New York, Bostes 
Cleveland, Pittsburgh 
Denver, Dallas 
Uv. 8. Steel Products Ca. 
San Francisco, Los Angeles 
Portland, Seattle 


BARBED: Ellwood Glidden, Am. Glidden, Am. Special, 
Waukegan, Baker Periect, Ellwood Junior, Lyman 
NAILS, SPIKES, STAPLES, TACKS, Hot Galv’d Nails 
ZINC INSULATED FENCES: American, Royal, Anthony, 
National, U. S. 
OW T-STEEL POSTS 
CONCRETE REINFORCEMENT 
BALE TIES: Old reliable brands 
TELEPHONE WIRE 
WIRE for every purpose 
Quick Delivery. Write us for selling plans. 























In 10c packets your customers want 
4 Sizes Advertised for 
No. 24—10 in Pkt. 24 Years 
No. 25— 6 in Pkt. Great Demand 
No. 27— 3 in Pkt. Good Profit 
No. 28— 2 in Pkt. Attractive 
24 packets to a carton Counter Displays 























Moore Moore 
Push-Pins Push-less Hangers 
(Glass Heads-Steel Points) *‘ The Hanger with the Twist’’ 
To ‘Hang Up Things” in Homes, 
Offices and Schools. Ask your Jobber. 


Moore Push-Pin Co. (,¥#7¢ ) Philadelphia, Pa. 











The New Glue! 


MADE from codfish skins only. Absolutely 

free from impurities. Doesn't stain or dis- 
color, but sticks with tremendous strength. A 
perfect glue for all home and office uses, for 
carpenters, cabinet makers, upholsterers, pic- 
ture framers, etc. Full one-ounce Bottles and 
Tubes, half-gill, gill, half-pint, pint, quart and 
gallon Cans. Ask your jobber. 





Made by America’s Big- 
gest Users of Codfish 
—Makers of Gorton’s 
‘‘No Bones”’’ Codfish and 
Gorton’s ‘*Ready-to- 
Fry’’ Cod Fish Cakes. 


Gorton-Pew Fisheries Co. Ltd., Gloucester, Mass. 
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AH sional barbers, as 

well as many home users, 

find complete satisfaction in Koken Razor 

Strops. A profitable line of ready sellers 
listed in our catalog. Write for it. 


Koken Companies, St. Louis, U.S.A. 


rt | 0) 











MILBRADT 
LADDERS 


Will pay for themselves in a 
short time by enabling you 
to wait on more trade, save 
the wear and tear on your 
fixtures and goods, as well 
as bring the appearance of 
your store up to date. 


Write for catalogue show- 
ing a large number of styles 
suitable for all kinds of 
shelving. 


Milbradt Mfg. Co. 
2411-N. 10th St. 
St. Louis, Mo. 


+ 




























Russell onni g 
aa Auger Bits 


Tl 
Customers — G I 
% om. 
Profitable \wy ] [ by” 
Sales 
Our bits and braces have been accepted as standard by the 


finest woodworkers for over fifty years. Bits for every 
y:  purpose—auger bits, dowel bits, car bits, machine bits, etc. 


Send for booklet. 
Russell Jennings Mfg. Co. 
Chester, Conn. 









ga Satisfied 


¢ 

















ALL KINDS 


Siete) 


TOWER MFG. CO. 


MADISON, INDIANA CINCINNATI, OHIO 
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An Effective Low Cost Contract with Hardware Man- Bach additional word................cseceeeereeeeees y 

ufacturers, Manufacturers’ Agents, Jobbers, Jobbers’ ov Me MGM Wat. o-oo olcctlenlcecctecessele 

Salesmen, Retailers and Retail Salesmen. RI, Hi rn <u Av ncens Geb euheenpceee et oinaea . 5.00 
ee EP TY NE 4.00 


No illustrations accepted for these pages. 


Allow seven words for Keyed Box Number Address. 





4 insertions, 10% off; 8 insertions, 15% off 


Remittance Must Accompany Order 


50% off the above rates for Positions Wanted Advertisements 





Business Opportunities 


Help Wanted 


Positions Wanted 











An active faithful young man can . 
obtain interest in established hard- 
/ ware business located in progressive 
) Central New England city of 1090,- 
000. Operated by same firm for al- 
most a century. Owner is mature 
and desires relief from _ details. 
$12,000 to $15,000 cash required for 
liberal portion of stock at fair price, 
or would sell to right man. Young 
blood needed to increase business. 
One familiar with retail and whole- 
sale hardware business preferred. | 
Personal interview and _ references 
required. Address at once Box 244, 
care of Hardware Age, New York. 

















FOR SALE: Hardware stock in southern IIli- 
nois. Good farming and coal mine community, 
on Midland Trail hard road, All new stock, will 
invoice between five and six thousand dollars. 
Good store room, Reasonable rent. Terms cash. 
About 30 miles from St. Louis. Address Box 
G-199, care Harpware AcE, New York. 





SALESMAN who sells Factory and_ similar 
supplies to consumers in Greater New ‘ork. A 
real proposition for a man with vision who can 
deliver. Address Box G-232, care HarpWare 
Ace, New York. 





Wanted live wire salesmen with experi- 
ence in sporting goods to sell high quality 
baseball bats on commission basis for 1925 
. season. Men qualifying must be ready 
for service August Ist. Three references 
required and photo. Address Box G | 


220 care Hardware Age. | 














ONE of the largest nationally known stove 
and furnace manufacturers will have, for 1925. 
in various states, openings for a few high class 
travelling salesmen. Experience not so essen- 
tial as ability and acquaintance with the trade. 
When applying state age and full particulars as 
to past and present connections and send photo 
if possible. All communications confidential if 
desired, Address Box G-243, care HarpWARE 


AcrE, New York, 





Positions Wanted 





Christian salesman, 32, married, car owner, 
well acquainted Metropolitan New York, seeks 
change. Experienced cutlery, hardware, house- 
furnishings. Now under sixty day clause con- 
tract. Will work salary or straight commission. 
Furnish own office if necessary. Earned $5,000 
last three years. Replies treated confidential. 
Address Box G-237, Harpware AcE, New York. 





FOR SALE—tIlardware and Tinshop located 
in the Arkansas Valley of Kansas. Rich farm- 
ing country and one of the best wheat counties. 
Town of 2,000 population, plenty of churches 
and schools. Will invoice about $7,500. Long 
lease at good rent. On main line of Santa Fe 
R. R. No trade. Address Box G-242, care 
Harpware Acre, New York. 





CASTINGS 
Hardware manufacturers can get good soft 
castings and good service from us. We 
make high grade, soft, easily machined 
) castings. We also do machining, nickeling, 
japanning and assembling. 
Send samples or prints for quotations. 


LITTLESTOWN HARDWARE & 
FOUNDRY ©oO., INC. 
Littlestown, Pa. 

















— 


Buyer for Hardware Jobbing House: High 
class man of strong personality, thoroughly ex- 
perienced in Foreign and Domestic Arms, Am- 
munition, Field Glasses, Binoculars, etc., Radio. 
Location no objection. Kindly write for further 
information. Address Box G-240, Harpware 
Acre, New York. 


MARRIED MAN, 29 years a. desires posi- 
tion in retail or wholesale hardware, several 
years retail hardware experience. Have been 
doing the buying for large retail hardavare store 
for the past two years. Have had experience in 
selling hardware, furniture, paints, wall paper, 
saddlery, and am especially interested in tools 
and sporting goods: can furnish best references, 
honest and willing to work, now employed but 
desire a change, prefer Ohio or Middle West, 
would consider a traveling position. Now em- 
oy tay in a Winchester Store, 41. Address Box 
G-247, care TlaAarpware Ace, New York. 








RETAIL HARDWARE CLERK, 22) years’ 
experience, with 3 firms only. 9 years with last 
employer, experienced in all branches. Buying, 
selling, stock arrangemem, window trimm...;, 
etc. Highest business reierences as to qualiica- 
tions, ability and reliability. Address Box G-_406, 
care LIARDWARE .\GE, New York. 





HARDWARE SALESMAN, South and South- 
west. Long standing personal acquaintance, 
Jobbing trade this territory. Twenty years’ ex- 
perience, three changes in this time. Six years 
salesmanager. Leading Southern fobber. Past 
three years business for self. If you want re- 
sults in this territory, former employers will 
be gladly referred to for ability, character and 
habits. Address Box G-245, care HARDWARE 
Ace, New York. 


EXECUTIVE, high class, experienced all 
branches shelf and heavy hardware, mill and mine 
supplies, desires new connection. .\ hard worker 
with initiative and ability. Address Box G-241, 
care HarpWArE Ace, New York, 








POSITION WANTED by experienced Hard- 
ware salesman to represent a manufacturer, call- 
ing on wholesale or retail or both. I want to con- 
nect with a reliable manufacturer, with an estab- 
lished trade whose goods are right. New York 
State and adjoining territory. Address Box G-248, 
care HarpwarE AGE, New York. 


Sales Accounts Wanted 


Manufacturers’ Representative, with Chicago 
office calling on hardware, housefurnishing and 
department stores, is desirous of securing an ad- 
ditional line of merit for Chicago and adjoining 
territory. Address Box G-239, Harpware AGE, 
New York. 














Reliable old established hardware manufactur- 
ing concern desires to act as factory representa- 
tivé or broker for New York and adjacent 
territory for domestic manufacturer of tool and 
kindred articles. If not represented in above 
territory, please address Box G-224, care Harp- 
WARE AGE. 








Sales Representatives Wanted 


Salesman—Attractive side line, liberal commis- 
sion, sell patented garden implement to jobbing 
trade. Illinois, Indiana, Michigan, Georgia, Ala- 
bama, Florida still open. State experience, age, 
etc. Address Box 156, care Harpware AGE, 
1420 Widener Bldg., Phila., Pa. 
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“Mr. Hardware Dealer?” 


Do you realize that no one factor 
will draw people to your store like 
attractive window displays of sea- 
sonable merchandise? to 


Hardware Age is continually re- force. 


producing such window displays— 
its representatives are always on 
the lookout for new ideas. 


And many dealers who require 
their own copy of Hardware Age 
find it highly profitable to subscribe 


extra 


The cost, $3.00 per year, is re- 
turned over and over in better win- 
dows and increased trade. 


Hardware Age, 239 West 39th Street, New York City 


copies for their sales 
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is the total number of replies for 1924 which have been received up to the closing date of this 
issue and forwarded through this department to advertisers using Box Numbers. 
include replies that have gone direct to advertisers using their signature. 


This does not 





Sales Representatives Wanted 


Sales Representatives Wanted 


Sales Representatives Wanted 





Salesmen interested in attractive assortment of 
dog collars, dog harness, etc., to sell direct to 
retail trade. Recently organized manufacturer of 
long experience in this line has good territory 
open for the right men. Only hard workers and 
those with representative lines need apply, giving 
all details, territory, etc., in first letter. P. O. 
Box 130, Patterson Post Office, Baltimore, Md. 





Salesmen to sell on commission hardware, 
tools, regular goods, specials and job lots, one 
to cover Chicago and vicinity and one for the 
entire State of Pennsylvania except Philadelphia 
and one fer New York City and suburbs. No 
objection to side lines, providing they do not 
conflict. ill pay commission on mail orders as 
well as orders taken. We have customers in 
both territories. Address Box G-236, care Harp- 
WARE AGE, New York. 





SALESMAN WANTED for a good side line, 
state age, experience, lines carried, towns covered. 
Address Box 249, care of HarpWaAre AGE, New 
York. 





WANTED—Salesmen to sell on commission to 
Hardware Dealers, Dairies, and General Stores 
our Diamond Brand Milk Bottle Caps. Will 
pay commission on mail orders as well as orders 
taken. Ohio Bottle Cap Co., Box 613, Piqua, 
Ohio. 








ware Age. 





HARDWARE AGE, 


Do YOU Want a Good Position? 


Right now you may be looking for a good position as Manager, Assistant, 
or Salesman with some responsible Hardware company. 


And right now some one may be looking for you. 
The best meeting place is in the Classified Opportunities Section of Hard- 


Fifty words at a cost of a dollar and a half will put you on the right road, 
in the right paper, for the right position, with the right Hardware concern. 


Send your ad to 


Classified Opportunities Dept. 
239 W. 39th St., New York 














The “TORREY” 
A Real Man’s Razor 


Send fer Catalogue ef Full Line 
J. R. Terrey Razor Co., Worcester, Mass. 








“They Have a 
Bull Dog-Grip” 
Manufactured by 


CO, Cotten 2 Te ea Ve. 
1018 Unter Bank Bide. Pittebergh, Pa. | 
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Economy 
Hose Attachments 
Fer connecting hose to smooth 
faucets. Slips on and off easily. 
Naso Gane By P ~~ 
Philadelphia, Pa 











LUMBER 
CRAYONS 


STANDARD CRAYON CO. 


Danvers, Mass. 
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American Can 
TONTAINERS OF TW PLATE BLACK IRON GALVANIZED (RON S1ORR 





American Can Company 








SILVER LAKE 


SASH CORD 


NET WEIGHTS FULL LENGTHS 
Sliver Lake Co., Newtonvilie, Mass. 








If it’s the best tool you can sell 
For Working Stone 
it’s ours 
Trow & Holden Co., Barre, Vt. 








ELEVATORS 
fer House, me, Store or Warsbowe 
requirements a8 10 size, y eepecity 


The SIDNEY ELEVATOR Mfg.Ce. 
Sidacy, Obie 
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BALE TIES 


Best Made — Prompt Shipment 


Baur Bale Tie Co. 


INDIANAPOLIS, IND. 











J. L. THOMPSON MFG CO. 
Waltham, Mass. 
Tubular and Bifurcated 


= RIVETS = 


ELEVATORS 
DUMBWAITERS 


Write fer eur catalog 
Energy Elevator Co. 
211 NewSt., Philadelphia 


id” 6C AXES 


= since 1912. Axes since 1986. 


RIXFORD Bast itighgate,V¢ | 
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THE ADVERTISERS’ INDEX is published as s convenienee and not as a part of the advertising contract. Every care will be taken te index eorrectly. 
No allowanse will be made for errors or failure to insert. 
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Ace Hardware Mfg. Corp............... 76 Cr Ci. Cc ccdewcanvenee he 1 Ne) pe een, ne Sone ee 101 
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American Gas Machine Co.............. 23 eer er eee 101 
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American National Co................... 30 
Roatan Mie Me 71 Reading Iron ee ene 96 
ee Ti ig ce sebesédeveres 91 H Reed & Prince Mfg. Co.................. 97 
American Saw & Mfg. Co.............. 102 Remington Arms Company, Inc......... 108 
ee GE GR, 0.0 inex vce deedecsees 20 a SE EPS bd ss es ecigd tvsees sauce 94 Richardson Company ...... WRERS S92, 910-0 0:4 35 
Amesiean Ghesser Bile. Co.......... 402 I 8 Richards-Wilcox Manufacturing;Co........ 63 
American Steel & Wire Co.............. 103 Hill Brass Co., N. N................++5. 32 Rixford Manufacturing Co....:.......... sped 
American Wire Fabrics Corp............. 34 | Hilton-Collins Co......................... 79 Robertson, Arthur R.................... 100 
ee ee eerrrrr re. 78 | Hoppe, Inc., Frank A.................. “adil Genet chee dinate oe ~ 
BeN TES -Gbsn ccccccccvccvcnevsee 94 SY Sis kdeweedxeedeevedewece 102 
CE ee ee 5 S 
I es i, IIa on vc cicccccicccvecces 99 
B Independent Lock Co................... 96 Sager Metal Weathersizip Co............ - 
Satesuntionsl Gevdleement Ce °7 Samson I SO lk a ek ok 102 
ee 92 iin a: ll ° Sidney Elevator Mfg. Co................ 105 
aS eee eee ee eee ee eee IY) SI, Ua tes in Oi as Cie oak eee 105 
Boston Woven Hose & Rubber Co ..19, 65 Simonds Saw & Steel Co................ 11 
Bridgeport Screw Co..................+: 88 J ED Ae ec osne ccasseucesvconews 22 
a I Fis on ob 0 os wesc wessved 102 SS MED ccc ccedcceseasocee 107 
Brown & Sharpe Mfg. Co............... 102 a rs 9 Se ME. Chu cawcdersevevevseeseeces 101 
es: Ge Ge) es cg eencenseaenaues 31 J a. Guin 6 24 I I i ais es we ws oO 102 
anesville uc ee ey ae 
Setateny Ute, Qa. eat . 103 Standard Crayon Mfg. Co............... 105 
‘ eee ee eT ee CE eee 4, 94 
Starrett Company, L. S..............0: 100 
C K Stewart Iron Works Co................. 102 
c -_ Co 102 DP “A “Wi bec iweudceeddbe «eeetuess 101 
Chatillon & Sons, John....-- s csssss 73 | Mawllel & Basee Co... eeeseeesee ie | Se eae: Ge....----:---. - 
I I A og cn ccsccceseceecses 16 EE US 0 einWsi ce sh.wdKe voce oss 100 
Chicago Spring Hinge Co................ 98 Keystone Steel & Wire Co.............. 75 T 
Clayton & Lambert Mfg. Re See eee ee 101 I SE IE Le 96 
GRemeem Beesig Ene..... 2.000. cccccsceves 93 Klein & Sons, Meee. eee eee e eee eee 6 Thomson Mfg. Co., Judson L............ 105 
Coos Wrench Co...........ccccccceccsece 89 Koken Companies, Inc.................. 103 Torrey Razor Co., J. R................. 105 
Coldwell Lawn Mower Co............... 18 Ek enon tpanve snes ibaens 103 
Colt’s Patent Firearms Co.............. 31 L ed voy reee ek ves wes 97 
Columbia Metal Products Co............ 90 Tn ee ee 105 
Connecticut Valley Mfg. Co.............. 102 Tubular Rivet & Stud Co............... 86 
Continental Wood Screw Co............. 95 Slee aeies ae Pama ee retin ‘ nd Turner Brass Works.................... 95 
Corbin, Es te ere n ee be be eethes en oe. See See ee eee Turner ‘Mfg. AE Se ee rao 99 
ee I Gc s oc vce cecsccccecocsss 102 
M 
U 
D McKinney Manufacturing Co............. 61 . 
Marion Teel Works..................... 14 i ccceccuncescecee 21 
—— 100 | Massasoit Mfg. Co....................... 102 | U- 8. oe ny 1 tee eeeeeeeeeeeeeees 105 
Dietzgen Co., Eugene................... 101 Maydole Hammer Co., David............ 10 a ent x co gy tpg " a i: ), esiaiialalcledas ~ 
Draper-Maynard Co. ................... 28 Mechanics & Metals Nat’l Bank........ 99 nit oa ¢ iy Ts ao eos 0e 8 
eatetts Gham Gese Os........... 0.00.0. 72 Metallic Industries, Inc................. 29 Universal Industrial Corp............... ad 
ete Gis TE Wan ccccncsccsccccccvssss 97 Michigan Crown Fender Co.......... . 12-13 
ES ee ee 25 Vv 
Milbradt Manufacturing Co............. 103 
E ee gt Se ee 103 Vaughan & Bushnell Mfg. Co.......... 3 
Myers & Brother Company, F. E.....91, 101 
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ieee TR, Das. ..cccccccccccccocvesse 87 Walden-Worcester Co., Ime.............. 93 
Bnerey Wihovater Co... ....cccccccscccece 105 National Manafecturing Co............. 38 NN IN, I aE ws ie nce on cae snes 83 
No-Liquid Door Check Co............... 101 Wausau Abrasives Co................... 36 
North Bros. Manufacturing Co.......... 93 Weed Co., Lewis M.............-.....05 30 
F Northland Ski Mfg. Co.................. 32 | White Company, H. C.................. 7 
: I ean dices cedevel¥edesut 85 
Folberth Auto Specialty Co............... 67 Wickwire Spencer Steel Corp............. 34 
a reer rere er 26 O Williams & Co., J. H................... 102 
Fowler & Union Horsenail Co........... 102 Wolverine Supply & Mfg. Co........... 32 
Fraim-Slaymaker Hdwe. Co.............. 102 Oliver Iron & Steel Company........... 96 Worthington Ball Co................... 100 
Frantz Mfg. Co.............. eatutu tens 88 Osborne & Company, C. S.............. 100 Wright Steel & Wire Co., G. F........ 98 
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Snap-on assortment 


| [ >. 1 7 
Extra Sockets and Handles As Needed 
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A Parallel 
That Spells Profit‘ 


A man buys a safety razor with a few 
blades—then goes on buying additional 
blades as long as he shaves. Any suc- 
cessful Snap-On Dealer will tell you that 
men buy Snap-On Wrenches in much 
the same way—first the handles, one or 
more styles for a certain job—then more 
and more sockets, attachments and addi- 
tional handles to extend the efficiency of 
their equipment. 


The Snap-On Merchandising Plan repre- 
sented by the Display Cabinet and selling 
helps we furnish Free, capitalizes the 
opportunities for progressive sales. That’s 
why there is real money in this line for 
the hardware dealer. Use the Snap-On 
selling plan and you become a socket 
wrench expert from the start. Once your 
trade knows this they keep coming back 
to you—and you are practically without 
competition in the field. Get all the facts 
about Snap-Ons and judge for yourself. 
Write us today. 


MOTOR TOOL SPECIALTY 
COMPANY 
14 E. Jackson Blvd., Chicago 


Distributing Branches in 18 
Principal Jobbing Centers 


SNAP-ON WRENCH COMPANY, 


Mfrs. 
Milwaukee, Wisconsin 


Snap-on 


INTERCHANGEABLE 


Socket Wrenches 
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Remington’s 
Prize Window Display Contest 


m) 7: Remington Sportsmen’s Week, October 13th to 
sth, 1924. 

2. Striking window display material, in_ full color will be 
furnished FREE—transportation prepaid—by Remington 
Arms Co., Inc., to dealers who desire to enter this contest. 

3. Any dealer who uses this FREE material may compete. 

4. Each contestant (dealer) must furnish a photograph of 
his window display to Remington Arms Co., Inc., on or before 
November list, 1924 

5. Each photograph to have the name and address of the 
dealer and the population of his town printed or plainly 
written on the back of the photograph. 

6. Windows will be judged by: 

Mr. Liew Soule, editor, Hardware Age, New York, N. Y. 
Mr. Rivers Peterson, editor, Hardware Retailer, Indian- 
apolis, Ind. 
Mr. J. G. Taylor Spink, general manager, The Sporting 
Goods Dealer, St. Louis, Mo. 
7. All photographs to be addressed and mailed to Depart- 
York + a ” Remington Arms Co., Inc., 25 Broadway, New 
or 
The Judges we begin considering the photographs on 
ma mber Ist, : 

9. Awards will a made on or about December Ist, 1924. 

10. Checks and awards to each contestant will be mailed 
as soon as the judges have made final decisions. 

11. The names of all contestants will ae published in the 
trade journals and “THE LION’S SHAR 

12. The photographs of the window ieiinine will be judged 
solely on the basis of merchandising values—regardless of 
whether the dealer considers the photograph of his window 
display good or bad—regardless of the size of the window in 
which the display is made. 

13. Make a window display of sportsmen’s, hunters’ and 
trappers’ goods, using Remington’s FREE window display 
material, have a aot made and mail it to Remington Arms 
Co., Inc., on or before November ist, 1924, and you will re- 
ceive a CASH PRIZE OR AN AWARD. 

14. The $5,000.00 in cash, given away as prizes will be 
divided as follows: 


$500 Grand Prize $500 


The Grand Prize—$500.00—in cash, will be awarded to the 
retail dealer who makes a window display of hunters’ and 


Secure Full Information from the Colored Supplement of “THE LION’S 


trappers’ equipment or Remington’s free window display 
material during Remington Sportsmen’s Week, October 13th 
to 18th, 1924, and sends in a paotesrel> of his window dis- 
play on or before November 1st, The Judges will make 
their award in this instance Aine points of originality, 
trade-pulling value and attractiveness. This prize is open to 
all contestants throughout the United States. The winner 
will not participate in any of the other Cash Prizes or awards 
in this contest. 
First Group—Cash Prizes and Awards. 
Cash prizes and unique awards for retail dealers in towns 
with a population of 5,000 and under: 
Ast, PTiZ€.. 1.1... eee eee eee wees $250.00 
BE EUND. ccc cescscccessssienseenss 100. eS 
l:. Gee 6 66 4.6.604 6 0d 6A 64SEC KO KOS 
50 prizes of $10.00 each 
120 prizes of 5.00 each 
Second Group—Cash Prizes and Awards. 
Cash prizes and unique awards for retail dealers in towns 
with a population of from 5,001 up to and including 10,090. 


Bat PTIMO.. cc ccccccccccedscvcces $250.00 
TTT TTT Cre Cre 100 00 
pie eat Pun oats eee ks wards 50.00 


50 prizes of $10.00 each 
120 prizes of 5.00 each 
Third Group—-Cash Prizes and Awards. 


Cash prizes and unique awards for retail dealers in towns 
with a population of from 10,001 and over. 


CP ote ti k's ec Whem eee ae 250.00 
rn. Miso cuneeeduecee een ensoue ec 100.00 
BE Mca ccocteseocseneeces oeuets 50.00 


50 prizes of $10.00 each 
120 prizes of 5.00 each 


TOTAL— $5,000 


15. A Cash Prize or a unique award will be given to every 
Remington dealer who makes a Remington Window —— 
of hunters’ and trappers’ — or Remington’s FRE 
window display material durin Remington Sportsmen’s 
Week, October 13th to October isth, 1924, who will have a 
photograph of his window display made and mailed to De- 
partment “A,” Remington Arms Co., Inc., Broadway, New 
York, N. Y., on or before November Ist, 1924. 


SHARE” 


August 14, 1924 


REMINGTON ARMS COMPANY, Inc., 25 BROADWAY, NEW YORK, N. Y. 
ET a hin a a 








